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Basic Multiple Line 
Policy Form Called 
Important Objective 





Fully Integrated Policy, Containing 
Standard Provisions and Condi- 
tions, Has Many Advantages 


BACKED BY INTER-REGIONAL 
Parker Tells NAIC Use of Basic 
Policy Program Will Aid Com- 
pany and Agency Efficiency 





Development of a_ fully integrated 
multiple line form of policy containing 
standard provisions and conditions only, 
without regard to peril, is listed as a 
most for the property 
and casualty industry. Kent 
H. Parker, general manager of Inter- 
Regional Insurance Conference, told the 
Zone 5 meeting of the National Asso- 
Insurance Commissioners at 


goal 
insurance 


important 


ciation of 
Omaha that development of full multiple 
line policies and coverages is one of the 
most challenging frontiers of modern 
insurance. 


Program Passed in 14 States 


Mr. Parker said that 14 of the 50 
states already have passed legislation 
that permits development of multiple line 
fire policy forms embodying fire and 
lighting policy conditions without using 
the statutory form of policy so long as 
the required conditions and_ provisions 
of the policy as to fire are included. 

There are a few states, he added, 
that impede or prohibit multiple line pol- 
icies under statutes that impose certain 
requirements which cannot be met in a 
practical manner. He expressed the hope 
that the development of multiple line 
contracts in a great majority of states 
will eventually be accomplished. 

Listing some of the concrete end- 
products in the new multiple line field, 
Mr. Parker pointed to the homeowners 
and comprehensive dwelling policies, the 
former now effective in all except five 
of the 50 states. 

“In the rural insurance field, Inter- 
Regional, in cooperation with the Farm 
Underwriters Association, has now com- 
pleted the research and study attendant 
to the development of a complete pack- 
age policy for the modern farmer,” he 
added. The new farm policy covers not 
only dwelling and personal property, 
but also barns and outbuildings, farm 
machinery, equipment and livestock, and 
the theft, transportation and liability ex- 
posures of the operation. 

“The Farmowners Policy program has 
been recommended for adoption in six 
middle-western states and is adaptable 


(Continued on Page 31) 
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Getting a 
running start... 


...is vital if a broker is to keep 
up with clients’ needs for protection 
against rising medical care costs 
and growing income losses during 
disability periods, 

To prepare our brokers for the 
starting gun, we have a full relay 
team of group and individual poli- 
cies — disability income, hospital, 








surgical, and major medical cover- 


ages. Many of our individual polli- 
cies are guaranteed renewable for 
greater client protection, 

Why not phone or come in to 
see Murray Connolly, our A. & Si 
Department Manager? He can put 
you on the right track, 


“Our Second Half-Century”’ 


AGENCY, 


INC. 


INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York ® BArclay 7-8900 


MEMBERS, N.Y.C. 


INSURANCE AGENTS ASSOCIATION, INC, 





Bouillabaise or beef stew, 


Mgr. ° 





Our 
not-so-secret 


recipe 








it’s the proper proportion of ingredients that turns a dish 
into a delight. That we have been serving (and most always, delighting) agents and 
brokers for 37 years is, we think, a tribute to our recipe: Liberal commissions, attractive 
dividend and deviation plan, speedy and efficient service, sound financial status .. . 
heaping officeful of that vital ingredient—know-how. 


and a 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








10% DEVIATION: 
Automobile _ bodily herd and 
aw damage liability: al) 


MUTUAL INSURANCE CO. 
HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Hempstead: 138 Front St., ROBERT ZMOOS, 
New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs St.. 
W. C. VAN VECHTEN, Mor. * Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. 
Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. * Miami: 1103 ae 
= Ave., THOMAS H. RIGGINS, Mgr. * E, Orange: 61 Lincoln St., IRVING GROVES, 
gr. 
Deviations and Dividends shown for New York State; . . 


. for other states, write New York office. 
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Metropolitan Life 
To Launch Biggest 
Ad Campaign Ever 


Now Appearing in 655 Newspapers, 
Reaching More Than 41 Million 
Readers Nationwide 
FAMILY CHECK-UP PROGRAM 
Advertising Explains New Service 
For Family; Campaign Running 
From May 1 to June 19 





Newspapers in 655 markets throughout 
the country will be used by Metropolitan 
Life from May 1 to June 19 to announce 
its new Family Security Check-Up pro- 
Frederic W. Ecker, 
He stated 


gram, chairman an- 


nounced. this would be the 


company’s largest single concentration 


of newspaper advertising in its 93-year 
history. 

The Metropolitan’s advertising will ap 
pear in newspapers with an aggregate 
circulation of more than 41 million read- 
ers. The initial advertisement calls for 
dominant space in various sizes to cor- 
respond with varying markets. Follow- 
ing this will be four additional insertions 
in the same schedule 


How it Will be Used 


of newspapers. 


The newspaper advertising campaign 
will be devoted to explaining Metropol- 
Check-Up pro- 


gram. This program is designed to per- 


itan’s Family Security 


suade people to review their family’s 


financial health by studying such facts 


as social security, home ownership, pen- 


sion plans, savings, life insurance and 
other assets, and weighing these against 
obligations and possible emergencies. The 
company’s advertisements will present 
the Family Security Check-Up as a 
Metropolitan service which will help to 
assure persons that they have ade- 
quately planned their family’s financial 
future. 
Field Advised at Local Meetings 


Metropolitan Life has used newspaper 
advertising in the past but the new cam- 
paign marks a broader use of newspapers 
as an advertising medium than ever be- 
fore. This expenditure will support the 
work of the 30,000-man Metropolitan 
field organization located in most com- 
munities across the country. Metropoli- 
tan representatives have been trained to 
carry out the special service offered in 
this new advertising campaign. Com- 
pany officials acquainted the Metropol- 
itan field force with the advertising cam- 
paign at meetings held April 28 through- 
out the country. 
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| PERMANENT ATTACHMENT? 






Hardly.Shackles never were a substi- 
tute for employee loyalty. ™ Now, 
fo suppose you go to a doctor, a lawyer 
@ —your client—any employer with a 
limited staff or only a single em- 
ployee. Show him “loyalty” packaged the 
. Provident Mutual way in a plan designed espe- 
cially for his employee . .. a plan called Pension Special. §§ This one’s 
just naturally a loyalty builder. It rewards a faithful employee by 
continuing to build in value year after year. Always remains distinctly 
apart from any other forms of compensation, too! §§ What’s more, 
the Pension Special is a big morale booster! Sparks job interest, makes 
for a healthier employee attitude . . . creates that permanent attach- 
ment. (§ For your client, Provident Mutual provides special material 
to ease installation of the Pension Special. This is a plus that gives you 
a solid sales assist. §§ Pension Special. Makes good business sense— 
for your client—for you too. 


PROVIDENT MUTUAL 
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Metropolitan Life Reorganizing Medical Activities 


Major General (Ret’d) Paul I. Robinson, Chief Officer of 
Medical Department; Dr. George M. Wheatley, 
Head of Health and Welfare Division 


By CLarENcE AxMAN 


When President Haley Fiske of the 
Metropolitan Life in 1909 inaugurated 
a health and welfare division of the 
company, putting in its charge New York 
City’s outstanding authority in the fields 
of medical problems and health conser- 
vation—Dr. Lee K. Frankel—the com- 


pany paved the way for what became one 
of the most successful public relations 
activities in America. 

The new division quickly won the con- 
fidence of officers and other members 


of national health welfare and _ allied 
associations, all of whom gave hearty 
cooperation; began successful, wide- 


spread campaigns in advertising and in 
literature which acquainted the public 
with the tragic ravages of diseases; gen- 
erated wide public interest in the sub- 
ject, and helped cut down the death toll. 
The most successful campaigns at the 
start related to tuberculosis and diph- 
theria. 

The Metropolitan is currently in the 
process of reorganization of its medical 
department, the chief of which is Major- 
General Paul I. Robinson. In the re- 
organization, the health and welfare di- 
vision will become part of the medical 
department. Dr. George M. Wheatley, 
who has been third vice president, will 
continue to head up the health and wel- 
fare activities as third vice president and 
medical director. 

The other two medical directors in the 
home office are Dr. K. Jefferson Thomson 
and Dr. Raymond K. Farnham, Dr. 
Thomson is in charge of employes med- 
ical services and Dr. Farnham of insur- 
ance classification. There are two asso- 
ciate medical directors in the home office 
—Dr. John T. Geiger and Dr. George P. 
Robb, in addition to eight assistant 
medical directors. 


14,000 Physicians Serve as Met. Medical 


Examiners 


Metropolitan Life’s medical depart- 
ment, under the supervision of the chief 
medical director, is responsible for all 
the company’s medical, health and wel- 
fare activities 

Among these activities are the mainte- 
nance of good relations with the na- 
tion’s hospitals and the medical profes- 
sion; the supervision of nearly 14,000 
physicians who serve as medical exam- 
iners for Metropolitan in the United 
States and Canada; the formation of 
rules for the medical examination of ap- 
plicants for insurance; medical advice 
in the establishment of rules for the 
selection of risks; establishment of rules 
and payment schedules for personal and 
Group health insurance; and the con- 
servation of the health of more than 
50,000 Metropolitan employes in the 
home office, the Canadian and Pacific 
Coast head offices, and in the field or- 
ganization. 

The health and welfare division, which 
is a part of the medical department, car- 
ries on Metropolitan’s continuing pro- 
grams for health conservation and dis- 
ease prevention. This campaign, essen- 
tially educational in nature, utilizes radio 
and television messages, motion pictures, 
exhibits, booklets and teaching material 
for school use to carry the story of better 
health to the American people. 


General Robinson’s Military Career 


Dr. Paul I. Robinson, who joined Met- 
ropolitan Life in 1958 and became chief 
medical director in April of this year, 
spent 30 years of his life with the United 
States Army’s medical service. He had 
entered the Army as an intern and when 


he retired it was with the rank of Major 
General. During that career he held 
many positions of distinction including 
having been commanding officer of sev- 
eral hospitals. 

They included Fitzsimmons in Denver, 


1951-54. It was to that hospital Pres- 
ident Eisenhower was taken after 
his heart attack. He and Mrs. Eisen- 


hower had been visiting her mother in 
Denver when he was stricken. At the 
time General Robinson was in Korea, 
but he has long known President Eisen- 
hower, is a pe rsonal friend and had been 
a golf companion. 











MAJ. GEN. PAUL I. ROBINSON 
Chief of Medical Department 


The other hospitals which General 
Robinson commanded were Madigan, in 
Tacoma, and Letterman in San Fran- 
cisco. His career has also included being 
budget and fiscal chief, office of Surgeon 


General, Washington, 1942-44 and per- 
sonnel chief of the same office, 1947- 
1951, 


Dr. Robinson belongs to many of the 
leading medical associations in the na- 
tion. They include American Medical 
Association, American Public Health As- 
sociation, Association of American Med- 
ical Colleges, Industrial Medical Asso- 
ciation, International Society of Internal 
Medicine, medical societies of County 
of New York and of State of New York, 
New York Academy of Medicine and 
Public Health Association of this city. 
He is a Fellow of American College of 
Physicians and American Geriatrics So- 
ciety and is an Honorary Fellow of 
American College of Hospital Adminis- 
trators. Also, he is a member of Asso- 
ciation of Military Surgeons of the 
United States and two medical fraternal 
associations. As a lecturer he has ap- 
peared before Washington University 
School of Hospital Administration and 
Army ‘Medical Service School. 

Some important military assignments 
were heading committee for planning 
redeployment of medical personnel and 
material from Europe to Far East; 
medical member of Pacific Warfare 
Board, Far East; material demobiliza- 
tion planning, Office of Surgeon General; 
and was on staff and faculty, Armed 
Forces Industrial College for Postwar 
Curriculum Planning. He is a founder 
member of Association of Military Sur- 
geons of the U. S. 

Some other posts held were surgeon 
U. S. Eighth Army in Korea, 1954-1955, 
deputy to chief surgeon, S.W. Pacific 
Theatre 1945-46 and executive director 
Dependents Medical Care Program 1956- 
58 


Director “Medicare” Program 


“Medicare” was the name given to the 
program for the medical care in civilian 
hospitals and by civilian doctors of the 
wives and children of active duty mem- 
bers of the uniformed forces (Army, 


Navy, Marine, Air Force, Public Health 
Service, Coast Guard, Coast and Geo- 
detic Survey). General Robinson was 
the first executive director of this pro- 
gram which involved contractural ar- 
rangements with Blue Cross, Blue 
Shield and the insurance industry for 
payment of claims. 


Joins Metropolitan 


It was while holding the last named post 
that he joined Metropolitan Life as co- 
ordinator of medical relations. One reason 
motivating the Metropolitan offering him 
this position was because of the exten- 
sive acquaintance General Robinson has 
in many areas of Government, military, 
medical services and other spheres where 
his contact with many notable Amer- 
icans was so large. In 1959 Dr. Robinson 
was appointed associate medical director 
of the company and last year he became 
one of the company’s medical directors. 

Among decorations and honors which 
he has received are these: Distinguished 


Service Medal, Legion of Merit (and 
Oak Leaf Cluster,) Philippine Medal of 
Merit, Korean Taiguk Medal, Alumni 
“—— Washington University. 
Robinson, who was born in South- 

ern “WMlinois, was son of a doctor and 
had a brother who also was a physician. 
His father owned farms, one of which 
consisted of 600 acres, on which Paul 
worked during vacation periods. After 
graduating from high school in Mt. Ver- 
non, 4 he entered Washington Univer- 
sity, . Louis. 

tie received his M.D. from Washington 
University School of Medicine in 1928. 
He attended Army Medical School in 
1929; Medical Field Service School in 
1930 and Armed Forces Industrial Col- 
lege in 1940. 


Mrs. Robinson was Marjorie Halli- 
burton of St. Louis. They have two 
daughters. They are Mrs. Jane Dier- 


dorff whose husband is a captain of in- 
fantry in the Army and who was gradu- 
ated from West Point in 1953; and Judy, 
who after graduation in June from 
Northwestern University, Evanston, IIL, 
will become a teacher in a Larchmont 
public school. Captain and Mrs. Dier- 
dorff have three children. General Rob- 
inson belongs to the Coverleigh Club 
of Rye, N. Y. in which city General and 
Mrs. Robinson live. 








Cais of D '. Wheatley 





Dr. Wheatley is a native of Baltimore. 
The family lived for many decades in 
Prince Charles County, Maryland. His 
father was William F. Wheatley, who, 
when a boy of 16 entered the Confeder- 
ate Army in the first Maryland regiment 
joining Gen. Jackson’s command of what 
became known as “Foot Cavalry.” After 
the war the family moved to Baltimore 
where Wheatley Sr., found work in a 
Corn and Flour Exchange, became a lead- 
ing businessman in Baltimore; was execu- 
tive head of its Chamber of Comme rce; 
for a time was president of a bank and 
then joined the field forces of the New 
York Life where for years he was one of 
the leading NYLICs. 

Dr. Wheatley received his early edu- 
cation at Calvert Hall in Baltimore and 
St. Johns Preparatory School in Dan- 
vers, Mass. He was graduated from 
Catholic University, Washington, with a 
B.S. in 1929 and from Harvard Medical 
School with an M.D. in 1933. He received 
the degree of M.P.H. from Columbia 
University in 1942 

Long Interested in Pediatrics 


Dr. Wheatley became an intern in the 
Hartford Hospital where he remained 
for two years, then returned to Balti- 
more where he entered Johns Hopkins. 
There he got his first training in pedia- 
trics (children’s diseases.) His interest 
in pediatrics, long intense, grew out of 
the fact that three children in his family 
died at an early age. He believes that 
many deaths of children could have been 
and can be prevented and he has a firm 
conviction in this field of medicine. 

Dr. Wheatley came to New York from 
Baltimore in 1936, going with the New 
York Postgraduate Hospital, at that time 
part of New York University. He was 
employed as official pediatrician i in charge 
of school health service. In this service 
were 200 doctors under his supervision 
and 800 nurses. His work was principally 
that of teaching the staff. 


Joins Metropolitan 


Dr. Wheatley came to Metropolitan in 
1941 with the Health and Welfare Divi- 
sion and has been responsible for med- 
ical relations and preventive medical pro- 
grams. His first duties were in connec- 
tion with the study of diabetes; then of 
rheumatic fever, which had resulted in a 





DR. GEORGE M. WHEATLEY 


Third Vice President, Head of Health 
and Welfare Division 


tragic number of deaths of children. This 
was followed by study of heart disease 
and accident prevention. The concen- 
trative study of rheumatic fever by the 
Metropolitan Life and others has prac- 
tically wiped out the disease, just as 
Metropolitan has been so successful in 
battling tuberculosis and diphtheria, two 
other major killers where the mortality 
has been so markedly decreased. 

Dr. Wheatley is president of the Amer- 
ican Academy of Pediatrics which con- 
sists not only of a large membership 
of such American doctors but has more 
than 1,000 members in South America 
and many in Canada. He was chairman 
of the accident committee of the Acad- 
emy. He is on executive committee and 
on board of National Safety Council 
which has its headquarters in Chicago. 
On the board of Association for Aid 
to Crippled Children, 10 years ago he 
helped to reorganize it. This association 
now has an endowment of $21 million. 
It has made grants for research in areas 
such as birth injuries causing crippling 
of children. Also, Dr. Wheatley is on 
board of National Commission of Blind- 
ness and on governing board of Amer- 
ican Public Health Association and is a 
director of American Heart Association. 

Dr. Wheatley was appointed assistant 
vice president in 1945 and advanced to 
third vice president in 1949. He has 
headed the company’s health and welfare 
division since 1959. He bears the primary 
responsibility for Metropolitan’s con- 
tinuing campaigns for health conserva- 
tion and disease prevention among the 
American people. 


(Continued on Page 4) 
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Citizens Life of N. Y. 
Holds Sales Convention 


MAY 2-5 AT ASHEVILLE, N. C. 


President Hyman Reviews Company’s 
Progress; Commissioner C. F. Gold 
Is Principal Speaker 


The second sales convention of Citizens 
Life of New York, held this year at 
Grove Park Inn, Asheville, N. C, from 
May 2 to May 5, was attended by their 
qualifying producers and general agents. 
Charles F. Gold, Insurance Commis- 
sioner of North Carolina, was the prin- 
cipal speaker. He chose as his topic 
“The Growth of Life Insurance and the 
Role of the Agent.” 

Jack Hyman, president of the company, 
reviewed briefly, in his welcoming ad- 
dress, the progress made by Citizens Life 
in the less than four years the company 
has been in business. In its first year 
ending December 31, 1957, said Mr. Hy- 
man, the company had a total of $13 
million of business in force. In 1958 this 
was increased by $16 million. In 1959 by 
$27 million. And in 1960 by $39 million, 
bringing the amount of business in force 
at the end of 1960 to a total of $95 million. 
Shortly after the first of this year, he 
said, Citizens Life had more than $100 
million of business in force. 

Licensed in 30 States 

Citizens Life is now licensed in 30 
states, Puerto Rico and the District of 
Columbia, said Mr. Hyman, and the com- 
pany welcomes applications for general 


agencies from established producers in 
eee areas. 

John A. Solomon, vice president of 
Citizens Life, announced two new de- 


velopments of interest to producers and 
insured alike. First of these is a four- 
vear renewable and convertible term 
policy. The minimum size is $50,000, and 
the policy may be renewed to age 70 
and convertible to age 65. Premiums 
eginning with the renewal in the fifth 
policy year are reduced over those re- 
quired of purchasers of new insurance. 
This means, said Mr. Solomon, that 
Citizens Life provides better rates for 
its insureds who wish to enlarge their 
protection 

The commission schedule for 
renewable and convertible — policy, 
said Mr. Solomon, provides lifetime in- 
come for the agent. Commission of 5% 
(service fee after the 10th year) is paid 
in all renewal years, with an additional 
5% commission payable every fourth 
year to coincide with the premium in- 


this 


crease. 

The second of the two new develop- 
ments of Citizens Life announced by Mr. 
Solomon, is the availability of additional 
insurance, On a non-medical basis, to any 
h older of the company who applies 
for it within one year from the date of 
the issuance of his existing insurance. 
Age and amount limits of this new of- 
fering are: through age 30 the maximum 
is $25,000; through ages 51 to 55 the 
maximum is $15,000 


Medical Underwriting Philosophy 


Dr. Harry E. Ungerleider, medical 
director of Citizens Life, spoke to the 
convention on “The Body of Principles 
Underlying the Art and Science of Life 
Insurance Selection.” Among the many 
responsibilities of the medical director 
of an insurance company, said Dr. Unger- 
leider, is the treatment of all agents and 
all applications mend and without dis- 
crimination. Violation of this ethical 
pri nciple, he said, would assuredly lead 
to damage to the financial status of the 
ompany because of the inevitable in- 
crease in mortality, which in turn would 
put the company I, a competitive dis- 
advantage 

Accordingly 


polic 
policy 


, said Dr. Ungerleider, it 


should be the objective of every com- 
pany to spread the benefits of life in- 
surance equitably, and in consonance 
with good insurance principles. This will 


then include providing even the impaired 
risk (the substandard) an opportunity to 
protect his family against the hazard of 
an untimely death. 

Other speakers at the Citizens Life 


Investment Officer of 
Aetna Life Companies 





PETER G. RUSSELL 


Peter G. Russell has been appointed 
investment officer, Aetna Life Affiliated 
Cos., at meetings of the boards of direc- 
tors. 

A graduate of Yale University a law 
degree from the University of Connec- 
ticut, Mr. Russell joined the organiza- 
tion in 1950 in the Group insurance divi- 
sion. He entered the investment depart- 
ment two years later and subsequently 
was advanced to senior security analyst. 


United of America Acquires 


Suwannee of Jacksonville 
J. R. Hogan, president of United of 
America, Chicago, announced that United 
has acquired a majority interest of the 
Suwannee Life of Jacksonville from J. 
R. Anthony, Jr. and his associates and 
that it is planning to merge Suwannee Life, 
now having more than $80,000,000 of life 
insurance in force, with United of Amer- 
ica. The combined resources of the two 
firms would approximate $130,000,000 by 
the close of 1961, with life insurance 
in force of approximately $850,000,000. 
Capital and surplus funds approximate 
$27,000,000 and premium income of $100,- 
000,000 
In 1954 United acquired the business 
of the Dixie Life and Accident, Tampa. 
As a result of the merger of Suwannee 
into United it is planned to establish a 
southeastern home office in Jacksonville. 


\ major expansion program for the 
southeast is also planned. United is 
Roraged in 45 states and the District 


of Columbia 
OCCIDENTAL NAMES Ww. L. WARD 
William L. Ward has been appointed 
assistant brokerage manager in the Kans- 
as City branch office of yey ov Life 
of California. Mr. Ward has been with 
he nance as an agent in the Kansas 
City branch since 1956. He is a native 
of Texas and an alumnus of Kansas 
State College. 





included Harold Davis, vice 
and general counsel of the 
who examined the Keogh Bill 
and its relationship to the probable 
enormous expansion of life insurance 
business in the future, if it is adopted. 
Melvin Gold, FSA, actuary of Citizens 
Life, helped to resolve a good deal of 
popular confusion on the subject of re- 
en income in his talk “The Puzzle 

Pensions.’ 

Chama E. Azen, superintendent of 
agencies of the company, moderated the 
busi iness meeting sessions which included 
a panel discussion on “The Different 
Markets for Life Insurance.” Among the 
participants were Gerald DeSimone, 
Samuel Gore, Marshall Rubenstein, and 
Aaron A. Sherman. 


convention 
president 
company, 


New York State Ass’n 
Meets Here May 11-12 


MEETING EXTENDED HALF DAY 


Coincides With 75th Anniversary of 
New York City Association; Work- 
shop Forum to be Held 


The 42nd annual meeting of the New 
York State Association of Life Under- 
writers will be held at the Hotel Com- 
modore, New York City, on Thursday 
and Friday, May 11 and 12. Following 
the demand of the last delegate meeting 
in November at Massena, N. Y. the of- 
ficers have decided to extend the meet- 
ing to a day and a half in place of the 
traditional one-day meeting always held 
in previous years. The reason for the 
extension is because of the popularity 
of the State Association’s workshop 
forums which were inaugurated several 
years ago. This year’s meeting will also 
take on added significance as it coincides 
with the 75th anniversary celebration of 
one of its units, the Life Underwriters 
Association of the City of New York. 

In addition to the election of new 
officers, a complete and thorough legis- 
lative review and a comprehensive study 
of the replacement problem is on the 
agenda, according to Robert M. William- 


son, secretary-treasurer of the Associa- 
tion, 


Pointing out that developments are 
moving rapidly in the replacement fight, 
Mr. Williamson said that the annual 
meeting plans “to briefly review the past, 
quickly study the present situation and 
objectively explore modes of action for 
the future.” He stressed that the State 
Association “is making progress against 
replacers, and plans on increasing its 
efforts and continuing to apply a maxi- 
mum of pressure against those who tend 
to destroy cash value life insurance.” 

Discussions will also be held concern- 
ing the liaison committee with company 
presidents, the unincorporated business 
tax on agents, and plans to strengthen 
and broaden communications and ac- 
tivities within the State Association. 

Workshop Forum 


The annual meeting this year will con- 
tinue to follow the unique and highly 
successful “workshop format,” which has 
become a tradition in the State Associa- 
tion, rather than meeting in a convention 
atmosphere as other state and national 
groups. The New York State Association 
has found that in addition to its members 
being able to lend advice and knowledge 
to their fellow underwriters, the work- 
shop format aids in permitting a greater 
dissemination of information and lends 
itself to the type of program normally 
undertaken at the State meetings. 

Following the general committee meet- 
ing on Thursday morning, the delegates 
will convene with their regional vice 
presidents in seven workshops which will 
last throughout the afternoon. Friday 
morning the delegates will meet for the 
general session, at which time the re- 
gional vice presidents will report on the 
workshop ‘sessions and other business 
of the Association will be brought to the 
floor. 

Dr. Howard A. Rusk, director of the 
Institute of Physical Medicine and Re- 
habilitation will be the speaker at the 
combined City-State Association anniver- 
sary luncheon. 


Metropolitan Life 


(Continued from Page 3) 


Jr. Wheatley lives in Glen Head, 


one 
of the most picturesque and beautiful 
sections of Long Island in the Old 


Brookville area where there are many 
estates and opportunity for horseback 
riding and other outdoor activities. One 
of his daughters is an expert horse- 
woman. In the area he purchased a home 
built many years ago. One feature is a 


large library containing numerous books 
his favorite reading 


on the 


Civil War, 


Marks 25th Annivesary 





H. DIXON TRUEBLOOD 


H. Dixon Trueblood, vice president in 
charge of public relations and advertising 
for Occidental Life of California, ob- 
served his 25th anniversary with the 
company on May 1, it was announced by 
President Horace W. Brower. A native 
of Indiana, Mr. Trueblood entered the 
insurance business in 1929 after grad- 
uation from Indiana University, where 
he was elected to Phi Beta Kappa. 

From 1929 to 1935 he was employed by 
Union Central in Cincinnati as editor of 
the field magazine and district super- 
visor. In 1935 he was a general insurance 
agent in Tipton, Ind. and in 1936 he 
joined Occidental in Los Angeles as 
editor of publications. He subsequently 
served as agency ‘secretary and director 
of advertising. He was elected vice presi- 
dent in 1954 and was named head of the 
public relations and advertising depart- 
ment when it was established in 1956. 





ot history, largely inspired by the fact 
that his father had been a soldier in the 
Confederate Army. 

Mrs. Wheatley was Eleanor Dodge, 
whom he met while a medical student. 
A graduate of Smith College she also 
was graduated from a business college. 
For a time she taught high school stu- 
dents studying business. 

The Wheatleys have four children: 
Oldest is George, Jr., who is graduating 
from University of Virginia and also has 
been working as a civil-engineer on a 
project for the Turner Construction 
Company. Next oldest is Mary Ellen, 
wife of Richard K. Sanderson of Evans- 
ton. She is a graduate of University of 
North Carolina and the C. W. Post Col- 
lege which is located near the residence 
of the Wheatleys. A graduate of Kather- 
ine Gibbs School of Business, Sally is a 
student at Knox School; and William 
Bradford, Jr., is attending F riends School 
at Locust V alley, Long Island. 


Geiger and Robb Careers 


Dr. Geiger _ new associate medical di- 
rector, is an orthopedic surgeon who 
has been associated with Metropolitan 
since 1940 and has been an assistant med- 
‘cal director since 1943. He is a native of 
Wisconsin and was educated at Vander- 
bilt University and the medical school of 
that university. 

Dr. Robb, who also has been appointed 
associate medical director, a well known 

cardiologist, has been with Metropolitan 
since 1934 and has been an assistant 
medical director ‘since that year. He is a 
graduate of Indiana University School 
of Medicine. During World War II, he 

was awarded the Legion of Merit for his 
wank as a specialist in cardiology at 
Walter Reed General Hospital in Wash- 
ington, and since his return to civilian 
life has served as civilian consultant in 
cardiology to the Surgeon General. 
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cost competitive contracts 
designed specifically for each of 
the many life insurance markets 














And more, too! Supporting The Union Central 
representative and his superb merchandise is a powerful national adver- 
tising campaign; a sound, smart sales promotion program; and quality, 
direct direct mail. His career is aided further by a proved Training and 


Educational procedure. 


This places The Union Central agent, and his Company, in a preferred 


position in today’s life insurance market place! 


The UNION CENTRAL LIFE Insurance Company, Cincinnati 


Security for the American Family since 1867 
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Double Our 1959 Total 
100°, 


A 196 


record that 
means a lot 


to you 


ahead of 1960). 


There’s a good reason why... 


Continental 
such as... 


Find out for yourself... 


how good how salable . 


lysis. 





CONTINENTAL ASSURANCE © 


Member of Continental-National Group 
310 South Michigan Avenue, Chicago 


CAC’s Individual Health Volume in 1960 ran Nearly 
And 1961 is running more than 


Assurance offers a superior line of policies 
Non-Cancellable Income Protection, Guaran- 
teed Renewable Hospital Protection, Guaranteed Renew- 
able Major Medical Protection. 


these contracts are. 
Write for sample Red Line Contracts for your personal 


S01 


{ Anniversary 











Eastern Department: 76 William St., New York 5, N. Y. 








Schneider Made A Director 
Of Hamilton Life of N. Y. 


Tohn E. Kenny, president of Hamilton 
Life of New York. announced that 
Francis X. Schneider, secretary-treasurer 
of the company, was elected as a di- 
rector of the company at the recent 
annual stockholders meeting. 

Mr. Schneider entered the life insur- 
ance business with United States Life 
in 1939, having served in the cashiers, 
actuarial, auditing and accounting de- 
partments from 1939 to 1953. He was 
then elected assistant secretary of Con- 
tinental Assurance and served that com- 
pany on a special assignment in con- 
nection with the organization and de- 
velopment of a department for servicing 
the Fraternal Insurance of the Interna- 
tional Workers Order, which business 
was reinsured by cineeaten Assurance. 
In 1955 he returned to U. S. Life as as- 
sistant secretary in Saar of Ordinary 
policy service operations. He joined 
Hamilton Life as secretary-treasurer in 
19060. 

Mr. Schneider served in the Army 
Corps of Engineers during World War 
I] and held the rank of 2nd lieutenant. 
He is a graduate of New York Univer- 
sity, holding a bachelor of science de- 
gree in accounting. 


CENTRAL NATIONAL CHANGES 


Treadgold, Manuel, Made Assistant Vice 
Presidents; Alice Boedeker W. F. 
Higley Also Appointed 
Directors of Central National Insur- 
ance Group of Omaha have elected 
Charles R. Treadgold assistant vice pres- 
ident. Formerly with the General of 
America Companies of Washington, Mr. 
Treadgold will develop agency business 

on the multiple line basis. 

Monte M. Manuel was elected assist- 
ant vice president of the Central National 
Group and will manage the production 
department for casualty operations. He 
was formerly Central National’s field 
representative in charge of the southern 

California service office 

Alice Boedeker was named assistant 
treasurer of the Central National Group. 
Miss Boedeker joined the company in 
1951 after attending Creighton Univer- 
sity. 

Norman T. Carson, president of Cen- 
tral National Life, announces the ap- 
pointment of William F. Higley, as chief 
underwriter of this company. Mr. Hig- 
ley has been in the insurance business 
for ten years, the last two as assistant 
chief underwriter for Central National 
Life. 


TO HEAR WM. HARMELIN 





Life Supervisors of N. Y. Schedule Him 
For May 9 Luncheon; Herbert Right- 
hand Slated for Assn. Presidency 

The Life Supervisors Association of 
New York will hold its final luncheon 
meeting of the spring season on Tuesday, 
May 9 at the Brass Rail Restaurant, 
100 Park Avenue, N. Y. Speaker will be 
William Harmelin, associate general 
agent, Continental Assurance, New York, 
who will talk on “The Role of Disability 
Insurance in the Buy and Sell Agree- 
ment.” 

Mr. Harmelin addressed the Life 
Supervisors Association on this subject 
last October and promised that he would 
give them his further views on buy and 


sell agreements in the spting. 

Election of officers will also take 
place at this luncheon. “The slate consists 
of the following: President — Herbert 


Righthand, CLU, of Halsey Josephson 
Agency of Connecticut Mutual; first vice 
treasurer—Hubert Davis of C. B. Knight 
shaw, representing Northeastern Life of 
Mount Vernon, N. Y.; second vice pres- 
ident—Al Weiner of A. Bleetstein Agen- 
cy of Equitable Society, and secretary- 
treasurer—Herbert Davis of C. B. Knight 
Agency, Inc., Union Central Life. 

Recognition will also be given to past 
presidents of the association. 


Harland L. Knight Joins 
Southwest Ind. & Life 


DALLAS COMPANY PRESIDENT 





Former Vice President of Security Mu- 
tual of Binghamton Started His Career 
In Insurance in 1932 
Harland L. Knight, nationally known 
insurance executive with almost 30 years 
of experience, has been elected president 
of Southwest Indemnity and Life. He as- 





HARLAND L. KNIGHT 


sumed his new duties in the home offices 
of the company in Dallas May 1. 

Mr. Knight —" to Dallas from Bing- 
hamton, N. Y., where for the past four 
years he has been with Security Mutual 
Life, first as agency vice president and, 
since January, vice president in charge of 
public relations 

native of Portland, Maine, Mr. 
Knight’s career in the insurance business 
started in 1932 when he accepted a job 
in the auditing department of Union 
Mutual Life of Portland. Within four 
years he was named a travelling auditor 
and shortly afterward was in charge of 
the firm’s Boston office. 

He returned to Portland as assistant 
to the president and later was named 
agency secretary. He was successively 
prom ted from assistant superintendent 
of agencies to agency superintendent and 
finally agency vice president. 


Joined Mass. Cos. in 1948 


In 1948, Mr. Knight joined Paul Revere 
and Massachusetts Protective Associa- 
tion as home office supervisor and was 
later named agency vice president. Here 
he first became acquainted with the late 
Charles McKenzie, founder of South- 
west Indemnity and its first president. 

Mr. Knight is active in both industry 
and civic affairs. He has served the 
LIAMA in various chairmanships and 
is a 1940 graduate of its agency school. 

A Mason and a vice president of the 

Sales Executives Club of Binghamton, 
he is a member of Southern Tier Life 
Underwriters, General Agents and Man- 
agers’ Conference, Binghamton Country 
Club, Binghamton City Club and is active 
in the Chamber of Commerce. 

The Knights have one son, Peter, now 
attending Denison University in Gran- 
ville, Ohio. 


Franklin’s Sales Record 

Franklin Life, Springfield, IIl., recorded 
sales of $110,123,831 for March, the great- 
est. single month’s production in the 
company’s 77-year history, according to 
President Chas. E. Becker. 

Mr. Becker also commented that re- 
ports received from the company’s na- 
tionwide agency organization reflected 
confidence that the economic picture 
would become steadily brighter as the 
year progresses. 
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Louie Throgmorton Stirs LUTC Meet 
With Talk “Give Me the Lucky Agent” 


No speech at the recent NALU mid- 
year meeting in Fort Lauderdale, Fla. 
had more human interest, color and 
humor than that of Louie E. Throg- 
morton, vice president and director of 
public services, of Republic National 
Life of Dallas. As guest speaker at the 
LUTC luncheon, Mr. Throgmorton was 
introduced by Clifford H. Orr, CLU, re- 
tired National Life of Vermont general 
agent, now living at Pompano Beach, Fla. 
Unexpectedly Mr. Orr was paid tribute 
by Lester O. Schriver, NALU executive 
vice president, who called him “one of 
the greatest boosters of the LUTC move- 
ment” in its early years (1947). Mr. 
Orr was its first chairman. 

When Louie Throgmorton got into his 
speaking stride he singled out James 
E. Rutherford (Prudential’s vice presi- 
dent for Mid-America operations in Chi- 
cago) for special attention. Old timers 
will recall that “Jim” Rutherford was 
NALU’s executive vice president when 
the LUTC movement started and he had 
the know-how and persuasiveness to ob- 
tain board of trustee approval for the 
necessary funds ($2,500) to get it under 
way. Mr. Throgmorton, however, went 
back to earlier days when “Jim” and he 
were starting their life insurance careers 
in Arkansas. He told his LUTC audience 
that he tried to hire Mr. Rutherford for 
the Aetna Life but was unsuccessful. 


Tributes to Great Life Insurance Leaders 


In turn Mr. 
respects 


Throgmorton paid his 
to Gordon H. Campbell, his 


Aetna Life boss in Little Rock, whom 
he described as “the grand champion of 
all general agents” ; Dudley Dowell, 


another native of Arkansas, now exec- 
utive vice president of New York Life; 
J. Harry Woods, now president of Home 
Life of New York, the late Hugh D. 
Hart, Aetna Life general agent, also 
from Arkansas, and other great leaders 
of yesteryear. He did not overlook Bob 
McMillon, NALU’s vice president, who 
hails from Abilene, Tex., nor Dr. AI- 
bright of Northwestern Mutual Life 
fame, nor John A. Stevenson (Penn Mu- 
tual) and Alexander Patterson (Mutual 
of New York). He _ hero-worshipped 
them! In the passing he put the spot- 
light on Republic National’s own Joe 
Merryman, one of that company’s biggest 
producers. 

In developing his theme “Give Me the 
Lucky Agent” Mr. Throgmorton said 
that he had made a careful study of the 
qualities which go to make up the suc- 
cessful life insurance man. Taking the 
letters in the word “lucky” he enumerated 
these qualities as follows: 


Loyalty and Understanding 
L—Loyalty: “A beautiful word to me. 
Luck demands loyalty. In turn, loyalty 
is like a rose with all its beauty, over- 
shadowing the thorns. I can forgive al- 


most everything an agent does except 
disloyalty. To be loyal is to be power- 
ful. Loyalty is close kin to faith. We 
must be loyal to our company, to our 
men in the field. It’s a two-way street.” 

U—Understanding: “This is the crux 
of our entire business. Strive to acquire 
understanding and along with it get 
common sense, After all, life insurance 
is about the most common sensed, under- 
standable service there is. We must 
realize fully that life insurance is not 
something we buy when we need it most, 
but protection and peace of mind which 
we buy when and w hile we can get it long 
before we need it.’ 


Character, Knowledge, Yearning 


C—Character: “Our profession rests 
upon this rock of character. Upon it we 
have built our great humanitarian house 
and the gates of hell shall not tear it 
down, It is a lifetime covenant between 
client and company, a lifetime covenant 
between beneficiary and company.” 

K—Knowledge: “Tomorrow belongs to 
the educated underwriter. Knowledge is 
power. It is also earned money. It will 
prove in many cases the difference be- 
tween losing and gaining a sale. Knowl- 
edge is also the antidote to ignorance.” 

Y—Yearning: “The essence of estate 
planning is knowledge. The essence of 
good ideas is imagination. But the quin- 
tessence of successful living is desire— 
the pursuit of achievement and excel- 
lence.” This comes from Thomas Jeffer- 
son. 

In closing Mr. Throgmorton said: “You 
lucky agents are the architects, the con- 
tractors, the builders and the caretakers. 
Your profession will permit you to com- 
mit great deeds daily. I am sure that 
you are measuring up to your responsi- 
bilities to the American people.” 

In his introduction Clifford Orr said 
that Louie Throgmorton had made a total 
of 402 speeches in 1960. He started 34 
years ago with the Aetna Life and for 
the past ten years has been a highly 
successful public relations officer of Re- 
public National Life. 


Houston General Agent 


lliff D. Richardson has been named a 
general agent in Houston for General 
American Life bringing to five the num- 
ber of agencies which the company is 
operating under a “multiple agency” set- 
up used in many metropolitan centers. 

Mr. Richardson entered the life insur- 
ance business in 1947 and has been a con- 
sistent winner of the National Quality 
Award. He attended Northwestern Uni- 
versity and is a graduate of LUTC. He 
has served in two branches of the serv- 
ice, reaching the rank of ensign in the 
Navy and major in the Army. 


Hancock Appoints Jarman 
On West Coast for P. R. 


Claude Jarman has been named direc- 
tor of west coast public relations for 
the John Hancock. Announcement was 
made by William J. Bird, western vice 
president, at John Hancock’s western 
home office in San Francisco. 

As director of west coast public rela- 
tions with offices in San Francisco, Mr. 
Jarman will be responsible for coordinat- 
ing the public relations-publicity endeav- 
ors of the company. 

Prior to joining John Hancock, Mr. 
Jarman was publicity director at Robert 
Luckie and Co, Inc. an 
agency in Birmingham. 

A one-time child movie actor, Mr. 
Jarman spent five years under contract 
at Metro-Goldwyn-Mayer. His most 
famous movie was “The Yearling,” in 


which he received an Academy Award 
for his performance. 


advertising 





Colonial Appoints Haslam 


Appointment of William J. Haslam, Jr., 
as assistant resident superintendent for 
Colonial Life of America was announced 
by W. Thomas Fiquet, vice president, 
Ordinary agencies. 

Mr. Haslam, a resident of Wethers- 
field, Conn., will be associated with Don- 
ald J. Smith, Colonial’s resident superin- 
tendent at 1049 Asylum Avenue, Hart- 
ford. Mr. Haslam will assist in the de- 
velopment of sales with agents and brok- 
ers doing business with Chubb & Son 
Inc., managers of Federal Insurance Co. 
which is affiliated with Colonial Life. 

Mr. Haslam began his Colonial career 
as a special representative in its Hart- 
ford resident office in 1960. Prior to 
that, he was associated as estate plan- 
ning manager with Francis T. Fenn and 
Co., Hartford. In 1958, he joined New 
England Life as estate planning man- 
ager. 


New Family Income Plan 


General American Life has announced 
that its Family Income Agreement, 
previously issued only in connection with 
a base policy of permanent insurance, 
will now be offered as a separate plan. 
The company will continue to issue a 
Family Income Agreement as a rider on 
permanent insurance. 

In announcing the new 


policy to its 
field associates, General 


American Life 


made available a new rate pamphlet, 
background explanatory material, and a 
sales folder suitable for family income 


or mortgage ‘situations. Rules for is- 
suance of the new policy call for a 
minimum of at least $50 monthly income 
and an annual premium of at least $50. 
Unlike the Family Income Agreement, 
the new Family Income Policy will be 
participating, with dividends payable at 
the end of the third policy year. 


P. R. and Advertising 
Assistant For Berkshire 


A Clifford Dorsel has been named 
public relations and advertising assistant 
for Berkshire Life, it was announced by 








A. CLIFFORD DORSEL 


Charles E. Ferree, Jr., director of public 
relations and advertising for the com- 
pany. 

Mr. Dorsel, a native of Cincinnati, at- 
tended Dartmouth College and joined 
3erkshire Life in 1953 after three years 
service with the Air Force. For several 
years he has been staff assistant in the 
mortgage loan and real estate department 
of Berkshire Life. 

In his new capacity Mr. Dorsel will be 
res ponsible for production of the com- 
pany’s home office and field publication 
and for all design and layout work 
in connection with Berkshire Life’s 
promotional, public relations and adver- 
tising activities. 





Edelman Reports 347.6% Gain 
In Sales for First Quarter 


Sherman J. Edelman, executive vice 
presi dent and managing director of the 
Life Assurance Co. of Pennsylvania, 
in reporting this week on 1961 progress 
to date, announced that the premium 
income in the first three months 
amounted to $684,173 for a 347.6% in- 
crease over the same period in 1960. 
Claim payments to policyholders amount- 
ed to $200,743, a gain of 41.6% over the 
first three months of 1960. 

Mr. Edelman further reported that his 
company has embarked upon an intensive 
campaign of recruiting agents and general 
agencies in the states in which it is 
presently licensed. It is planned to enter 
several additional states before the end 
of 1961. 

As part of this expansion campaign 
the company plans on converting its life 
insurance portfolio to reflect the 1958 
mortality tables so as to provide the in- 
surance buying - blic with life insurance 
at substantially lower premiums. 

Many new policy plans are also being 
formulated to provide the agency force 
of Life Assurance of Pennsylvania with 
a complete, well-rounded portfolio. 





LIFE AGENCY DEPT. SALES 
E-436 Dir. Comb. exp. East $20,000 
E-437 Dir. Big co. in N.Y. $18,000 
E-438 Gen. Agent. No fin. Florida __ $12,000 
E-439 Br. Mgr. Small co. Mass... $12,000 
E-440 Sup. in Mo. 3 yrs. exp. _$ 9,000 
E-441 Sup. Co. in Md. oppor. _$ 9,000 
E-442 Sup. Large co. lowa__ _$ 8,000 
E-443 Life Mgr. Cas. agcy $ 8,000 
E-444 Brok. Sup. in Gen. Agency. $ 7,000 
E-445 Sup. in new co. Wis. § 7,000 
E-446 Sup. exp. co. Minn. _$ 7,000 
E-447 Trng. role. La. co. _.$ 7,000 
E-448 Sup. Mo. co. sev. reg. _$ 7,000 
E-449 Sup. big co. West Cst_. $ 6,500 
E-450 Sup. Fine old lowa co. $ 6,000 
Please refer to Job Number 





HO UNDERWRITERS 


Life Sn. Exp. East Cst_....__. $9,000 
E-452 Life Sn. Exp. Chgo =» $8,500 


E-453 Life Jr. Texas ss $7500 
E-454 A&H Jr. Penna. _.... $7,500 
E-455 Life Jr. Giant Pa. $7,000 
E-456 Life Jr. 2 yrs. Neb... $6,000 
E-457 Life Jr. Fraternal Ill. $6,000 
E-458 Life Jr. 2 yrs. Colo. $5,700 
E-459 Life Jr. Ind. _..$5,500 
E-460 Life Trnee Md. _ _. $5,000 


Please refer te Job Number 





ACTUARIES 
E-461 Fellow or Assoc. Calif. $12,000 
E-462 Assoc. Md. $10,000 
E-463 Jr. 4 yrs. exp. lowa - 9,000 
E-464 A&H Pract. Exp. OK Chgo $ 9,000 
E-465 Jr. (Grp) Texas 9,000 
E-466 Jr. Consult. Firm NYC _.. $ 8,000 
E-467 Jr. Yg. big co. Ind. $ 7,000 
E-468 Jr. 3 exam. yg big co. Ind. $ 7,000 
E-469 Jr. Large co. Mo. $ 7,000 
E-470 Jr. Small co. Ohio $ 7,000 


Please refer to Job Number 





330 S. Wells St. 





Send for our brochure "How We Operate." 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


No obligation of any kind. 


Chicago 4, Illinois 





GROUP DEPT. SALES 
E-471 Mgr. Know M.L. West Cst $13,000 
E-472 Set up new dept. Exp. Chgo___ $12,000 
E-473 Mgr. A&H exp. co. in Pa. $10,000 
E-474 A&H Mgr. for so. states $10,000 
£-475 Mgr. State of Tenn. $10,000 
E-476 Rep. Small co. in Pa. $ 9,000 
E-477 Rep. lowa co. for Texas $ 8,500 
E-478 Rep. A&H thru brkrs. Calif. $ 8,500 
E-479 Mgr. Ark. region. So. co. $ 8,000 
E-480 Rep. Ind. most agg. co. $ 8,000 
E-481 Rep. Good opp. in NJ. $ 7,000 
E-482 Mgr. S.E. co. good adv. $ 7,000 
E-483 Rep. Expand. Ohio co. $ 6,500 
E-484 Rep. Giant co. in East $ 6,000 
E-485 Trnee Fine, NE co. Chgo $ 5,500 

Please refer to Job Number 
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New York Estate Planners Day 


The introduction of new business 


techniques and advanced technological 
measures means more ethcient, economic 
government for New York City, Mayor 
Wagner told close to 1,000 


members of the banking, law, accounting 


Robert F. 


and life insurance professions at the 13th 
Estate Planners Day held last 
week at Town Hall Auditorium and 
sponsored by the New York CLU Chap- 
ter 


annual 


Mayor 


In his message of 
Wagner included an insight into th: 
business aspects of municipal govern- 
ment and noted that modern business 
procedures have now been introduced 
into practically all areas of city admin 
istration bringing almost archaic systems 
up to date 


greetings, 


specialization 
f their 
served by proftes- 
man panel com- 


Recognizing an age 
in which the _ best 
clients can best be 
sional teamwork, a four 
prising the trust officer, lawyer, account- 
ant and life insurance underwriter 


demonstrated how they work closely to- 
gether to create, 





interests ol 


conserve and provide 
for the eventual distribution of an in- 
dividual’s estate. Wilbur C. Neustein, 
CLU, was chairman of the panel 

Milton H. Stern, attorney, spoke as 
the legal technician of the team—the 
draftsman of all legal documents. He 
outlined the lawyer’s responsibilties for 
the will, deciding if a proposed plan 
conforms to the law, and providing as- 





the plan will operate as 


surance i 
} 
contemplated 
The role of the accountant, as ex- 


LEADS NEW ENGLAND LIFE 


David Marks, Jr., Agency Winner of 
President’s Trophy for Second Time 
In Three Years 
The David Marks, Jr., agency of New 
York City has been named winner of 
New England Life’s President’s Trophy 
1 the second time in three years. The 
the award in 
winner last 


agency wa’ also winner 
1959 and was a divi 





year 
*rson made the 


QO. Kelley And 
| annual meet- 


President ( 
+ a+ ¢ S2-d 
announcement a ie 53rd 

mpany’s General Agents 
Association at the Arizona Biltmore 
Hotel in Phoenix, recently. The award 
is made annually to the leader of New 


England Life’s 93 general agencies in 





all-round excellence in five categories, 
including service to policyholders and 
manpower growth and retention 

Other winners announced by Mr. 


Anderson at Phoenix were: Division I: 
Schmidt Agency, New York City; runner- 
up, E. Clare Weber, Cleveland. Divi- 
sion I]: Hastings A. Smith, Indianapolis; 
runner-up, Russell W Chicago 
Division III: A. Kirby Clements, IJr., 
Montgomery, Alabama; runner-up, Rob- 
ert N Denver. Division \ 
Gordon C. Henley, Worcester, Mass 

The Marks agency set new company 
duction records in both 1959 and 1960, 
with last vear’s sales of new individual 
insurance reaching nearly $54 million 
Mr. Marks personally placed $6.8 million 
»f individual insurance in force last year, 
bringing his total for the last twelve 
years to more than $60 million, not in 
cluding Group 

Mr. Marks has been associated with 
New England Life since 1942 and has 
been general agent in New York since 
1947. He is a life member of the MDRT, 
having qualified in each of the past 19 
years, and has been a National Quality 
Award winner for 17 consecutive years 
\ member of New England Life’s Hall 
of Fame, he is a CLU, past president of 
the New Jersey CLU Chapter; secretary 
and treasurer of New England Life Gen- 
eral Agents Association: author of many 
articles on insurance subjects and a 
irequent speaker before financial, law 
and insurance groups. 





Steger, 


Samuels, 








plained by Michael D. Bachrach, CPA, 
was seen as assembling and evaluating 
information. The evaluation of assets, 
especially where a business is involved, 
the estimation of taxes and other estate 
obligations, the drawing of ‘financial re- 
ports, the preparation of tax returns, the 
analysis of a client’s business, were all 
subjects for the accountant as reported 
by Mr. Bachrach. 

Warren H. Ejierman, vice president. 
Hanover Bank, presented the duties of 
the trust officer on the estate planning 
team. His responsibilities were explained 
as dealing primarily with the adminis 
tration of property. He keeps control 
of trust property and makes disburse- 
ment of income and principal to trust 
beneficiaries 

The professional life insurance under- 
writer was represented on the team by 
Henry F. Silver, CLU, life insurance 
consultant. The life underwriter was 
depicted as the member of estate plan- 
ning team, whose daily efforts consisted 
of calling on prospects, convincing them 
that life insurance can fill gaps in the 
family or business financial planning, 
and showing how life insurance can 
minimize estate drainage and conserve a 
maximum of assets for the family. Mr 
Silver noted that the role of the life 
insurance underwriter is to stimulate 
the prospect to think about plans for the 
future, and to disturb the prospect, strip 
him of complacency about what he owns 
and what his property will do for him 
illustration, each member of 
the estate planning panel indicated how 
they operate in this field and how they 
motivate, interview, and work out a 
given problem 


By case 





Meet at New Home Office 


Over 400 agents, executives and guests 
of Baltumore Life participated in_ the 
company’s annual three-day week-end 
of its President’s and Honor Clubs in 
Baltimore recently. Highlight of the trip 
was a special “open house” at the com- 


pany’s new home office building in the 


id-town urban renewal area of Mr 
Royal Plaza In addition, the group 
visited Baltimore harbor and watched 


a ball game at Memorial Stadium 

Members of the two clubs are the 
company’s top producers, who teamed 
up with other Baltimore Life agents to 
establish new sales records during 1960 
The holiday week-end was part of their 
reward for this production. 

Top producer for 1960 was Joseph A. 
Castriota of Washington, Pa., who was 
elected president of the President's Club 

President Henry E. Niles headed the 
group of home office officials who acted 
as hosts for the week-end. Mrs. Niles, 
management specialist, delivered the 
principal address at the Friday evening 
banquet 





Street, New York 38, N. Y. 





OFFICE SPACE 


Midtown, furnished, air conditioned office available to general 
insurance broker for reasonable life production. Agency one of Amer- 
ica's oldest companies offering complete Life, Non-Can., Group and 
Pension Plans. Address Box 2904, The Eastern Underwriter, 93 Nassau 
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Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St. New York 36 
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Dr. O’Leary Urges Greater 


Savings, Reduced Taxation 

3oston—A great danger faced ‘today 
by the American economy is expansion 
of Federal spending to spur economic 
growth, Dr. James J. O'Leary, director 
of economic research of Life Insurance 
Association of America, said here ad- 


dressing the annual convention of the 


American Association of Industrial Ed- 
itors. Such a move would be self-defeat 
ing, he said, because it would perpetuate, 
if not aggravate, the comparatively low 
rate of saving and investment in the 
non-governmental sectors of the econ- 
omy. 

\mong the specifics suggested by the 
life insurance economists to produce a 
more favorable climate for saving and 
investing were: rigorous cutting of Fed 
cral spending in many areas. outside 
of the defense budget, with consequent 
lowering of corporate income tax rates; 
incentives in the corporate tax struc- 
ture to stimulate industrial research and 
investment spending; relief from the 
steeply progressive personal income tax 
rates which discourage investment spend- 
ing by unincorporated business; holding 
Ot wage increases within the limits of 
unprovements in labor productivity 
through the combined efforts of govern- 
ment, labor and business. 








“To encourage a higher rate of per- 
sonal saving, the most effective step also 
would be to reduce the income tax rates 
in the higher income brackets,” he said, 
“as it is well recognized that the saving 
rate increases as we move up the income 
scale. Moreover, ingenuity should be 
used within the personal income tax 
structure to provide incentives to people 
to save In addition, the reduction of 
corporate income taxes would aid to ex 
pand corporate saving. Most important, 
through wise monetary, fiscal and labor 
policy, the government and industry must 
maintain a stable dollar. Inflation and 
the fear of inflation destroys the willing- 
ness ot people to save and make their 
funds available for growth.” 
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Appoint J. J. Morrissey 

James J. Morrissey has ben named 
life superintendent at the East Orange 
branch office of American Life of New 
York. He will be supervising the com- 
pany’s activities in the area covering the 
northern half of New Jersey. 

Mr. Morrissey has had over 11 years 
of life insurance sales experience first 
with an agency in Newark, from 1950 
to 1956, then from 1957 to present as 
general agent representing one of the 
country’s larger life insurance companies. 

A graduate of Seton Hall University 
in South Orange, Mr. Morrissey has 
completed his LUTC courses and an 
LIAMA course in recruiting, 


Werbel Life Primer 


Bernard G. Werbel, president of the 
Werbel Publishing Co., Inc., announces 
wide acceptance of the fourth edition of 
the Life Insurance Primer, which came 
off the press recently. This Primer was 
designed to aid prospective life insurance 
agents in their preparation for the New 
York State Examinations. Typical ques- 
tions and acceptable answers are pre- 
sented in logical sequence. Also the ma- 
terial was carefully organized for the 
purpose of giving the reader a funda- 
mental perspective of the life insurance 
business. In essence, it is a practical 
self-teaching course, couched in simple, 
everyday language which enables the 
reader to understand and master this 
subject. 











neon 





May 5, 1961 












Page 9 
UNDERWRITER 
—————=S—— 
President California Life Elect Thomas Allsopp SSSSSSSSSSSSSSSSSSSSS 
; é Sales Power, Know-How, W odward R an 
Thomas Allsopp, second vice president Liberal Underwriting Oo 9 y ’ 

of The Prudential, was last week elected Good reasons why so many Sha & Davis 
chairman of the Combination Companies insurance men prefer Coats 2 ileal 
Committee of Life Insurance Agency The Maurice Blond Agency ue nana + a ll ss 
Management Association. He succeeds The Hamilton Life Ins. Co. of New York ‘Toleeton +f Beret 3500 
Lloyd A. Brewer, Jir., agency vice pres- 15 Park Row, N. Y. C. 38 Worth 2-1280 





EDWARD J. MULLEN 


Oakland—The election of Edward J. 
Mullen, widely known actuary, as presi- 
dent and a director of California Life 
has been announced by B. N. Nemerov, 
chairman of the board. For the past two 
years Mr. Nemerov has been president 
of the company as well as chairman. 
With the election of Mr. Mullen, he will 
continue in an active capacity as board 
chairman. 

While actuary of Allstate Life (Sears, 
Roebuck & Co. subsidiary) from its 
founding in 1957, Mr. Mullen played the 
principal role in its development. Im- 
mediately following his election as presi- 
dent, Mr. Mullen announced that Cali- 
fornia Life will shortly bring out a 
complete new life insurance portfolio, 
based upon the 1958 Standard Ordinary 
Mortality Table and featuring other new 
developments in the life insurance field. 

Mr. Mullen entered life insurance in 
the actuarial department of Mutual Of 
New York in 1935. He has served as 
actuary with the Veterans Administration 
and as chief actuary with Marsh & Mc- 
Lennan in Chicago. 


Join All PRT : &<. 


E. E. Ballard, president, All American 
Life & Casuz alty, Chicago, has announced 
the appointments of John D. White, 
Anthony L. Paradise, and J. F. Mulkey. 

Mr. White will serve as agency builder 
in Northeastern Texas. Most recently, 
he was a district agent for Ohio Nationz al 
Life of Cincinnati. 

Mr. Paradise has assumed the duties 
of agency builder in Northeastern Ohio. 
He represented World Insurance as a 
field supervisor. Prior to that, he was 
the state manager for Guarantee Reserve 
Life. From 1953 to 1957, he was a gen- 
eral agent for Constitution Life. ‘ 

Mr. Mulkey has joined All American 
as an agency builder for the Detroit area. 
He was previously associated with United 
of America as an associate manager. 








Bankers National Meeting 

Bankers National Life of New Jersey 
was host last week to the largest group 
of new general agents in its history. 
Thirty general agents and office man- 
agers from all over the country gathered 
at the home office in Montclair, to meet 
the company’s executives and discuss 


administrative and underwriting proce- 
dure. 


The large number of general agents 
attending the school is evidence of the 
rapid expansion program which the com- 
pany has undertaken. A total of 45 new 
general agents have been appointed since 
the first of this year, primarily in the 
California and Missouri areas, where the 
company’s two newest regional offices 
are located. 

















ident of Equitable Life of Washington, S$SS$S$SSSSSSSSSSSSSSSSS 


D. C. The election took place during shorn, superintendent of agencies, Metro 
the three-day conference in Washington Chairman of the committee until the politan Life; E. L. Hogan, second vic 
6 me A lg anies which  SPting conference next year. president, agency, Peoples Life; and 
tor LIAMA member Nama ie which hree sales executives were elected to Louis F. Runge, vice president and di- 
write Industrial as well as Ordinary life three-year terms on the Combination § rector of combination sales, Southland 
insurance. Mr. Allsopp will serve as Companies Committee: Wilbur W. Hart- Life. 
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Northwestern Mutual’s 
point of view 
on the C.L.U. program: 





E FIRMLY BELIEVE inthe Chartered __ fession and the companies that actively 
Life Underwriter program because participate in it. 
of the high standards of achievement it We are proud of our own agents’ in- 
sets for the people in the life insurance __ terest in the American College of Life 
profession. Underwriters and their enviable accom- 
A vital program such as this—that _ plishment... 
provides broad technical and academic ... one out of six career Northwest- 
background and instills high ideals— ern Mutucl Life Insurance Agents holds 
cannot help but improve the entire pro- —_ the C.L.U. designation. 
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Critic of Contracts H. D. Josephson 
Denies That He Is a Sensationalist 


It looks as if Halsey D. Josephson’s 
book, “Discrimination—A Study of Re- 
cent De ‘velopments in American Life In- 
surance,” is the most controversial book 
oi the year in life insurance. Anyway, 
it is getting the most publicity, with 
some executives of life insurance com- 
panies writing letters to insurance papers 
offering their opinion of it. 

“Discrimination” gives the author's 
views on a wide range—preferred risk 
specials, premiums graded by size, termi- 
nal dividends, full cash value minimum 
deposit deals, and some other hot topics 
In addition to being a New York City 
general agent of Connecticut Mutual, 
Mr. Josephson is a co-editor with Ralph 
G. Engelsman in publication of Probe. 


Both are hard hitters as writers as well 
as long successful in insurance mer- 
chandising 
Denies Being Sensational 
In a pretace to the book Mr. Joseph- 
son takes the position that while it is 


of a highly critical nature it is not of the 
muckraking variety. Motiv: ating him as 
an author, he says, is his “aim at im- 
provement, not destruction.” He has far 
much respect for the service that 
life insurance performs and much 
affection and admiration for many of 
those engaged in it, for sensationalism, 
he declares. Nor does he believe it to 
be “the wailing song of failure.” 
Sensational or not, Mr. Josephson cuts 
with all his surgical equipment 
and in explanation of his frankness 


Says: 


too 


too 


loose 


“Believing with Bacon that every man 
is a debtor to his profession, this book 
is an attempt to pay my obligations. To 
pull my punches, an activity that has 
frequently been recommended to me, is 
not my idea of loyalty and dedication. 
The book hits hard, I trust, “but with 
honesty and hope.” 

In addition to people in the insurance 
industry the book has been ordered by 
practically all of the State Insurance De- 


partments; some universities and nu- 
merous private and public libraries. 
Asked what is the reaction Author 


Josephson says: “Among insurance men 
themselves, it is 50-50. None of the 
readers agree with every statement I 
make in the book. Nor do any find fault 
with everything. Anyway, none of the 
letters received from readers has been 
of an acrimonious nature.” 


Zimmerman’s View of Book 


Underwriter asked Mr. 
President Charles J. 
Connecticut Mutual 

his general agent’s vivisec- 

tion of insurance contracts which is 
often surgical. He gave Mr. Zimmer- 
man’s position as this: 


The Eastern 
Josephson what 
Zimmerman of 
thought of 


It is something akin to that of a spec- 
tator at a closely contested football 
game watching an exciting scrimmage in 


which players have to be assisted to 
their feet by trainers rushing in from 
the side lines. The spectator may be 


entertained by the drama, but he hopes 
no one breaks his leg. 





Shoul, lait ne 


Two Boston insurance men have be- 
come the first members of Mutual Of 
New York’s new top sales-honor group, 
the MONY President’s Council. 

They are Jacob W. Shoul and his 
son-in-law, Irving Backman, associated 
with MONY’s J. P. Meehan agency, 
Boston The two, who have been 
MONY’s top salesmen for many years, 
qualified for the annual honor on the 


basis of their sales in just the first 
quarter of this year. 
The Top Club Round Table, which 


remains in existence, had been the com- 
pany’s highest sales honor group until 


the President’s Council was instituted 
this year. 
MANNING NAMED ASST. SEC’Y 


David E. Manning has been elected an 
assistant secretary of the Hartford Life, 
it has been announced. Mr. Manning at- 


tended Phillips Academy, Huntington 
School in Boston and was graduated 
from Boston University where he also 
attended the Graduate School 
Associated with Hartford Life since 
1953, he served as assistant to the super- 
visor, supervisor and manager of the 
claims department. He is an associate 


of the Life Office Management Associa- 
tion, a Mason, member of the Winches- 
ter (Mass.) Town Meeting, is active in 
other groups and is a veteran of service 
with the U. S. Army Air Force. 


Leonard P. Salis Joins 
U. S. Life’s Alva Agency 


Leonard P. Salis has been appointed 
brokerage supervisor at Alva Agency, 
general agent for United States Life at 
60 East 42nd Street, New York City, 

Mr. Salis entered life insurance in 
1958 with New England Life, and was 
named a member of that company’s 
Leaders’ Club the following year. 

Alva Agency has been a general agent 
for United States Life for more than 
20 years. Principals at the agency, 
Marcel Horowitz and Leonard Harmon, 
indicated in their announcement that the 
appointment of Mr. Salis is part of an 
over-all program of expanding and im- 
proving Alva Agency’s broker services. 


Colonial Manager of Year 

Frank Marra, manager of the Asbury 
Park, hy’ J. branch office of Colonial 
Life of America, was named manager of 
the ot in the combination agencies de- 
partment for outstanding all-around man- 
agerial excellence. The award was made 
by Colonial’s president, Richard B. Evans 
at the annual manager’s meeting held 
recently in New York. 

Mr. Marra was named manager of 
the Asbury Park branch in 1958 and 
under his direction, this office has won 
the President’s Plaque six consecutive 
times. He began his Colonial career in 
1939. 


K. R. Veglahn’s New Post 


Keith R. Veglahn has been elected as- 
sistant vice president of Beneficial Stand- 
ard Life of Los Angeles. He has been 
with the company since 1958 as manager 
of the life underwriting and issue de- 
partment. 

A native of South Dakota, Mr. Veg- 
lahn was educated at Augustana College, 
Sioux Falls, S. D. He was with North 
American Life and Casualty of Minne- 
apolis for ten years and was chief under- 
writer when he left to join Beneficial 
Standard. 

Mr. Veglahn is president of the Los 
Angeles Home Office Underwriters Club 
and is a York Rite Mason and Shriner. 


Elton Porter General Agent 


Elton Porter, Sr. of the Elton Porter 
Agency, 2510 Broad Street, Houston, has 
been appointed general agent for the Old 
Republic Life of Chicago. 

Mr. Porter who has 35 years insurance 
experience has been at this location for 
21 years. One of the highlights of his 
insurance career occurred when he sold 


$18,000,000 of life insurance in 3 months. 





Named by Kentucky Home 

Richard M. Dawson, president, of Ken- 
tucky Home Mutual Life, Louisville, an- 
nounced appointment of Robert M. Cook 
as manager of the home office agency 
located in Kentucky Home Life Build- 
ing. 


Kelley Anderson Sees 
Recession Near End 

NEW ENGLAND G.A.’s AT PHOENIX 

Fred A. Lumb, Grand Rapids, New Pres- 


ident of General Agents Assn.; Com- 
pany Officers at Meeting 





Phoenix—“The worst of the recession 
is behind us and we are now starting 
up the road to recovery, ” President O. 
Kelley Anderson of New England Mu- 


tual Life told the 53rd annual meeting 
of the company’s General Agents As- 
sociation at the Arizona Biltmore Hotel. 

“IT expect this recovery to continue 
through the remainder of this year and 
on into 1962 as well,” he added. “Here 
are the reasons for my optimism. First 
of all, this adjustment was not due to 
any widespread weaknesses in the Amer- 
ican economy. Instead, it has been a 
typical inventory recession—brought on 
by the need for many business firms to 


reduce a temporary over-extension of 
their stocks. 
“Now, however, inventories in one 


industry after another have been brought 
closer into line with sales and new orders. 
As a result, the underlying growth forces 
of the economy are beginning to reassert 
themselves once again and to swing us 
back toward expansion. And so the out- 
look is for clear-cut gains in both pro- 
duction and income.” 

Ninety-seven general agents and man- 
agers, their wives and families and exec- 
utives from the home office in Boston 
attended the four-day meeting, April 5-8, 
which was devoted to the latest develop- 
ments in the life insurance industry and 
agency management. 


Company Officers There 


Top company officers at the session in 
addition to Mr. Anderson, included 
George Williard Smith, board chairman; 
Philip C. Raye, vice president and sec- 
retary; John L. Stearns, vice president 
and senior actuary and John Barker, 
Jr., agency vice president. 

Speaking on the subject of recruiting, 
Mr. Barker said, “It is true that many 
young people today have an anemic 
image of life insurance as a career. They 
don’t understand the many challenges 
and variety of opportunities that our 
business holds out to a young person of 
ambition, integrity and ability. This 
wrong image is your fault and mine; 
we must do a better job of selling this 
career to the men who belong in it. 

“The key to the whole problem,” Mr. 
Barker continued, “is, first, to avoid mass 
recruiting; and, second, to accent proper 
initial selection. We can achieve the 
growth along with the quality if we 
adhere to these time-tested concepts. I 
also feel that aptitute testing, training 
schools, sales tracks, new contract forms 
and similar items, while very helpful, are 
not substitutions for basically sound 
recruiting and retention procedures. We 
must reaffirm our faith in the project of 
enlisting men interested in a selling 
career dependent upon sales ability rather 
than sales ‘gimmicks’ and stress all of 
the opportunities that exist within our 
company.” 

Presiding at the business meetings was 
J. Hicks Baldwin, CLU, Washington, 
D. C., president of the General Agents 
Association. New officers elected for 
1961-62 were Fred A. Lumb, CLU, Grand 
Rapids, Michigan, president; Archie B. 
Carroll, Jr., CLU, Charlotte, North Car- 
olina, vice president; and David Marks, 
Jr, CLU, secretary-treasurer. Elected to 
the executive committee were Lumb, Car- 
roll, Marks, Baldwin, Francis L. Lund, 
CLU, Minneapolis; and M. Greely Sum- 
mers, CLU, Boston. 


Manager At Phoenix 


Robert W. Grange, CLU, has been ap- 
poined branch manager for Manufac- 
turers Life in Phoenix following ten 
years association with the Los Angeles 
branch. Graduate of Princeton with an 
engineering degree, he has twice qualified 
for the Million Dollar Round Table. 


Colonial Ass’t Secretary 


Appointment of Hilda Dahlstrom Foley 
as assistant secretary of Colonial Life 
of America has been announced by 











HILDA DAHLSTROM FOLEY 
Richard B. Evans, president. Mrs. Foley 
started with Colonial as a stenographer 
in the inspection department in 1929 and 
subsequently was assigned to the agency 
department of the company. She was 
transferred to»the executive department 
and became secretary to President Evans 
in 1936. 

A native of Jersey City. Mrs. Foley 
attended Dickinson High School and is 
a graduate of Spencer’s Business College. 


J. H. Powell Promoted 


James H. Powell has been promoted 
to director of training of Kentucky 
Central Life and Accident and will head 
up the firm’s expanded field training 
program, it was announced recently by 
Paul T. Carr, executive vice president. 

Mr. Powell has been in the insurance 
business for nearly 12 years and formerly 
was staff manager in Kentucky Central’s 
New Albany district office. He is a 
graduate of the University of Virginia 
and has been active with the Louisville 
Junior Chamber of Commerce for a 
number of years. 

Kentucky Central also announced the 
appointment of James T. Wise as chief 
accountant, succeeding W. Robert Nor- 
ton, who has resigned to join the Ken- 
tucky Department of Insurance as an 
examiner. 

Mr. Wise previously was a supervisor 
in the accounting department of the 
Commonwealth Life. He is a graduate 
of the University of Louisville. 


Martin Williams’ Report 


In his annual report as executive vice 
president of Life Insurer’s Conference. 
Martin B. Williams, reviewed the ac- 
tivities of the year and touching on the 
national scene he said: 

“An era that seems to have a liking 
for ‘New Approaches’ and ‘Innovations’ 
should be a challenge to our business to 
do an even bigger and a better job. New 
problems and responsibilities will require 
more careful planning, better communica- 
tions—inside and outside our business— 
and better understanding of these devel- 
opments. There is little doubt that we 
will be more active in political matters 
than in the past.” 


Great Southern Changes 


Two new managerial appointments have 
been announced by Great Southern Life, 
Houston. Lloyd V. Clark has been named 
manager of the company’s Tulsa Agency, 
and Dexter Walker, CLU, was appointed 
to head up the Birmingham Agency. 

Mr. Clark was in educational work for 
eight years before entering the insurance 
field in 1957. He served as assistant man- 
ager for The Prudential for the past four 


years. 

Mr. Walker entered the business in 
1953 as special agent for Northwestern 
Life in Nashville. He was in personal 
production for four years, during which 
time he earned his CLU designation. Mr. 
Walker went to Great Southern from 
Protective Life, Birmingham, where he 


held positions as home office agency man- 
ager and training director. 
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2nd Vice President and [Treasurer 


Northwestern National Life has elected 
Donald E. Jondahl, formerly treasurer 
and manager, securities department, to 
be second vice president-finance; and 
Albert A. Drawbert, manager mortgage 
loan department, has been made treas- 
urer, to continue responsibility for the 
mortgage loan operations. 

Mr. Jondahl, who becomes the chief 


investment officer of the company, suc- 
ceeds Robert W. Anderson, financial vice 
president, who on May 1 joined Conti- 


iy 
Donald E. Jondahl 


A. A. Drawbert 


nental Research Corporation of New 
York as executive vice president. Named 
to succeed Jondahl as manager, securi- 


ties, is Ed Ingraham, who has been as- 
sistant manager, securities department. 

Mr. Jondahl is a graduate of Univer- 
sity of Minnesota and Harvard Graduate 
School of Business Administration. Prior 
to joining the company as a member of 
its investment department in 1947, he was 
an investment analyst with the Conti- 
nental Casualty Co. He was appointed 
manager, securities, in 1945 and was 
elected treasurer in 1958. 

Mr. Drawbert joined Northwestern 
National in 1947 after having previously 
been with The Prudential and Lutheran 
Brotherhood in mortgage loan work. He 
was appointed assistant division manage 
of the firm’s mortgage loan dinaitabent 
in 1949, a mortgage loan officer in 1950 





American Life Issues 


New Group Contracts 


American Life of New York, Paul E. 
Van Horn, president, announces a new 
series of Group contracts available in 
the states of New York, Connecticut and 
New Jersey. The Group contracts can 
be tailor-made to include Life, Accidental 
Death and Dismemberment, Weekly Dis- 
ability Benefits, Hospital, Surgical, Med- 
ical as well as other special benefits. 
Group Creditor’s Life Insurance plans are 
also obtainable. 

In addition to the regular Group plans, 
a special U-25 series of contracts are 
provided for employer Groups involving 
10 to 24 employes. In announcing the 
new program, Mr. Van Horn points out 
that this is another step forward by 
The American Life Insurance of New 
York in expanding its program for 
providing complete Life and Accident and 
Sickness coverages through agents and 
brokers. 


Joins Security American 


James K. Rubino, insurance executive 
from Newark, has been named director of 
Group sales for Security American Life 
of Tennessee. He assumes his new duties 
immediately at the Group branch offices 
in Memphis. 

Mr. Rubino comes from Benefit Plans, 
Incorporated, Newark, an actuarial and 
insurance consultant firm, in which he 
served as vice president. He began his 
insurance career in 1945 with U. S. Life 
and was associated with New York Life. 

In his capacity as director of Group 
sales, he will be in charge of the com- 
panies entire Group operation. An- 
nouncement of his appointment is made 
by Marshall P. Scott, president of Se- 
curity American Life. 





and manager of the department in 1956. 

Mr. Ingraham joined the company in 
1948 as a member of its agency account- 
ing department. He transferred the fol- 
lowing year to the agency department 
and in 1951 was named assistant man- 
ager of the policy issue department, sub- 
sequently being promoted to manager in 
1954. He joined the securities depart- 
ment in 1957 as an analyst and was 
named assistant manager in November, 
960. 


Connecticut General Names 


Four For Group Pension 


Connecticut General Life has an- 
nounced the appointments of four Group 
pension representatives in its field Group 
pension organization. They are Paul A. 

3ankson in Buffalo, Richard A. Fleener, 
Chisse’ John M. Keese, 1V, Boston, and 
John C. Todd, San Francisco. All four 
will work on the planning, sale and ad- 
ministration of employe retirement plans 
for all types of business and industrial 
firms. 


Mr. Bankson formerly served at the 


company’s field office in Burlington, Ver- 
mont. He joined the company in 1957 
following graduation from Boston Uni- 
versity. 

A graduate of Cornell College, Mr. 
Fleener joined the company in 1957 and 
lias been serving at the Davenport, Iowa 
branch office. 

Mr. Keese, who formerly served at the 
Springfield, Mass., office. is a graduate 
of Boston University and has been with 
Connecticut General since 1958, 

Mr. Todd has been serving the com- 
pany in Pittsburgh. A graduate of Penn- 
sylvania State U niversity, he joined Con- 
necticut General in 1958, . 





Why so many 





brokers prefer 












































from 





Great-West Life 


Great-West Life Annuities offer your clients — at low cost — a life-time tax- 


sheltered investment . 


. . offer you a very profitable commission rate. In addition 


to the participating Annual Premium Retirement Annuity, Great-West has a wide 
variety of participating and non-participating Single Premium Plans and many 


other contracts tailored to suit individual requirements . . 
Annuity, Term Certain Annuity, Reversionary Annuity . 


profitable Great-West Annuity to meet every need. 


. such as Temporary 
. in fact, there’s a 


Great-West Life has many other advantages too! Here are the most important... 
a wide range of quality contracts; rates that win sales; personal,attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Increase your earnings. . 


nearest Great-West office today. 


. by selling Great-West Annuities. Call or write your 


The Great-West Life Assurance Company 


HEAD OFFICE - 


WINNIPEG, CANADA 
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Named Manager in Boston 


By Hartford Life 





FRANCIS N. MULCHY 


American National To 
Divide Cal. Operation 


TWO NEW DIVISION DIRECTORS 


Gifford J. Hudson Mamet Northern 
Sector; R. H. Thorne Is Southern 
Sector Director 


W. L. Vogler, president of American 
National 
that effective August 1 the state of Cali- 
fornia is being divided to form new divi- 


Insurance Co. has announced 


sions for Ordinary operations and two 
new division directors are being appointed 
to take office on that date. These are: 
Gifford J. Hudson, director of the divi- 
sion comprising the northern sector and 
R. H the 
containing the southern sector. 


Mr. Hudson 


went Anico in 


Thorne, director of division 


native of Utah and 
1942 


years of hotel work as an agent in the 


is a 
with after several 
Salt Lake City agency then headed by 
W. L 1943 he 
district manager. 

1947, Mr 


manager of 


Vogler. In became a 
Hudson 
the 
branch and in 1948 this office earned the 


In August, was 


appointed Portland 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








UNION LABOR MEETING 


Steady Growth Pattern Reflected in 
President Tobin’s Report; Living 
Policyholders Payments Rise 
policyholders 


Payments to living 


reached a new high in the history of 


Union Labor Life during 1900. Total 
payments to policyholders and_ bene- 
ficiaries amounted to $45,404,136 with 


$38,500,832 going to living policyholders 
and $8,897,304 to beneficiaries. President 
Edmund P. 
the 
to the company’s stockholders at 


Tobin quoted these facts 


from annual report which he pre- 


sented 
the recent annual meeting held at Balti- 
Hotel Sheraton-Belvedere. \ 
steady growth pattern is reflected in the 


more’s 


five and ten year figures contained in 
the president’s report. 

In 1950, the company reported assets 
of $13,178,118 with $317 million of 
life insurance in force. By 1955 the as- 
sets had increased to $25,092,651 and the 
insurance in force to $771 million. Last 
year’s assets reached a record $38,517,- 
796 and the in force volume rose to $1,- 
(196,405,179. 

Union Labor Life, chartered in Mary- 
land in 1927 by trade union leaders, now 
operates in 27 states and the District 
of Columbia. ULLICO has steadily in- 
creased its policy portfolio to include not 
only complete programs of life, accident 
and sickness insurance but all types of 
Group annuities, as well. 

F. Douglass Sears, Insurance Commis- 
sioner for the State of Maryland, was the 
principal speaker at the luncheon follow- 
ing the meeting 


of Francis N. Mulchy as “iStinction of being the most outstanding 


Rourke, Jr., CLU, 
manager of the Hartford 
Life’s new office at 40 Broad 
Boston, is announced by Fred S 


president and director of 


Appointment 
and Daniel J 





agency in the western division. As a 
result of his accomplishment in Portland 
he was appointed general agent at San 
Francisco in 1950 which was subsequently 
developed into one of the company’s 
major offices and has furnished a num- 
ber of general agents to start new agen- 


nanager 
iS assistant 
. sales 


Here’s why 


siblev, vice 


Mr. Mulchy, a graduate of Syracuse 





University, has been in the life insurance _ cies. 

field for eight years. He previously In January of 1959 he was promoted 
served as mana of the Westwood to associate director of the western divi- 
(Mass.) branch of the Hartford Life sion; assisting R. E. Bowden in develop- 
He served with the Army during World jing that area 

War II and the Korean conflict Mr. Thorne is also a native of Utah 


Mr. Rourke, a graduate of St. John’s 
School and Harvard University, previ 
usly served as field supervisor for the 


After one year as an instructor at 

Brigham Young University and one as a 
} . 1 ’ tae . . 1 

teacher in the Nebo school district, he 


J | Homie iS 
used Manufacturers Life’s brokerage and surplus 
facilities in 1960 to meet the special needs of many 
of their most valuable clients. 


Hartford Life in Boston. A member of ‘ 4 

+} area Fy : [ . entered the sales field with Proctor & 
« Boston Lite Insurance and Trust Gambl H ‘ ; ‘ ; she 
uncil, Mr. Rourke is chairman of the ramble e came into the insurance 


field in 1939 with another company and 
joined Anico in January of 1942 with the 
Salt Lake City agency. Subsequently 
he was promoted to district manager and 
later engaged in special supervisory work 
for the Ordinary department. 


committee and a mem- 
program committee of thx 
Boston Chapter, 


public relations 
: 


ber of the 


Raises Its Issue Limits 


Life 


crease d the 


On April 16, 1945, he was appointed to 
build an centered around Los 
Angeles. In the years since this agency 
ranked among the leaders and in 


Virginia has in 
maximum amount of insur 
ance issued on one life from $300,000 to 
$400,000 The maximum additional 


Insurance Co 
agency 


has 


mount of accidental death benefits on first place in both 1959 and 1960. Gradu 
me lite was also increased from $50,000 ates of the agency have gone out to build “Care iz 
$100,000, » amadihe 0k steer aieenias torAaien © Manufacturers Life’s liberal substandard 


underwriting practices. 





© Low premium term and whole life contracts. 


© High return immediate annuities; attractive 
annual premium retirement annuity contract. 


© Outstanding reinsurance facilities. 
© Foreign travel and residence coverage. 


These features add up to a top flight service designed to help 
our brokers place more business with less time and trouble. 





BRANCHES IN THE FOLLOWING CITIES: Baltimore * Boise * Boston « Chicago 
4 bol Cincinnati « Cleveland * Columbus « Denver e Detroit « Flint e Grand Rapids 
ym Hartford « Honolulu « Ind lis e Los Angeles « Miami ¢ Minneapolis « Newark 





Oklahoma City Philadelphia « Phoenix e« Pittsburgh « Portland « Richmond 
Saginaw e San Diego Sanfrancisco e Seattle * Spokane e Washington, D.C. 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO CANADA 


Security 


BOSTON MUTUAL 


“186. STUART STREET. B 
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Heads Equitable Society 
San Francisco Agency 


ARTHUR P. CARROLL 


Equitable Society has appointed Arthur 
P. Carroll to head its San Francisco 
agency, the Society’s largest, succeeding 
the late Arthur D. Hemphill, who died 
in a fire at his home last month. The 
agency has been averaging some $90 mil- 
lion in life sales annually, more than half 
of it Ordinary. It has led Equitable’s 
135 other agencies in all 50 states for 
five straight years. 

A graduate of Princeton University, 
Mr. Carroll joined Equitable Society in 
1930. He served as an agent and an 
assistant agency manager before going 
to the company’s home office in its 
Group insurance department in 1937. 
After later posts as assistant secretary 
on the president’s staff and in the agency 
department, Mr. Carroll was made agency 
manager at Los Angeles in 1945. In 
1947 he became director of agencies in 
the Southwestern Department and sub- 
sequently director of agencies for the 
Western Department. He gained the 
title of field vice president in 1953, and 
has played a key role in expanding 
Equitable western operations, including 
establishment of an agency in Hawaii. 

In San Francisco Mr. Carroll is active 
in the Downtown Association, Sales 
Executives Club, General Agents and 
Managers Association and Chartered Life 
Underwriters Chapter. He is also a mem- 
ber of the California Chamber of Com- 
merce. 

Rickenbaker Chairman 
Southern Round Table 

New Orleans --- At the 32nd annual 
meeting of the Southern Round Table 
of Life Insurance Advertisers Associa- 
tion, April 16-18, Hugh K. Rickenbaker, 
Jr., Life of Georgia, was elected chair- 
man for the next vear. He served as 
vice-chairman for the 1961 Southern 
Round Table and succeeds Clay R. Alex- 
ander of Lamar Life 

Other Round Table ‘gllcers elected for 
the new term were: Dodge Geoghegan, 
Occidental Life, vice-chairman; and Jules 
IF, Peytral, 111], Pan-American Life, sec- 
retary. 

Speakers for the New Orleans meet- 
ing included: Roy M. Schwarz, execu- 
tive vice president of Fitzgerald Adver- 
tising Agency, New Orleans; John L. 
sriggs, Southland Life, president of the 
Life Advertisers Association ; . Russell 
Blanchard, ewe" Revere Life, a pres- 
ident of LAA; George H. Kelley, CLU, 
New York Life, secretary, LAA; John 
. White, Lincoln National Life, treas- 
urer, LAA; John V. Blalock, Liberty 
Life, editor, Life Advertiser; Dr. Ed- 
mond Souchon, medical consultant and 
member of the board of Pan-American 
Life and Brice McEuen, vice president, 
Lamar Life. 





Western Round Table of 
LAA Announces Speakers 


Four key speakers for the annual 
Western Round Table meeting of the 
Life Insurance Advertisers 
have been announced by Program Chair- 
man Everett Zeigler, advertising and 
sales promotion manager, Pacific Fidelity 
Life. The meeting will be held May 7, 
8 & 9 at the Ambassador Hotel in Los 
Angeles. 

Scheduled to appear are Dr. Robert R. 


Association 


Dockson, Dean, School of Business Ad- 
ministration, University of 
Charles T. 
communications, 


Southern 
Newton, manager, 
Convair Astronautics; 
Robert Bischoff, State Farm Life, and 
John L. Briggs, vice president and direc- 
tor of Public relations, Southland Life. 
Mr. Briggs is national president of the 
association 


California; 


Life insurance advertising, public rela- 
tions and sales promotion people from 
throughout the west will attend the meet- 
ing. 


American General Record 


American General Life, Houston, broke 
its all-time production record during 
March, with adjusted volume of $18,- 
553,426. This is almost $3 million above 
the previous record, set during a sim- 
ilar campaign month in 1960. Also, new 
records were set in the number of lives 
written, number of health insurance ap- 
plications and health insurance premiums. 

Production leader for the second 
straight year was Tony Lorino, agent in 
the Houston district agency, who pro- 
duced over $380,000 in adjusted volume 
during March. j 





A Coffee Break with The Man from Manhattan 





In LESS TIME than it takes to drink 
a cup of coffee, The Man from 


Manhattan often comes up with the an- 


swer to problems like yours. Give him the facts 
of the case—then he'll go to work for you. 

With 55 policies and 18 riders, not count- 
ing the sub-standard versions, you'll be sur- 
prised at the sales-closing combinations The 
Man from Manhattan develops every day of 
the week. That’s his business. 

For instance, he can offer Term on Term, 
such as a Level Term Rider on an Annual 
Renewable Term policy . .. He has Modified 
2 and 5 to issue age 65, and a number of 


riders to issue age 64.. 


THe MANHATTAN LIFE & 


. Then there’s up to 
$50,000 low cost insurance on a wife under 
the Family Member Rider, with or without 
children included, and issued standard or sub- 


standard . 
O.K., he has that, too, 
Whole Life Reducing Premium policy, and 


Group Life. 
t. 


Over $1,500,000,000 





jhan Yorn 


. How about reducing premiums? 


in the best-selling 


if there are any class-rated sub-standard extra 
premiums they drop twice (10% each time), 
same as the regular premium . 


. . Here’s an- 


other one: even though a policy (including 
Term) is issued sub-standard, dividends may 
be used to purchase paid-up additional in- 
surance at standard rates. We could go on 
and on but... 

Why not phone The Man from Manhattan 
and set up a Coffee Break? It will pay you to 
get the whole story from him, including 


i of Insurance in Force 
8 
f 


— INSURANCE COMPANY 


Home Office: 111 West 57th Street 


New York 19, N. Y. 
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CUT OUT AND SAVE...IT'S WALLET-SIZE 








MORLEY Personnel 
Associates, Inc. 











150 Broadway, New York 38, N. Y. 
%% Top Life Administrator $25,000 
a ; Pension Actuary hvy exp NYC to $20,000 
t E Multiple lines underwriter to $15,000 
xtra Values for ‘ 
: - Life Training Director «15,000 
; Sub-standard Cases ; ak ee. Se, Gon Need higher limits? 
aa sub-standard case may be eligible ctuary, Associate or Near sto $15, 
to get insurance with his entice promi: p A &H Travel Accident Man... to $12,000 We have IMAGINATION. 
ash va ues and divi ends : 
Get the facts on our “years-to-age rat- i A & H Executive reloc CHI _. $ OPEN 
ings’ ‘now available—to help you offer J Personal and Confidential Service — 
a hard-to-ignore extra selling (and t 
ns va value to your rated cases. | ARTHUR A. KINSMAN and 
? RALPH W. CHARDAVOYNE, 
* i Insurance Consultants 
| 


Specific informa- 
tion and illustra- 
tions are yours for j 
the asking...all 
backed b) the | 
ae pat ae Atlantic Life Meeting 

line companies in ] : a a A 15-member board was elected last 
sadhana i WILLIAM CLAFLIN week at a special meeting of Atlantic 
7D ae be ; " Life stockholders to serve while the 
The Dominion Life has appointed Wil- company is being merged into South- 
liam Claflin as regional Group super- western Life of Dallas. Atlantic Life will 


° ' visor for the southern part of New become the Atlantic Division of South- 
Matt Jaffe Associates, Ltd. 5 : 


levee the states of Peansvivania and Weseem™ Life and will remain under the 
Een TE. E. + A Oeee | Delianes al the Cleveland area direction of Robert V. Hatcher, presi- 
General Agents I Mr. Cla 


Ey ae : dent of Atlantic Life. 
: . Claflin is a veteran of more than Mr. Hatcher announced that Ben 

f The Canada Life Assurance yj 10 — in — ~ ‘aggro wa —orrn Denman has been appointed superintend- 

; and has specialized in employe benefit ent of agencies for Atlantic Life. He 
I Company, Toronto, Canada I plans. He is a well qualified consultant formerly nae regional manager of South- 
in all phases of Group life insurance, western’s Tulsa, Okla., territory. 
health insurance and Group Pension y 
plans. ae 


Write or Phone—WOrth 4-7000 














Crown’s Hartford Agency 
Exceeds $50 Million in 5 Years 





As close to you as your telephone § 


Makes Group Changes 
John L. Lowe has been promoted to Equitable, [a., Honor Man 


regional Group manager in Lubbock, 


Manager at Minneapolis 


Arthur R. Bradley, formerly assistant 
James T. Dockery of Davenport, Ia, manager of the Evanston, Ill. branch of 
Texas and James C. Long has been has been named the 1961 Hall of Honor Connecticut General Life, has been ap- 
named assistant Group actuary according Agent of Equitable Life of Iowa by pointed manager for the company at 
to Del Arneson. vice president and di- James H. Windsor, company president. Minneapolis, succeeding Palmer Ander- 








peas shir Republi He has been a member of the company’s son, manager for 18 years who continues 
rector of Group operations, Kepublic two production clubs for 15 years and with the agency serving his personal 
National Life, Dallas earned 15 National Quality Awards. clients. 
ELLIE M. GOLDSTEIN 
The Hartford Agency of The Crown 
ae mn har ? 


Life of Toronto, headed by Ellie M. Gold- 

AMERICA'S IN FORMA L. stein, general agent, recently celebrated 
its fifth anniversary as general agents for 

BUSINE ss CAP ITAL the company at a reception and dinner 

at the Shoreham Motor Hotel, Hartford, 


You wil! find at The Greenbrier the perfect setting for attended by 80 agents and associates. 
. . . Tice Presi 

your conference, waether it be for ten or a thousand Vice President and Managing Director 

‘ ; . “it ; ne Arthur F. Williams, Vice President and 

people. The new, air-conditioned West Wing has aa Superintendent ot Agencies James N. 


auditorium with a 42-foot stage, new sound and pro- Cunningham and Supervisor of Advertis- 


satis eS lenstiet tes = ‘opreaie bes ing and Sales Promotion Clarke B. Lloyd, 
jection machines, splendid banquet arrangements, a Be i 80 a nage eros eter amir Teen 


theatre with a CinemaScope screen. Ready soon will ticut Insurance Commissioner, Alfred N. 
. ire : Die oa e Pay P i 

be our new 17,000 square foot exhibit hall. For after- I Tem, WES EveHt speaker. 

* aia t TheG ae tional facili Those attending were in a happy mood } 
— a a ‘Gree . — Te 
Session enjoyment fhe ssreenorier s recreational facut over the agency’s achievement in having 
: " g 
ties are unsurpassed. And our staff of experts not only attained 50 Million of Life Insurance in ! 
helps in planning your program, but they also handle a its initial five years of 

pubis = . ope on. 


the details to carry it through successfully. Commissioner Premo paid tribute to 


these fine results. He paid high tribute 
to General Agent Goldstein. Of particular 
interest was Mr. Premo’s comment that 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 


ally fine meals, green fees (our courses are playable much the Crown Life enjoys a reputation in 
of the winter), swimming in mosaic tile indoor pool, mem- Connec a. for the — <_ an 

Re i } ONE, ‘ manpower business written. Mr. il- 
bership in the Old White Club and gratuities to service ase in turn, expressed pride in the 
personnel. EFFECTIVE DEC, 1, 1961-FEB. 28, 1962. agency's five year accomplishment. This { 

agency represents the Crown in the en- H 

FOR INFORMATION write Charles L. Norvell, Dir. of Sales. tire state of Connecticut, Rhode Island i 
Also reservation offices: New York, 630 5th Ave. JU 6-4500 and Western Massachusetts. Mr. Gold- . 
Boston, 73 Tremont St., LA 3-4497 © Chicago, 77 W. Wash- stein is a 15-year veteran in agency 
ington St., RA 6-0624 * Washington, D. C., Investment Bldg., management activity. 
RE 7-2642 ¢ Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 © Seattle, 726 a " . ' 
Joseph Vance Building, MU _— . Assistant Vice President 
2-1981 ¢ Dallas, 211 N. Ervay, Shenandoah Life of Roanoke, Va., has 
RI 1-6814 ¢ Los Angeles, 510 


appointed Ambler W. Webb assistant 
vice president, administrative depart- 
ment, of the company. He was formerly 


WHITE SULPHUR SPRINGS * WEST VIRGINIA | director of personnel and planning. 


West Sixth Street, MA 6-7581. 
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Columbus, O. General Agent 





CHRIS V. BRUSH, CLU 


Northwestern Mutual Life has ap- 
pointed Chris V. Brush, CLU, formerly 
a special agent at Aurora, Ill. for the 
past 15 years, to be general agent at 
Columbus, O., succeeding the late Sterl- 
ing L. Youngquist who had been general 
agent there since 1936. 

Mr. Brush has been a qualifying mem- 
ber of the Million Dollar Round Table 
four times and has won the National 
Quality Award 13 consecutive years. He 
has been active in local and state Life 
Underwriters Assns. 


Raises Accidental Limits 

New England Mutual Life has _ in- 
creased its limits on accidental death 
benefits on new policies, President O. 
Kelley Anderson announced. New limits, 
subject to underwriting considerations, 
will be $50,000 at ages 5 to 24, $100,000 
at ages 25 to 29, $150,000 at ages 30 to 
55, and $100,000 at ages 56 to 60. 

In general the company will limit such 
coverage to the extent that the total ac- 
cidental death benefits in force, pending 
or contemplated in New England Life or 
any other company, may not exceed 
$200,000. 


Guardian Appoints Kaufman 

Guardian Life of America has an- 
nounced the appointment of Arthur 
Kaufman as general agent in Rochester. 
A native of Rochester, Mr. Kaufman is a 
graduate of Syracuse University and 
served in the Air Force during World 
War II. 

He entered the insurance field in 1948 
with Connecticut Mutual and was brok- 
erage manager for that company prior 
to his Guardian appointment. Mr. Kauf- 
man is a past president of the Rochester 
Life Underwriters and is currently treas- 
urer of the local CLU Chapter. 


Southland Life Director 


Jay L. Taylor of Amarillo, Tex., 
prominent in cattle, oil and banking in 
the South, has been elected a director 
of Southland Life of Dallas, it was an- 
nounced by Ben H. Carpenter, chair- 
man of the company. Mr. Taylor is 
president of Baker & Taylor Drilling 
Co. and several other development and 
cattle companies. He is past chairman 
of the Federal Reserve Bank of Dallas. 





EQUITABLE OF IOWA RECORD 


Equitable Life of Iowa has announced 
that new life insurance paid for in March, 
during the annual President’s Month 
campaign, totaled $20,494,415, represent- 
ing the greatest single month in the 94 
year history of the company. 

In a telegram to the company’s 73 
general agents president James H. Wind- 
sor expressed his congratulations. 


Ralph G. Engelsman, Jr. Now 
MONY Manager in New York 


Ralph G. Engelsman, Jr. has been as- 
signed to his first managerial post with 
Mutual Of New York, taking over the 
agency of Irving M. Stone, CLU, at 225 
West 34th Street, New York. Mr. Stone 
has returned to personal production. 

A graduate of Amherst College, Mr. 
Engelsman is following in the footsteps 
of his father, Ralph G. Engelsman, who 
had a long managerial career with Penn 
Mutual Life before going into consulting 
work and co-editorship of “Probe”’news- 
letter. 

Starting with Mutual Of New York 
five years ago, young Mr. Engelsman 
has completed MONY’s management 
training course. One phase of it was 
an assignment to the Quentin C. Aanen- 
ie aaa of MONY in Washington, 

After graduation from Amherst he saw 
three years of Navy service, most of 
which was as an officer on a destroyer 
on Mediterranean Sea duty and the 
balance as recruiting officer (lieutenant 
j.g.) in Portland, Me. 














Cc. R. WILLSEY 





F. W. (PHIL) WILLSEY 





DON R. WILLSEY 













O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Group Promotion Manager 
Minnesota Mutual Life has appointed 
George L. Glotzbach, associated with 
the Los Angeles regional Group office 
since 1958, to be Group insurance sales 
promotion manager at the home office. 
He received recognition in 1959 and 1960 
as a President’s Club Group Leader® He 
is a graduate of University of Minne- 
sota School of Business Administration 
and the Life Underwriter Training 
Course. 


TO GENERAL BROKERS 
THE LEE NASHEM AGENCY 
“The Major League Agency” 
(Canada Life Assurance Ceo., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
Oy ts a F 
glicibears and re! ayed fe ca Caer client 

gets expert service from your own 


hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 











HONOR A. W. DAVISON 

Arthur W. Davison Penn Mutual Life’s 
East Orange agency, was honored as the 
outstanding leader of the Harry O. Ras- 
mussen Agency at a dinner at the Hotel 
Suburban, Summit, recently. 

Mr. Davidson has qualified as the lead- 
ing agent in the years of 1951, 1952, 
1954, 1956, 1957, 1959 and 1960 and is a 
member of Plainfield Life Underwriters, 
the New Jersey Estate Planning Council, 
the Echo Lake Country Club of West- 


field, and is active in local affairs. 














for the Willseys 
Franklin is a family affair 


Mr. F. J. O’Brien, Vice President 
Springfield, Illinois 


Dear O’B: 


On this, my fifteenth anniversary with the Franklin, I can’t help but write 
to you to tell you that with the Willseys Franklin Life is really a family affair. 

Before joining the Franklin and after being in the life insurance business 
for six years, and being classified as successful, my income still wasn’t up to 
my expectations. After investigating the Franklin Life merchandise and the 
great opportunities afforded by them, with no ceiling on income or advance- 
ment, I signed with Franklin Life on the fourteenth day of March, 1946. 
Through this fifteen-year period my income increased more than fifteen times 
over my previous connection. 

I am additionally fortunate in having both my boys as an integral part of 
our Franklin organization. If you will reminisce with me, O’B, you will recall 
that Don, as a Junior at Indiana University, first began handling our Specials 
thirteen years ago. Although holding two college degrees, a Bachelor of Arts 
degree and a Doctor of Jurisprudence degree in law, he has chosen to continue 
his Franklin activities. Phil, six years ago, as a sophomore at Indiana Uni- 
versity, became actively engaged in selling Franklin’s Specials. He obtained 
an undergraduate degree in insurance and is presently a senior in law school 
and still enjoying a full time income. He is a member of Franklin’s famed 60 
Club and qualified for Franklin’s Million Dollar Conference. 5 fag 

My wife, Bonnie, also has been an important part of our organization. 
When I first opened my office, she became our office manager and still main- 
tains this position. Twelve years ago my cousin, Russell Willsey, came with 
us and is presently one of Franklin’s top Area Managers. Approximately one 
year later my brother, Bill, joined us from another company. ; 

All of our respective families continue to enjoy success, happiness, and 
prosperity. Franklin has the size, age, and merchandise and is truly an agency 
company. We thank all of you in the Home Office for this great opportunity 
to be associated with you. 
Sincerely, 

Bob 


An agent cannot long travel at a faster gait than the company he represents 





FRANKLIN Li 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


CHAS. E. BECKER, PRESIDENT 


The largest legal reserve stock life insurance company in the U. S. 
devoted exclusively to the underwriting of Ordinary and Annuity plans. 


March 14, 1961 


INSURANCE 
COMPANY 











Over Four Billion Dollars of Insurance in Force 
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Arnold Siegel Promotes 
E. C. Mendel, C. J. Favata 


EDWARD C. MENDEL 


Arnold Si iegel, manager of the Down- 
town Agency of Union Mutual Life, with 
ices at 111 “To! in Street, New York, 
1as announced the promotion of Edward 
C. Mendel to assistant manager and of 
Favata to supervisor. 





4 Joseph 


Mr. Mendel was formerly a field repre- 
sentative for The Prudential. He became 
ciated with Mr. Siegel in 1958 and 

T T is new promotion served asa 
supervisor. He attended Fairliegh Dick- 
inson University and Rutgers, majoring 
in business administration. He is pres- 


1 


ently enrolled in the CLU program. 





A veteran of nine years service with 


the Navy, Mr. Mendel served in both the 
Pacific and Atlantic Theaters and the 
Korean confi ict A resident of Glen 


Rock, N. J., Mr. Mendel is a member 
of the Glee Club there and the Jaycees. 
He is an active member of the Life 
Underwriters Association of the City of 
York and is currently serving as 
airman of the sick and welfare com- 

e of the Life Supervisors of the City 
f New York : 





formerly associated with 
Mutual, became as- 
sociated with the Arnold Siegel Agency 
in 1960. Immediately preceeding his 
promotion to supervisor he served as 
agency assistant. 

Mr. Favata attended Long Beach High 
School and Werbel Insurance Institute. 
Also he has taken the Dale Carnegie 
Sales Course and the Dale Carnegie 
Public Speaking Course. In addition he 
has attended the Estate Planning Course 
and is currently enrolled in the CLU 
program. He is active in the Life Under- 
writers Association of the City of New 
York and the Dale Carnegie Speakers 
Club of Long Island. A Navy veteran, 
he is a resident of Long Beach, N. Y 








Buys Into Austin Life 

\ substantial interest in Austin Life 
Insurance Co. has been acquired by 
David C. Bintliff of Houston through the 
purchase of part of the stock in the 
company held by F. W. Woolsey, presi- 
lent of the Austin-based firm, and other 
stockholders 

Mr. Woolsey, who founded Austin Life, 
will continue as chairman and president, 
Mr. Bintliff said. No change in company 
‘ personnel is contemplated 
R. F. Varnado will continue as executive 
vice president. Ray E. Lee as vice pres- 
ident, and J. E. Neff, Jr. as agency vice 
president. The home office will remain in 


yihicers or 


Austin at 800 Lavaca Street 
Mr. Bintliff, whose interests include 
il and gas operations, ranching and in- 


vestments, is also owner of the Com- 
mercial National Insurance Company 
(Conico) of Houston. He indicated that 
a merger of Conico into Austin Life is 


under consideration. 





1° ° - to the Housing Subcommittee of the 
Position On Housing Bill House Banking and Currency Committee 


by R. Manning Brown, Jr., vice presi- 
dent in charge of real estate and mort- 
gage loans of New York Life; Ehney 
A. Camp, Jr., executive vice president 


Washington—Opposition to some of 
the provisions in the Administration’s 


housing bill was expressed by Ameri- 


can Life Convention and Life Insurance and treasurer, Liberty National Life, 
Association of America although their Birmingham, Ala.; and Dr. James J. 
spokesmen at a Congressional hearing O'Leary, director of economic research, 


LIAA. The Subcommittee was told that 
the vital interest of the life insurance 
business in good housing and in a healthy 
and sound mortgage market is apparent 
from the extent of the investments by 
life companies in FHA, VA and conven- 
tional residential mortgages totaling 46 
billion since 1 


supported the general objectives of the 


proposed legislation. The insurance asso- 
ciations questioned the wisdom of 40- 
year, no-down-payment home loans and 
FHA low interest rate loans for rental 
and cooperative housing. 


The associations’ views were presented 


7H Healy rsunance : 


Brokers look — 
to Guardian for the _ 
Plus that Makes 
the Sale 


"PROTECTION 


ee 

commercial and 
non-cancellable 
plans available 
in a broad 
range of 
policies 


(60 and Over) 


e Premiums 


© Renewable 
for Life 


Guaranteed 


FOR THE MODERN 


TRAVELER 


High accidental 

death and medical 
benefits for any and 
all kinds of accidents. 


OFT elelanGler-taelt-lal iV -lal-tel-1amiel mnie) 
details, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company e« Established 1860 


Park Avenue South at 17th Street, New York 3, New York 


NALU Trustee Candidate 


MARY C. McKEON 


Mary C. McKeon, CLU, of Arlington, 
N. J., is a candidate for trustee of the 
National Association of Life Underwrit- 
ers. She has been endorsed by the New 
Jersey State Association, many local 
New Jersey associations and the League 
of Life Insurance Women of New York. 

Miss McKeon has been active in life 
underwriter affairs ever since she en- 
tered the business 14 years ago. She has 
served as president of both the Newark 
and the New Jersey State Associations, 
and in each instance is the only woman 
to have held the office. 

Miss McKeon started in the life insur- 
ance business as a special agent for The 
Prudential, and in 1952 was appointed 
the company’s first and only woman di- 
vision manager. Since 1957 she has been 
in charge of Prudential’s Montclair office 
and has just been aw arded a Presidential 
Citation for her division’s record in 1960, 
one of 45 such awards given among some 
700 Prudential divisions. 

Miss McKeon is active in many insur- 
ance and other professional organiza- 
tions; and she has served as an officer 
of both the Women Leaders Round 
Table and the League of Life Insurance 
Women of New York. Currently she is 
national committeeman of the New Jer- 
sey State Association of Life Under- 
writers, membership chairman of the 
Women Leaders Round Table, and a di- 
rector of the Newark CLU Chapter. 

Miss McKeon is also president-elect of 
the National Alumnae Association of the 
College of Saint Elizabeth and is founder 
and first president of the Catholic 'Wom- 
en’s College Club of New Jersey. 


Phoenix Raises Interest, 


Lower Single Premiums 


Phoenix Mutual Life of Hartford, has 
announced an increase in policyholder 
dividends and a higher rate of interest 
on funds left with the company effective 
July 1. Under the new dividend scale, 
policies which have accumulated sub- 
stantial reserves will benefit most. 

Interest on funds held for future pay- 
ment under income agreements and on 
dividends left with the company to ac- 
cumulate will be increased from 3.5% to 
3.75%. 

The interest rate credited on auxiliary 
funds left with the company in con- 
nection with pension and profit sharing 


plans, where such funds qualify for 
special tax status, will be increased to 
3.85%. 


Interest on funds deposited by policy- 
holders for payment of future premiums 
will be increased from 3.25% to 3.5%. 

Also announced was a_ substantial 
reduction in single premium rates for life, 
endowment and retirement income poli- 
cies. 
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President's Trophy 
























| MASSACHUSETTS MUTUAL 


HARRY C. COPELAND, Jr. 








The Massachusetts Mutual President’s Trophy, 
awarded annually to recognize the most out- 
standing all-around agency operation in the 
company, was presented for 1960 to Harry 
C. Copeland, Jr., President of H. C. Copeland 
& Company, Inc. of New York City. 


With the largest 1960 gain in new Ordinary 
business of any Agéley in the Company, the 
H. C. Copeland & Company team of 37 full- 
time men, 100% members of their local Life 
Underwriters Association, produced over $41 
million of Ordinary and over $11 million of 
Group in 1960. The Copeland organization 
now includes 17 C.L.U.’s and 13 members of 
the 1960 Million Dollar Round Table. Their 
first and second year men produced more 
than $7.5 million, 18.6% of the Agency's 
total. 


Plaques presented in recognition of the 
accomplishment of the next four contenders 
for this award went to General Agents 
Herbert Geist, Jr., C.L.U., Chicago-Geist; 
Robert L. Woods, C.L.U., Los Angeles; John 
R. Humphries, Atlanta; and Desmond J. 
Lizotte, Newark. 


Before coming to New York City, Harry 
Copeland was General Agent of the Syra- 
cuse Agency which won the President's 
Trophy in 1958 and placed among the top 
five in both 1954 and 1959. 





HERBERT GEIST, Jr., C.L.U. ROBERT L. WOODS, C.L.U. JOHN R. HUMPHRIES DESMOND J. LIZOTTE 
Chicago-Geist Los Angeles Atlanta Newark 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS + ORGANIZED 1851 
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Promoted by Mass. Mut. 





WILLIAM R. MASSIDA 


William R. Massida, regional Group 
pension manager in Boston for Massa- 
chusetts Mutual Life, has been named 
assistant director of Group pensions at 
the home office. Joining the company in 
1954, he served in the New York City 


Group office prior to appointment in 1957 
as Group representative in Boston 


Paul Revere Names Blake 


Grover E. Blake has been named gen- 
eral agent of a new Paul Revere Life 
rg wi at Columbia, S. C. Prior to his 

olumbia appointment, Mr. Blake had 
ees as a regional training superviscr 
7 the company’s 13-state southern sales 


“Mr Blake joined the Paul Revere or- 
ganization last year. Previously he had 
served as a district manager at Nashville 
for State Farm. He is a graduate of 
Jacksonville State College. 

Mr. Blake will also serve as general 
agent for The Massachusetts Protective 
Association, Inc., parent company of the 
Paul Revere, at Columbia 


Appoints A. B. Houston 

The Great-West Life has 
the appointment of A. B. 
formerly an assistant medical 
as an associate medical director. 

He joined the company in 1952 as an 
assistant medical director, after several 
years’ experience in private practice and 
as medical director of another life in- 
surance company in Winnipeg. He is a 
Bachelor of Science graduate of Uni- 
versity of Saskatchewan and a graduate 
in Medicine from University of Mani- 
toba. He is a Fellow of the Royal College 
of Physicians of Canada and of Amer- 
ican College of Physicians. 


announced 
Houston, 
director, 





For Woodmen at Cleveland 
LL. J. Melby, vice president and direc- 
tor of agencies, Woodmen Accident and 
Life, Lincoln, Nebraska has announced 
the appointment of Robert V. Zito, CLU, 
as agency manager for the company’s 
Cleveland agency 

In 1952, Mr. Zito joined Massachu- 
setts Mutual as an agent at Cleveland 
and remained with Massachusetts Mutual 
until June, 1959. In addition to his per- 
sonal production work, he had super- 
visory experience in the Cleveland 
agency. In 1959, he joined Central As- 
surance at Dayton as superintendent of 
agencies. He received his CLU degree 
in 1958 


Manager at Orlando 
Guardian Life of New York has opened 
a new agency at Orlando, Fla., and has 
appointed Lloyd O. Anderson manager. 
He was formerly connected with The 
Prudential, most recently as associate 
manager at Atlanta. 


Shenandoah Life Gains 


The best sales year in the history of 
the company was the highlight of a re- 
port by G. Frank Clement, CLU, presi- 
dent of Shenandoah Life of Roanoke. 
Total sales were $83,742,183 and the life 
insurance in force total has reached 
an all-time high of $596,336,817. 

President Clement also announced the 
election of James L. Whitt, CLU, a 
director of agencies and appointment of 
George E. James, Jr. as director of 
training. 

Assets of Shenandoah Life now are 
$57,498,770, a gain of $3,000,900 over the 
end of the year 1959. 


Bismark General Agent 


Mutual Benefit Life of Newark, N. J. 
has appointed Gordon E. Stensgard as 


general agent for the newly opened 
agency at Bismark, N. D. He entered 


the business in 1955 as an agent for 
Northwestern Mutual and last year was 
its leading producer in North Dakota. 
He has been active in Fargo civic af- 
fairs, is a past president of the Toast- 
masters Club. 


Has Record First Quarter 


Northwestern National Life recorded 
the best first quarter in its history with 
sales of new insurance totaling $52,648,- 
750—22% ahead of the corresponding 
period a year ago. 

March sales for the company amounted 
to $18,067,446, exceeding by 8% the prev- 
ious record March set a year ago. 

The Minnesota Outstate agency led the 
firm's entire field force in sales for 
March. 


New Memphis, Miami Offices 

New England Life has established new 
Group offices in Memphis and Miami. 
The Memphis office will be managed by 


Edwin T. McCain, currently in New 
England Life’s Atlanta district Group 
office. 


The Miami office will be under George 
R. McClellan, who for the past two years 
has managed the New Orleans Group 
office of the Provident Life and Ac- 
cident. 


SPEYER AGENCY SUPERVISOR 
Alan L. Shuman of Chestnut Hill has 
been appointed supervisor of the Joseph 
Speyer Agency, general agent for 
Berkshire Life in Boston. 
Mr. Shuman entered the life insurance 
business in 1956 as an agent with Metro- 
politan Life in Roxbury. 





D PERSONNEL 
SERVICES, INC. 


"Specializes in Insurance" 





ee | | Cee 20,000 
1 pension, 1 ordinary, 1 casualty. 
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Several spots for top A&H & life. 
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Here's one for you. A bit of underwriting, 
manual, methods & procedures. You'll work 
in beautiful suburban NJ. 
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Irwin Heads Provident’s 


Gen’! Agents-Mangrs. Assn. 

Thomas F. Irwin of Philadelphia was 
elected president of Provident Mutual 
Life’s General Agents and Managers 
Assn. at the recent meeting of the or- 
ganization at Hollywood Beach, Fla. 
Other officers elected were: Eugene R. 
Hook, vice president; Harold F. Mow- 
ery, Jr., secretary-treasurer. Other mem- 
bers of the Advisory Council are W. 
Henry Blohm, Lawrence M. Cassidy, 
John H. Frye, Ir, CLU, Gerald W. Page. 
CLU and Ralph W. Tipping, CLU. 


Los Angeles General Agent 

John Bowles has been named general 
agent in the Los Angeles area for Re- 
public National Life, according to H. R. 
Hunke, vice president, agency director. 

The new general agent has a distin- 
quished record of personal production, 
extensive experience in agency manage- 
ment and has been a top producer for 
a large western company. 


Department Hearing Change 
The New York Insurance Department 
has notified life companies that the hear- 
ing called for Thursday, May 11 at 10 
a.m. in connection with the proposed 
amendment of Regulation 33 will be held 
at the New York County Lawyers Asso- 
ciation, 14 Vesey Street, New York. 

Regulation 33 deals with the appor- 
tioning of “new money” in dividend dis- 
tribution. 





FRANK McCAFFREY 
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A SOUTHLAND LIFE 


AGENT ts a man with 
a future 
He represents a ‘‘See-Ahead” 
in the top 3% of 
America's life insurance com- 


company. . 


panies. Liberal agent contracts, 
extensive training programs, 
help in the field. 


Over $250,000,000 


in Assets 


Over $1,450,000,000 


Insurance in Force 


Southland ;.. Life 
Insurance) compcny| 


Home Office ¢ 


Southland Center © Dallas 








Consumers National Gains 


Consumers National Life, Evansville, 
Ind., reported a profit of $50,448 for 1960, 
its third year of operation. This com- 
pares with a deficit of $96,019 in 1959. 
Insurance in force reached $31,121,902 on 
December 31 from $25,936,532 a year 
earlier. The company’s insurance in 
force is double what it was two years ago. 

Premium income increased to $708,293 
from $602,639 in 1959. Total income from 
premiums and investments was $904,932 
against $724,066 in the prior year. 

Assets increased 15% to $2,713,051 at 
the 1960 year end, compared to $2,362,- 
996 a year earlier, and surplus rose to 


$935,051 from $904,263. 


Old Republic Directors 


J. Russell Freeman and William R. 
Stover were elected to the board of di- 
rectors of Old Republic Life, Chicago, by 
stockholders at their annual meeting. 
This increases the board to eleven mem- 
bers. 

Mr. Freeman and Mr. Stover are both 
senior vice presidents of Old Republic 
and have been executives of the com- 
pany for 21 and 15 years respectively. 

Following the annual meeting, direc- 
tors declared the 59th consecutive divi- 
dend payable May 1. The regular quar- 
terly payment of 20¢ per share will be 
made to stockholders of record on April 
20. 


Name Flynn at Danvers 


John Hancock Mutual Life has opened 
a new general agency at Danvers, Mass. 
and appointed Cornelius J. Flynn to head 
the agency. He has been a field assistant 
in the general agency department since 
1958. Previously he was with Sun Life 
of Canada in the Boston area as a 
supervisor and field assistant. 





XUM 








May 5, 1961 








Page 19 





Agencies Superintendent 
For Northeastern Life 





If. S. DE LAURA 


Henry S. De Laura has been appointed 
superintendent of agencies of the North- 
eastern Life of New York. Announce- 
ment was made at a recent meeting of 
the board of directors. 

Mr. De Laura has served the North- 
eastern for 13 years. Prior to this ap- 
pointment, he was manager of the ac- 
counting department, senior actuarial 
technician, registrar and manager of the 


policyowners service department. An 
alumnus of Seton Hall, Mr. De Laura 
also. attended Massachusetts State 


Teacher’s College. 
He resides in Rid: 


refield Park, N. J. 





HEARD On The WAY 








Otto M. Sherman, vice president — 
agencies, of Standard Security Life of 
New York, will be one of the American 
representatives at the European Insur- 
ance Conferences scheduled to run 
through May 12. 

The agenda for the conferences stress 
an interchange of ideas with insurance 
people in Stockholm, Berlin, Paris, and 
other cities. Purpose of the conferences 
is to discuss points of common interest 
in areas of distribution, needs, sales tech- 
niques, social security legislation, taxes, 
and the social and economic implications 
inherent in the industry. 

These meetings will afford American 
Life Underwriters and executives not 
only the opportunity to broaden their 
knowledge of the principles which form 
the foundation of their own agency sys- 
tem, but will serve also to strengthen 
the ties of friendship which bind the 
members of the profession in both 
Europe and America in their dedication 
to the principle of economic freedom for 
everyone. 

The conferences, held in European cap- 
itals, constitute a forum at which the 
world’s leading x life underwriters and ex- 
ecutives will exciiange ideas in an atmos- 
phere of critical objectivity. The first of 


the programs is scheduled for Stock- 
holm; the second Berlin; and the last 
in Paris 


Mr. Sherman in representing Standard 
Security, will discuss modernizations and 
innovations in coverage, and adz iptations 
of unique techniques ‘in sales and in 
policy presentations. 





William J. Oates, an internationally 
known scholar of classical literature, has 
retired as chairman of Princeton Uni- 
versity’s Department of Classics. He is 
a brother of James Franklin Oates, tr. 
president and chairman of Equitable So- 
ciety. 

For past 34 years Professor Oates has 
been a member of the Princeton faculty 
and was largely responsible for estab- 
lishment of that university's Council of 
the Ifumanites. He will continue as 
chairman of the interdepartmental com- 
mittee which administers that Council. 

Unele Francis 
G. T. SHEFTALL NAMED 

George T. Sheftall, Augusta, Ga., has 
been named by Howard K. Holladay, new 
general agent at Boston, as director of 
training for that agency of N ational Life 
of Vermont. 


Continental Names Theisen 


Agencies Superintendent 
Continental Assurance appointed Je- 
rome J. Theisen superintendent of agen- 
cies, Mid-America department, it was 
announced by Robert B. Hamor, vice 
president and director of agencies. 
Mr. Theisen joined Continental As- 
surance in 1953 as an agency trainee. 


He was made an assistant superintendent 
of agents in the Mid-America depart- 
ment in 1956. He has an advance degree 
from North- 


in business administration 


Mass. Mutual Director 


E. Weldon Schumacher of Sturbridge, 
Mass., president of the American Optical 
Co., has been elected a director of Mas- 
sachusetts Mutual Life. He is also a di- 
rector of First National Bank of Boston, 
the Worcester County National Bank, 
Central Vermont Public Service Corp., 
the Kendall Co., National Safety Council 
and the National Industrial Conference 
Board. 





western University and is a graduate of 
LUTC and the Agency Management 
School. 




















The Chase Manhattan Tower at Dawn—Photo by Erich Locker 


Crown In Group Pensions 
The Crown Life of Toronto, announced 
its entry 


in the 


into the Group pension field 


United States. For the present, 
Crown will be concentrating on deposit 
administration, with sales and service 
facilities available through the company’s 
fourteen U. S. Group offices. 


long been 


Crown has 
active in Group life and 
health in the United States and has mar- 
keted all forms of Group insurance and 
pension plans in Canada for many years. 


What’s new on the financial horizon? 


Rising 60 stories above New York’s 
historic financial center, The Chase 
Manhattan Bank, in its new head 
office, stands ready to meet the 
banking needs of a vigorous Ameri- 
can economy. 


Behind the bright glass and gleam- 
ing metal of 1 Chase Manhattan Plaza 
is a single banking purpose—greater 
usefulness to individuals and busi- 
nesses in New York, the nation and 
the world. 

To best serve hundreds of thou- 
sands of customers, the new Chase 
Manhattan headquarters is staffed by 


skilled and experienced bankers 
backed by the most modern banking 
machines and facilities. Equally im- 
portant, its location in the heart of 
New York’s financial and trade cen- 
ter facilitates the efficient handling of 
all commercial and personal banking 
transactions. 

From the windows of 1 Chase 
Manhattan Plaza you look out upon 
the most active center of the nation’s 
finance. You see the Stock Exchange, 
the Federal Reserve, the Clearing 
House, numerous Commodity Ex- 
changes. You see the throngs and 
the activity, and you begin to under- 


stand why it is important for 
America’s leader in bank loans to 
business and industry to build bigger 
in this important area of American 
banking. 


THE 

CHASE 
MANHATTAN 
BANK 


Head Office: 1 Chase Manhattan Plaza 
New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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INSURANCE STANDS HIGH IN 
PUBLIC ACCEPTANCE 
No business is as conscious of the 
need for public acceptance as insurance 
and no business better exemplifies the 
objectives of “Jnvest-in-America.” A's 
Holgar J. 
stitute of 
in opening 


Johnson, president of the In- 
said this week 
Invest-in-America 


Insurance, 


National 


Life 


Week in Philadelphia: “The business 
community of the nation cannot afford 
to forget that public acceptability is one 


of the factors in a_ sound, 


growing economy.” 


important 
As further example of the awareness 
of insurance of the “Invest-in-America” 


John A 
Insurance Co. of 


Diemand, chairman 
North 
is a former chairman of Philadelphia In- 
vest-in-America Week and presided at 
this gathering of 500 business and finan- 


objectiv es, 


of the America, 


cial leaders 
There are only tw 


as Mr 
of individuals 


» sources of capital, 
Johnson pointed out, the savings 
and corporations; and a 


The 


proper 


system of forced savings via taxes. 


second method must be kept in 


balance, or it prevents freedom of action 
and freedom of choice Spending and 
saving are competitive but the America 
economic system has evolved with pri- 


mary emphasis on the freedom of the 


individual to make these economic 
must have, 
through 


vestment is a prime requisite of produc- 


choices. Savings we for capi- 


tal formation savings and in- 
tion, employment and economic growth 
The 


such 


American people by ownership of 


a large volume of life insurance has 


participated in an Investment-in-America 


on a vast scale. The premiums going 
into the reserves of life insurance com- 
panies have been put to work by those 


companies in promoting growth in all 





David R. Watt, Editor of “Home and 
Highway,” publication of the Allstate 
Insurance Companies, Skokie, Ill., has 
received a $100 award in the seventh 
annual nationwide Traffic Safety Awards 
Program, sponsored by American Asso- 
ciation of Industrial Editors. Mr. Watt’s 
entry won first prize in the Feature Story 
category. 


and 
try. Directly 


industry every region of the coun- 


and indirectly, the public 
acceptance of insurance has been one of 
the greatest factors in America’s devel- 
opment, sustained growth, and prospects 
for an even greater future. 

Mark R. Greene, who heads the de- 
partment ot Management, production 
and marketing in the School of Busi- 
ness Administration at University of 
Oregon has been appointed chairman of 
the 1961 Elizur Wright Award Commit- 


tee of American Association of Univer- 
sity Teachers of Insurance. The com- 
mittee annually recommends a_ book, 


article or other title for designation as 
an “outstanding original contribution to 
the literature of insurance.” The award 
carries a $500 honorarium. Members of 
the committee are John S. Bickley, O. D. 
Dickerson, Robert Hedges, Howard C. 
Launstein, Dan McGill, Grant Osborn, 
Oscar Serbein, Jr., and C. Arthur Wil- 
liams. 


“NALU Day at Gulfstream Park” 


underwriters and guests at one of the 


was 
country’s 








WILLIAM S. LIMING 


William S, Liming, manager of sales 
promotion and publicity for the 
division of Metropolitan Life, 
elected director of the American 
Industrial 


Group 
was 
Asso- 
Editors at its re- 
Joston. A 
organization, 


ciation of 
convention at 
member of the 
Mr. Liming served as president of the 
1956-57. He is a past 
Professional Industrial 
Association of New 


cent annual 


longtime 


\ssociation in 
p-esident of the 
Communications 
York. 

* * * 

Harold V. Tyne has been appointed 
general adjuster for General Adjustment 
Bureau at Newz irk, N. J. As a graduate 
of Seton Hall College and New York 
University, he holds degrees as a Bach- 
clor of Science and Master of Arts. 
Prior to joining the bureau at Jersey 
City, in 1946, he served in the United 
States Army with the rank of captain. 
Mr. Tyne has completed the Bureau 

susiness Interruption School and has a 
bred experience in the field of church 
losses as well as major public utility 


losses, 





cele brated by 


100 life 


This leisure 


approximately 
famed racetracks. 


time activity came as a climax to the 1961 NALU \Mid-Year Meeting, held at Ft. 


Lauderdale at the Galt Ocean 


Mile Hotel. 


CLU—extreme right—is shown presenting a silver cup to the jockey 


NALU President William E. North, 


and owner of 


the horse that placed first in “The Life Underwriter Handicap.” 


From left to right—R. B. “Tilly” 


Fla.; Mrs. Walker; 


of Pompano Beach, 
NALU; 
and Jockey Howard Grant. 


Walker, 
former NALU trustee who arranged the “NALU Day” 
Clifford Orr, 
Mrs. North; K. Knebelchamp, owner of the winning horse, ‘ 


New York Life, 
festivities 


CLU, 


Hollywood, Fila., 
Mrs. Clifford Orr 
former president of 


“Mark of Merit,” 


Gerhard D. Bleicken, senior vice pres- 
ident and secretary of the John Hancock, 
has been appointed a member of the 
National Defense Executive Board and 
as such will serve as director of stabili- 
zation for Massachusetts in the event of 
a war emergency, it was announced by 
Governor John A. Volpe of Massa- 
chusetts. Purpose of the board is to 
develop a readiness capability at state 
and local levels which will deal with the 
economic consequences of general war 


and massive attack upon the United 
States. 


x es 


Peter J. Campbell, vice president and 
agency director of the Peerless Insurance 
Co., was elected vice president of the 
Insurance Information Office of New 
Hampshire. He is also a director and a 
member of the executive committee. The 
Insurance Information Office of New 
Hz umpshire was formed two years ago as 
a public information arm of the domestic 
insurance industry of New Hampshire. 


a 


Robert L. Foster, Group supervisor of 
Metropolitan Life in Vancouver, is father 
of a son born last week who has been 
named Victor Leighton Foster. Mr. 
Foster’s wife was Olga Luengo, daughter 
of Victor Luengo of Mexico City. The 
baby’s other grandfather is R. Leighton 
Foster, Q. C., Toronto. 








WALTER W. STEFFEN 


Walter W. Steffen, second vice presi- 
dent of Lincoln National Life, Fort 
Wayne, Ind. has been nominated by 
the Council for International Progress 
in Management (USA), Inc. as one of 
two American insurance company offi- 
cials to conduct a two-week insurance 
seminar in Madrid, Spain, under the 
auspices of the International Coopera- 
tive Association, a subdivision of the 
U.S. Department of State. Under the 
joint sponsorship of the State Depart- 
ment, the CIPM, and Lincoln Life, Mr. 
Steffen will re present the life insurance 
aspect of the insurance business. An- 
other American, Stanley Staples, senior 
vice president of the Employers Mutual 
of Wausau, Wis., will represent cas- 
ualty insurance. "The seminar, which 
opened May 1, is attended by leading 
Spanish insurance officials. 

a * * 


Richard H. Elliott, manager of the 
general liability division of the ‘National 
Bureau of Casualty Underwriters, was 
guest of honor at a recent luncheon 
given by his associates in recognition 
of his 25 years of service with the 
bureau. William Leslie, Jr. general 
manager, presented Mr. Elliott with a 
gold watch in commemoration of the 
occasion. Mr. Elliott joined the Bureau 
on May 1, 1936 and became assistant 
manager of the general liability division 
in 1948 and manager in 1956. He was 
graduated from Rutgers University, B.S. 
degree, in 1935 and took post graduate 
work at New York University. 
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Publisher of Look 


Vernon C. Myers, publisher of Look 
Magazine in which insurance companies 
last year spent $3,104,378 in advertising, 
was appointed to his present post in 
January, 1952. 

A graduate of Missouri School of 
Journalism his first tie-up with Look was 
as director of visual research in Des 
Moines in 1938. In 1942 he became 
a member of the magazine’s advertising 
staff. Entering the Army in 1943 he 
was with the 20th Air Force on Guam 
as a public relations specialist. 

In 1949 he was named Look’s West 
Coast advertising then 


manager, was 
transferred to New York to become 
promotion manager of Look. In 1947 


he was made assistant to the president of 
the magazine. In January, 1951 he be- 
came a_ vice president of Cowles Maga- 
zines, Inc., which publishes Look, and 
in the following year was elected pub- 
lisher. He went on the board of directors 
of Cowles Magazines in 1953. 

Mr. Myers has been chairman of pub- 
licity and advertising committees of 
numerous fund-raising and philanthropic 
drives; is a member of the National 
Municipal League Council and of the All- 
America City Jury which annually selects 
the All-America cities in the award oper- 
ation sponsored by the magazine and 
National Municipal League. 

A a 


Meeting of U. S. Chamber 


The 49th annual meeting of the Cham- 
ber of Commerce of the United States 
being held this week is one of the blunt- 
est spoken gatherings of this group of 
business people held in some time as 
there are so many topics which are wor- 
rving members. Theme of the sessions is 
“Progress through Voluntary Action and 
Freedom.” Such issues were discussed 
as citizenship responsibility, Communist 
economy offensive, health care for the 
aged, role of Government in our society, 
and labor problems. 

Of decided interest to everybody in 
insurance finance and trade is taxation. 
In a statement the Chamber says it is 
fighting for a comprehensive overhaul 
of “our Jerry-built tax structure so as to 
stimulate investments and promote the 
growth that will help the entire econ- 
omy.” 

After discussing the Cuban situation a 
publication of the Chamber calls attention 
to a pleasant contrast—relations of this 
country with Canada. Says the Cham- 
ber’s paper: 

“Our country’s troubles with Castro’s 
Cuba underscores, by contrast, the fine 
relations we have enjoyed for years with 
our neighbor to the north — Canada. 
Not only are the U. S. and Canadian 
governments staunch political allies, but 
the ties between our two nations have 
contributed to the economic growth of 
both. 

“The United States and Canada are 
each other’s best customers. It is to the 
mutual advantage of both economies to 
keep minor frictions from disturbing this 
fine record of cooperation, especially in 








view of the threat of Communist econ- 
omic penetration into the Western 
Hemisphere. 

“But as is the case with old friends, 
misunderstandings occasionally develop. 
To keep these misunderstandings at a 
minimum, the National Chamber and the 
Canadian Chamber of Commerce have 
joined in sponsoring the Canada-United 
States Committee, which was set up in 
1933 to promote good will between busi- 
nessmen of both countries.” 

* * a 


Century-Old Error in Policy on 
Lincoln’s Home Found by N. J. 
Agent 

A century-old error in the fire insur- 
ance policy on Abraham Lincoln’s home 
has been uncovered by an alert New 
Jersey man and the Hartford Fire In- 
surance Co. When the now famous 
Hartford Fire policy was made out by 
agent James A. Hill on February 8, 1861, 
just three days before Lincoln’s de- 
parture for Washington to be in: 1ugu- 
rated President the company insured his 
home in Springfield, Ill. for $3,000. Other 
buildings on the property were insured 
for an additional $200. 

The insurance policy on the 
described in long hand, specified meas- 
urements of 22 by 24 feet for the rear 
of the dwelling. Martin R. Infante of 
Lodi, N. J. questioned the dimensions 
in a letter to President James C. Hullett 
of The Hartford Insurance Group after 
he had seen one of the thousands of 
facsimilies of the Lincoln policy that 
have been distributed by The Hartford. 

Mr. Infante believed that an error had 
been made in the original policy and the 


house, 


rear dimensions of Lincoln’s house 
should have been 32 by 24 feet, rather 
than 20 by 24. President Hullett re- 


quested the company’s Western depart- 
ment staff to check. Armed with steel 
measuring tapes, Special Agents Harry 
L. LaMasters and Edward J. Lehmann 
of the Hartford’s Springfield office 
visited Lincoln’s home. 

After personally measuring the house 
and conferring with the custodian, they 
confirmed \Mr. Infante’s suspicion; rear 
dimensions written in the original Lin- 
coln policy were 10 feet in error. 

The 100-year-old mistake went un- 
noticed, coincidentally, until this year, 
the beginning of the Civil War Centen- 
nial observance. 


* * * 
Two Motels in Times Square Area 
Two motor 


hotels, the first in the 
Times Square area, are included in the 
expansion plans of Loew’s Theatres, Inc., 
according to Laurence Alan Tisch, chair- 
man of the board and chief executive 
officer of Loew’s. The 600 motor hotel 
rooms to be added to New York City’s 
guest facilities will be in addition to 
the 2,800 conv entional rooms to be con- 
tained in two Loew luxury hotels now 
under construction: the 800-room Sum- 
mit on East 5lst Street and Lexington 
Avenue, opening in July; and the 2,000- 
room, 50-story Americana of New York, 
on Seventh Avenue, between 52nd and 


53rd Streets, scheduled for completion 
in August, 1962 

Ground was broken on Eighth Avenue 
between 5lst and 52nd Streets for Loew’s 
Motor Inn, an 11-story, 300-room motel 
to be erected on an L-shaped plot. Com- 
pletion date has been set for April 1, 
1962. An in-hotel garage, ramped, with 
self-parking facilities on three levels, will 
connect via high-speed elevators with 
guest quarters above. A twin operation, 
to be known as Loew's Midtown Inn, 
will be on Eighth Avenue between 48th 
and 49th Streets. It will also be 11 stories 
high, provide 300 guest rooms and an 
equal number of parking locations. The 
new motor hotel will be ready for oc- 
cupancy August 1, 1962. 

The two motor hotels will be built by 
Diesel Construction Co., the firm cur- 
rently engaged in building five Manhat- 
tan structures, including the Pan-Am 
building at Grand Central and the Sum- 
mit and Americana Hotels. 

* * * 


Nationwide’s Motels 


The Nationwide Development Co., an 
affiliate of Nationwide Insurance, Colum- 
bus, Ohio, is launching this month a 
third motor hotel venture. The latest 
one, scheduled to be opened in Nash- 
ville, is located two miles from the cen- 
ter of the city. It will be operated by 
the Pick Hotels Corporation which also 
operates Nationwide Inn in Columbus, 


which was opened last May. The first 
Nationwide development in the motor 


hotel field was Lincoln Lodge. 

President Murray Lincoln says oppor- 
tunities for mutual investments in the 
suburban hotel field are being considered 
by Nationwide and Pick. 

ener 
Donovan Named Regents Chairman 


James B. Donovan of the New York 
law firm of Watters and Donovan, has 
been chosen chairman of the St. Francis 
College Council of Regents. 

In his role as chairman of the college’s 
development council, he will coordinate 
and plan the efforts of the 35 Regents. 


The lay advisory group includes three 
board chairmen, five corporation presi- 
dents, four corporati on vice presidents, 


two bank presidents, three bank vice 
presidents, six attorneys, civic leaders and 
educators. 

The St. Francis College Council of 
Regents was founded so that the mem- 
bers may aid and counsel the administra- 
tion (1) on effective means for closer 
ties between the college and the Greater 
New York Community and (2) on its 
approach for corporate and foundation 
support Such assistance will implement 
continued physical plant and curriculum 
expansion, faculty growth and increased 
student enrollment and aid. 

St. Francis College, Brooklyn, 
accredited under-graduate 
College for men, 


a fully 
Liberal Arts 
now has an enrollment 
of 1.100 students in day and evening 
sessions. Courses are given leading to 
Bachelor of Arts, Bachelor of Science 
and Bachelor of Business Administration 
Degrees. 

The college was first chartered by the 
State of New York in 1884 but its origin 
dates back more than a century when 
the Most Reverend John Loughlin, first 

3ishop of Brooklyn, invited the Irish 
congregation of the Franciscan Brothers 
to undertake the education of young men 
in his diocese. On September 16, 1858 
the Brothers, in response to this invita- 
tion, opened the first classes of “St. 
Francis Academy” in which the college 
had its origin. 

x * 
Revocation of Drivers’ Licenses 


The Hartford Courant devotes half a 
column of editorial comment based on 
the fact that some legislators are now 
engaged in revoking licenses of drivers 
convicted of speeding. It has been argued 
that “in the Anglo Saxon” tradition 
such revocation should be made by the 
courts rather than an administrative 
body. The Courant doesn’t agree. 

Admitting that methods and practices 
of some Motor Vehicles Commissioners 
may need to be reviewed in order to see 
if they are working justly and effectively 
that newspaper feels that to assail the 
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general practice of administrative action 
on revocation for speeding is either non- 
sense or else an insidious attempt to 
weaken the highway program. A para- 
graph of the editorial follows: 

“Those who oppose the cur-ent practice 
are smart enough to say that they are 
not assailing the idea of highway safety. 

“They merely want penalties ‘tailored’ 
to the individual offense. Actually every 
motorist involved has already had his day 
in court. The license isn’t lifted until 
after the court has convicted him, and 
presumably the penalty for his offense 
has been tailored by the court. As for 
the fuzzy reasoning of those who see a 
right to drive a car inherent in our 
motorized way of life, that is a contra- 


diction in terms. No one has to be 
licensed to enjoy his fundamental Anglo- 
Saxon rights. But everyone must be 


licensed to drive a car, if our automobile 
age is not to be even more mur derous 
than it is. True, it is increasingly neces- 
sary to drive a car if we are to get to 
and from work conveniently. But there 
is no more of a right to drive than there 
is a right to fly a plane.” 

* * * 

Comment on Nuclear Ships 

The annual report of Lloyd’s Register 
of Shipping is always widely read in 
marine circles. In its rules and regula- 
tions it calls the application of nuclear 
energy the most revoluntionarv devel- 
opment last year. Along that line the 
report says: 

“In 1960, the society’s 200th anniversary 
it issued rules for the construction and 
classification of nuclear ships. These are 
the first rules for nuclear-powered ships 
published by any organization in the 
world. Although entitled ‘Provisional 
Rules for Nuclear Ships,’ specific and 
detailed requirements are given for 
materials, longitudinal strength of hull, 
pressure vessels and components, reactor 
engineering and control, and the provision 
of emergency power. All requirements 
will be subject to continuous review, and 
the purpose in publishing them at this 
time is to provide guidance in the new 
technology. In this form the provisional 
rules give plenty of scope for  dedanets 
to submit original ideas.” 

Discussing shipbuilding itself the Reg- 
ister’s report says in part: 

“Examination of the division of import 
and export tonnage amongst some of 
the leading shipbuilding countries dur- 
ing the past 10 years f Rinse that Japan, 
Germany and Italy have required virtual- 
ly no imported tonnage and the former 
two are by far the largest suppliers for 
export, with Sweden leading the re- 

(Continued on Page 28) 

















May 5, 1961 








Hanover Presents 
Merger Plan Details 


DORRIS EXPLAINS ADVANTAGES 





Officers and Disectens Following Merger 
Listed; Assets $151,300,000 on Pro- 
Forma Consolidated Basis 


Stockholders of the Hanover Insurance 
Co. of New York 
meeting May 25 at the 
vote upon a proposal to merge the Mas- 
sachusetts Bonding and Insurance Co. 
into the Hanover. President James L. 
Dorris, in a statement to stockholders, 


will hold a special 


home office to 


L. DORRIS 


JAMES 


says that “the management and board 
7 directors believe this merger to be 
in the best interest of your company, and 
mutually beneficial to both companies. 
This proposal i is being made after careful 
study of the advantages inherent in the 
consolidation of the two companies. 
“The general lines of business written 


by the Hanover and Massachusetts 
Bonding are complementary. Massa- 
chusetts Bonding writings are primarily 


in the casualty lines while those of the 
Hanover are largely in the fire and allied 
classifications. The pr yposed merger will 
enable the company to provide increased 
facilities and improved services to agents 
and policyholders which, it is anticipated, 
will improve its position and enable it 
to meet the demands of the increasing 
insurable values in today’s expanding 
economy. It should level out year to year 
operating results through further diver- 
sification of writings and exposures. 


Many Opportunities for Economies 

“The enlarged company resulting from 
the consolidation will permit more ef- 
ficient use of electronic data processing 
equipment and will offer to management 


many opportunities to reduce operating 
expenses ae to augment its activities 
in the field of sales analysis as an aid 


in the canenaie m of sound business devel- 
ooment programs. 

“It is contemplated that Hanover will 
pay a regular quarterly dividend of 50¢ 
per share prior to the effectiveness of the 


merger. It also is presently contemplated 
that, if the merger becomes effective, the 


continuing corporation will sell publicly, 
through an underwriter, 150,500 shares of 
its authorized and unissued stock as 
soon as practicable thereafter, in order to 
replenish funds expended by Hanover in 
acquiring 150,500 shares of the stock of 





Massachusetts Bonding, which shares are 
to be cancelled when the merger becomes 
effective. 

“If the merger becomes effective it is 
planned that the first dividend payment 
made by the continuing corporation will 
be in October, 1961, and if such 150,500 
shares are sold, that the amount of such 
dividend payment would be 55¢ per share, 
which, if continued on a quarterly basis, 
would be at an annual rate of $2.20 per 
share. Further dividends will be depend- 
ent upon action by the board of directors 
of the continuing corporation in the light 
of earnings, financial conditions and 
others factors. You will recall that 1960 
marked the 108th consecutive year in 
which your company has paid dividends. 

“The merger is subject to the approval 
of the stockholders of both companies, 
procurement of all regulatory consents 
and approvals and the satisfaction of all 
requirements prescribed by Law that are 
necessary to the consummation of the 
merger, and certain other conditions. 
If these approvals are obtained and con- 
ditions met, it is contemplated that the 
merger will become effective at the close 
of business June 30th, 1961,” 


Consolidated Balance Sheet 


The Hanover states that assets of the 
continuing company, on a pro- forma con- 
solidated balance sheet, giving effect as 
of December 31, 1960, to the proposed 
merger of Massachusetts Bonding, were 
$151,299,697 and the policyholders’ sur- 
plus, made up of capital stock and 
surplus, was $39,148,946. Estimated un- 
paid losses and claims were $48,385,103 
and unearned premium reserve $47,731,- 
620. 

It is stated that the following shall be 
executive officers of the continuing cor- 
poration, the Hanover, each to hold office 
until his successor shall be elected and 
shall qualify: 

Donald Falvey, honorary 
board; A. Lawrence Peirson Jr., chair- 
man of board; James L. Dorris, porver 
dent and principal executive officers; C. 
Waldo Lovejoy, and Paul H. Barr, senior 
vice presidents; Roland W. Hahood, fi- 
nancial vice president; Herbert H. Metz- 
ger, corporate secretary; Nelson R. 
Lyon, treasurer. 


chz pores of 


Directors After Merger 


Directors of the Hanover, after the 
merger, will number 19, and in the first 
instance the board members will con- 
sist of the following: 

F. J. Andre, chairman of the 
Congoleum-Nairn, Inc.; Marus E. Con- 
rad, vice president, Chase Manhattan 
3ank; Andrew F. Derr, Jr., director, 
Francis C. Carr-Fox & Pier, Inc.; James 


board, 
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Consultants and 


best. 











Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


Miller Nominated N.Y. Board Pres. 


Harry W. Miller, prominent general 
United States attorney for the Commer- 
cial Union-North British Group, has 
been nominated for president of the New 
York Board of Fire Underwriters to 
succeed Harry J. Landen of the Spring- 
field Fire & Marine. Stuart H. Richard- 
son, resident the St. 
Paul for vice 


vice president of 


Fire & Marine, is slated 





HARRY W. 


MILLER 
president, the post Mr. Miller has been 
holding for the last year. 

E. C. Niver is nominated for secret ary 
end treasurer; Stanton E. Small and 
John f. McGovern for assistant secre- 


L. Dorris, president of Hanover; Donald 
Falvey, chairman of the board of Mas- 
sachusett's; H. Frederick Hagermann, Jr., 
president State Street Bank and Trust 
Company; Henry E. Kingman, president 
Franklin Management Corporation; Otto 
E. Koegel, partner, Royall, Koegel & 
Rogers; C. Waldo Lovejoy, senior vice 
president of Massachusetts; Clinton S. 


Lutkins, partner, R. W. Pressprich & Co. 
Also Roland W. Mahood, vice pres- 
ident of Hanover; Arthur J. Morris, 


member executive committee, Emigrant 
Industrial Savings Bank; A. Lawrence 
Peirson, Jr., president of Massachusetts; 
Paul T. Rothwell, chairman of board of 

Jay id Milling Co.; John P. Sullivan, 
president, Mutual Investment Fund, Inc.; 


Henry R. Sutphen, Jr., president, Amer- 
ican Irving Savings Bank; Henry C. 
Valcour, Fairfield & Ellis, Boston; James 


Stevens & 
president, Wil- 
San Francisco. 


N. White, partner, Scudder, 
Clark; Brayton Wilbur, 
bur-Ellis Co., 
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taries, and Arthur J. Regan for assistant 

treasurer, The annual meeting will be 

held on Wednesday, May 10. 
Committees 


For members of committees the fol- 
lowing have been nominated: 


Finance: Ashby E. Bladen, C. Lloyd 
Blanchard, Charles M. Close, James L. 
Dorris, Norman C. Frost, J. L. Magen- 


heimer, Alan O. Robinson. 


Fire Patrol: John R. Barry, W. L. 
Nolen, Leonard O’Neill, G. ‘Leycester 
Parker, George C. Peacock, Walter D. 
Sheldon, William C. Simpson. 

Losses and Adjustments: F. G. Bus- 
well, Richard P. Halley, i E. Hen- 
derson, William Keller, Jr., J Y f McCor- 
mick, W. A. Miner, George Thomas, 
David K. Tuttle, George D "Vail, r 


J. H. Washburn, R. C. Williams. 

Fire Prevention and Water Supply: 
William H. Berry, Matthew S. Dunne, 
E. F. Henn, Thomas E. Maddams, 
Claude S. Nunn, William A. Waters, 
John C. Weghorn. 

Electricity: Wallace H. Cowan, Arthur 
F. Gronbach, John Kean, Jr., William C. 
Richardson, Raymond G. Shepard, L. I. 
Templeman, Ernest L. Weissert. 

Public Relations: William Bernhard, 
Clarence A. Borst, R. W. Daum, Milton 
W. Mays, Albert E. Mezey, W. E. 
Taefiner, Fred Wrenn. 


Fire-Casualty Prospects 
Favorable, Says Value Line 


A generally favorable earnings back- 
ground is apparent in the fire and cas- 
ulaty insurance industry, The Value Line 
Investment Survey says. 

Investment results, the Survey points 
out, have been excellent. Market ap- 
preciation in equities has built up asset 
values substantially during the past six 
months, while a relatively high interest 
rate structure has fashioned sizable 
gains in investment income of the fire 
and casualty insurance companies. 

‘hen too, the Value Line Survey con- 
tinues, carrying-forward losses from the 
period of cyclically low underwriting 
results (1956-58) are shielding many com- 
panies from income tax liability. Another 
favorable factor is that the growing 
participation in life underwriting by a 
number of the fire-casualty insurers is 
broadening their prospects for earnings 
and asset expansion in the coming decade. 

On an overall basis, the Value Line 
Investment Survey looks for a continu- 
ance of last year’s upward earnings 
trend in 1961 and well into the 1960's 
for the fire and casualty insurance com- 
panies. 


SEUA to Meet May 


_The 79th annual meeting of the South- 
Eastern Underwriters Association will be 


held May 16 in the Atlanta Biltmore 
Hotel at Atlanta. John P. Woodall is 
manager. Walter J. Christensen, Amer- 


ica Fore Loyalty Group, serving his sec- 
ond term as president, will preside. 

Thomas E. Sims, Jr., Fund Insurance 
Companies, Atlanta, vice president and 
chairman of the executive committee, 
will report on the year’s operations. 
Officers for the following year will be 
elected. 


Shamblin Joins LLI. 


J. Carroll Bateman, general manager 
of Insurance Information Institute, an- 
nounces appointment of Kent Shamblin 
as assistant director in the midwestern 
office at Chicago. Mr. Shamblin goes to 
III. from the Danville, Ill, plant of 
General Electric where he was engaged 
in all phases of public relations activity. 

A graduate of Oklahoma State Univer- 
sity, he received his M. S. degree from 
Medill School of Journalism, North- 
western University. 

Walter G. 


He will assist Dithmer, 


midwest regional director of the institute, 
specializing in press relations and speak- 
ers bureau development. 
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Bunting President of 
General Agents’ Assn. 

NEARLY 300 AT CONVENTION 

Retiring Pres. Penington Talks on Add- 


ing Life Insurance to Services; 


Many Speakers are Heard 





John A. Bunting of San Francisco 
was elected president of American As- 
sociation of Managing General Agents 
for 1961-62 at the 35th annual convention 
held at Camelback Inn, April 24 to 26. 
He is a partner in the Pacific Coast 
general agency firm of Rathbone, King 
& Seeley. 

Others officers elected are: vice presi- 
dents, George W. Hardin, Jacksonville, 
Fla., and John H. Crowther, Minneapolis ; 
executive committee, Alvin Shepherd, 
chairman, New Orleans; Langdon C. 
Quin, Jr., Atlanta; Aymar W. Marshall, 
Newark; and Reed Penington, Denver. 
Britton L. Udell of Phoenix, who was 
re-elected secretary-treasurer but will be 
retiring soon from the general agency 
ranks, will serve until a successor is 
named. 

With an attendance of nearly 300, the 
three-day meeting at Phoenix had the 
theme: “Pattern for Progress—The 
Better Way.” Speakers and panels gave 
consideration to problems confronting 
the insurance industry—and managing 
general agents, in particular. An op- 
timistic attitude was voiced by many 
members of the association in expressing 
their determination to continue the long 
record of successful general agency 
operation in this country. 


Urges Adding Life Insurance 


President Reed Penington, who pres- 
ided, strongly advocated the considera- 
tion of general agents to adding life 
insurance to the multiple coverages serv- 
iced by their offices. He pointed out: 
“Nearly 175 life companies are now af- 
filiated with fire-casualty groups. Of the 
25 largest fire-casualty fleets, 21 have 
a life company. They are ene a big 
volume too, as last year 16% of the 
total life business was produced by such 
affiliated companies. Our type of agents 
are just getting started in the life busi- 
ness—they can excel in handling this 
coverage.” 

That there are greater opportunities 
than ever before in the “partner relation- 
ships” of managing general agents and 
the companies they represent in “taking 
positive, efficient and intelligent action,” 
was stressed by Trescott A. Long, United 
States manager of The London Assurance 
Group. He said that “the managing 
general agency system has always played 
an important part in the great American 
insurance industry, and it will always be 
an integral part of it. Your own associa- 
tion is renowed for the role you have 
played in the modern i insurance world.” 

Mr. Long added: “The managing gen- 
eral agent has access to the facilities of 
all companies represented, and because 
of the compact area supervised. an ex- 
tremely efficient and economical organ- 
ization can be operated. All business 
faces intense competition and a growing 
squeeze on profit. The use of common 
sense and good judgment in underwriting 
and production is paramount in our re- 
lationships.” 

Porter Ellis of Dallas, president of 
National Association of Insurance Agents, 
urged the members of AAMGA to dedi- 
cate their efforts to solving problems 
by affirmative action. He indicated a 
lack of sympathy for those persons who 
continually view with alarm. 


Kirschner P. R. Counsel 


Announcement was made by President 
Penington of the appointment of Herbert 
H. Kirschner, San Francisco, as public 
relations counsel for the American As- 
sociation of Managing General: Agents. 
Mr. Kirschner heads a firm which has 
served the insurance industry for 38 
years, handling national and regional 
advertising and public relations accounts. 
He also was a speaker on the convention 
program. 


“The Anatomy of an _ Insurance 
Agency” was the topic of a talk on plan- 
ning and producting for profit by Albert 
R. Peters, New York, manager of the 
agency systems department of Royal- 
Globe Insurance Group. 

The scope and progress of safe driver 
automobile insurance plans in 37 states 
throughout the nation was reported in 
a discussion by John J. Savage, San 
Francisco, Pacific Coast manager, Na- 
tional Bureau of Casualty Underwriters. 

Newly-elect President Bunting, as the 
past year’s executive committee chair- 
man, reported on projects of the associa- 
tion. He commented: “Of extreme im- 
portance in this competitive business of 
ours is reduction in costs at the agency 
and general agency levels. Business must 
be done properly and efficiently at its 
source. It must be correctly written and 
so processed that it will be subject to 
only minimum handling at home office 
level. It is a common problem and should 
be the subject of constant research and 
effort. 

“Prominent in our objectives as gen- 
eral agents in the statement that we are 
‘for the perpetuation of the American 
Agency System.’ There jis stabilitv 
and growth in our ranks, and we offer 
an excellent market to the company that 
chooses to develop its business through 
our medium.” 

Guests Speakers 


Among guest speakers at the conven- 
tion were. Louie E, Throgmorton, Dallas, 
vice president Republic National Life; 
and Millard Bennett, New York, author 
and lecturer on salesmanship. 

Panel discussions, with audience par- 
ticipation, covered the subjects of inside 
office procedure, general accounting— 
including machine operations, and devel- 
opment of agencies and volume. Panelists 
were: Ronald N. Richards, San Fran- 
cisco; Howard T. Shepherd, Little Rock; 
Charles W. Homer, San Francisco; 
Thomas Roth, oe J. H. Crowther, 
Minneapolis; Paul Strickland, Albu- 
querque; Wm. A. Marbury, Ruston, La. 

The 1962 annual convention of AAMGA 
will be held at the Greenbrier hotel, 
White Sulphur Springs, W. Va. 


DAVID HINCKLEY DIES 
David Hinckley, retired assistant sec- 
retary of the Eastern Underwriters As- 
sociation since 1941, died at his home 
in Basking Ridge, N. J., last month, in 
his 90th year. 


Beers Asks Industry Cooperation 
To Gain Greater Public Confidence 


A strong appeal for units with'n the 
insurance industry to forget their in- 
ternal squabbles and get together to 
work to merit greater public confidence 
was made by President Henry S. Beers 
of the Aetna Life Affiliated Companies 
when he addressed several hundred 
brokers and others attending the 63rd 
anniversary luncheon of the Insurance 
Brokers’ Association of the State of 
New York, Inc., held April 26 at the 
at the Hotel Pierre in New York City. 

President Thomas W. Sweeney of the 
brokers’ association presided and others 
on the dais included Newell G. Alford, 
Deputy Superintendent of Insurance 
Alexander Heid, Jr., first vice president: 
John T. Harris, Jr., second vice presi- 
dent; George H. Ort, executive vice 
president; Thomas R. Duthie, secretary, 
and S. Stanley Gray, treasurer. 

Mr. Beers feels that by joining to- 
gether on an industry bas’s with the 
purpose of operating the insurance busi- 
ness well, including making an under- 
writing profit, better public support can 
be achieved. He cited specifically the 
Insurance Information Office of Connec- 
ticut which he said has been doing “ex- 
cellent work” in the few years it has 
operated. He stated this office has been 
most helpful in bringing various seg- 
ments of the industry together in that 
State. 

Creat'ng a favorable public opinion is 
a necessity President Beers declared, 
when one realizes that insurance is a 
business developing about 34 billion dol- 
lars of premiums annually, and this is 
growing at a rate of 8% a year. Such 
is gratifying, he said, but could be im- 
proved. About 14 billions come from 
life insurance, around six billion from 
automobile and 15 billion from general 
property-liability lines. Most active and 
turbulent of the coverages, with many 
difficult problems involved, is health in- 
surance, President Beers said. Yet he is 
proud of the way the companies are tak- 
ing calculated risks in this field, with new 
plans and policies, with the interest of 


policyholders today being held para- 
mount. Rare ‘ 
In the property-liability ficld, Mr. 























Independent Agent 
Personal Attention 
DOES make a 


Gia) DIFFERENCE ! 


That applies to Personal Attention of Company Field- 
men, too. We invite you to try “our brand” of field service. 


HALT Terres 




















THE LONDON ASSURANCE GROUP 


THE LONDON ASSURANCE 
THE MANHATTAN FIRE & MARINE INSURANCE CO. 
GUARANTEE INSURANCE CO. 


MULTIPLE LINE 
NATIONWIDE 
FAST SERVICE 


Executive & Regional Offices 


111 John St., New York 38 - 


550 Kearny St., San Francisco 8 


Branch Offices in Chicago and Los Angeles. Service Offices and 
General Agents in Principal Cities throughout the United States 


Producers who work with us say: “Very Good People to Deal With” 


Fabian Bachrach 
HENRY S. BEERS 


Beers sees a good growth record and 
also a present switch to underwriting 
profits, even though the first quarter of 
1961 may develop a “little red ink.” Deep 
cleavages in operating methods and phil- 
osophies complicate competitive activity 
and cause some apprehension, he con- 
tinued. Mr. Beers tinds the public often 
impatient with intra-insurance squabbles 
and the image of insurance to the public 
could be improved, he stressed, by 
stronger industry-wide cooperation. 

As further examples of progress m: ide 
by joint endeavors, Mr. Beers cited thi 
Highway Safety Institute, widely sup- 
ported and working in the public inter- 
est, and National industrial Committee 
on Assigned Risk Plans, seeking better 
auto licensing laws, eutetcomieel of sta- 
tutes and other means for reducing 
highway accidents; and the Industry De- 
fense Committee, working to cut fraud 
and collusion in claims procedures. Mr. 
Beers supports all moves to promote thx 
effectiveness of the insurance premium 
dollar, which are in the public interest 
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Royal Offers to Buy 


Two Canadian Insurers 

The Royal Insurance Company, with 
headquarters in London, has offered to 
buy shares of two 100-year-old Canadian 
insurance companies. The company has 
offered $153 each for shares of the West- 
ern Assurance Company and $194.39 each 
for shares of the British America As- 
surance Company. The total price would 
be $43,000,000. 

A statement from the Royal said di- 
rectors of the companies, who control a 
majority of the shares, had accepted the 
offer and had recommended it to the 
remaining shareholders. The Western- 
British America group has unified man- 
agement and identical directors. 

The Royal has premium income from 
world-wide operations of $400,000,000 a 
year and the London and Lancashire In- 
surance Company, Ltd., which it ac- 
quired recently, has premium income of 
$100,000,000 a year. 

British America has its head office 
here, while the head office of Western 
Assurance is at Hamilton, Ont. 





THREE MORE HEAVY STORMS 

Three severe wind and rain storms have 
caused serious damage in north Texas 
and Oklahoma. They are rated as 
catastrophes by the National Board of 
Fire Underwriters as damage exceeds 
$1,000,000 in each storm. They occurred 
on April 30 
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1906 Fire, Earthquake Remembered 


As America continues to burn itself 
up at the rate of one billion dollars a 
vear for the fifth consecutive year, San 
Francisco’s fire and earthquake of April 
18, 1906, 55 years ago, still remains the 
granddaddy of all American property 
lamage fire disasters, the Insurance In- 
formation Institute states. 

Estimated damage topped $350 million, 
f which $220 million_was paid for by 
insurance companies, Clyde M. Marshall, 
Triple I spokesman and San Francisco 
insurance executive, stated. 
the proudest pages in the 
any American industry was 
during that time by the insur- 
ance industry. Funds provided almost 
immediately by 243 separate insurance 
-ompanies enabled San Francisco to 
begin rebuilding at once. Although many 
rds were destroyed in the fire, almost 

contract was honored by the fire 
ance companies 


“One of 
history of 


written 


reco 
wanes 
insur 

“One blessing did develop as a result 
the San Francisco fire.” Mr. Marshall 
said. “The shock of this tremendous 
catastrophe taught the value of protec- 
ion through insurance and fire preven- 
ion measures.” 

The absolute need for adequate fire 
prevention and protection, so dramatical- 


ly “pushed” by the San Francisco fire, 
were readily apparent as far back as 
1666 when the Great Fire of London 
caused Dr. Nicolas Barbon to establish 
the world’s first fire insurance company 

in Lond yn the following year 
3y 1752 the first fire insurance society 
survive in America had been estab- 
lished, w ith Benjamin Franklin heading 
e list directors, laying the founda- 


tion for San Francisco’s distant recon- 
struction,” Mr. Marshall said 





New Educational Movie 
For Claims Adjusters 


“The yw That Pays” is the newest 
raining film release sponsored by Cal- 
vert Fire neler Co., Motors Insur- 
ance Corporation, Nationwide Mutual, 


State Farm Mutual Automobile and Vale 


Technical Institute. Coming as another 
in the series which will eventually cover 
important facets of auto insurance dam- 
age claim adjusting, this 27 minute 16 
MM. sound-track film takes its place 
besides its two contemporaries, “Esti- 
mz atics in Action” and “24-Karat Sal- 
vage 

Filmed at Vale Technical Institute’s 
school for training insurance company 
auto damage claims adjusters in Blairs- 
ville, Pa. “The Plus That Pays” was 
produced on a non-profit basis by the 


spons Prints of the 
all interested com- 
e sz ame no- profit basi S 


ring companies 
films are available to 
panies on th 


The basic premise of this picture points 
up the need for sound, fundamental sell- 
ing principles to be applied to the han- 
dling of auto damage claims. It empha- 


sizes the serious consequences that may 
and usually do arise when an untrained 
adjuster deals with repairmen and policy- 
holders 
Constructively, the film shows dra- 
matically how a "ken wledge able adjuster, 
applying modern sales techniques, mzkes 
friends, builds new business for his com- 
pany, and satisfies policyholders. Prints 
can be purchased, or requested for man- 


agement preview prior to purchase by 
writing to Vale Technical Institute, 
Blairsville, Pa 


SOBELSOHN SCHOOL 
Sobelsohn School, at 165 West 46 
Street, New York City, announces the 
schedule of classes in insurance and real 
estate for the coming Summer term. The 
insurance course begins on Monday, May 
15 and will meet on Mondays and 
Wednesdays to prepare and qualify can- 
didates for the September i insurance bro- 
kers examinations in New York State 
and New Jersey. The tuition fee which 
includes all texts and materials, is $89. 
Classes meet from 6:30 to 9:30 p.m. 


The 


“The philosophy of developing physical 
and financial protection from fire losses 
spread slowly until October, 1871 when 
the Great Chicago fire reduced that city 
to a $175 million loss and a smoldering 
object lesson for the rest of the country. 
It served to focus public attention on 
the great need for sounder construction 
in big cities, and eventually led to the 
creation of Fire Prevention Week, ob- 
served each year during the second week 
of October.” 


Gerber Warns on Illegal 


Stock Promotion Schemes 


Illinois residents are warned by the 
Illinois Department of Insurance to be on 
the alert for certain illegal stock promo- 
tion schemes. The general plan, accord- 
ing to Joseph S. Gerber, Illinois Director 
of Insurance, is for promoters to sell 
“pre-incorporations” subscription agree- 
ments for the purpose of raising funds 
to form a business corporation. ‘ 

Mr. Gerber said persons are being 
induced to purchase these agreements 
under the pretense that the new corpora- 
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“WE PICKED UP OUR CAR 
AT THE DOCK...” 
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John J. Geary 


Midwest Supervisor 


A week later an accident occurred. Strange laws, strange 
customs and a strange language all combined to ruin a vaca- 
tion—because normally adequate insurance didn’t provide 


proper protection. 


A familiar story for many Americans traveling abroad. But, 
through AFIA you can protect your clients and prospects 
with automobile insurance that complies with the laws of the 


countries they plan to visit. 


And, with AFIA’s new single- 


package Foreign Travel Insurance Policy, you can include 
indemnification for Personal Liability, Travel Accident, Per- 
sonal Effects and other important coverages. This policy and 
AFIA’s team of trained experts assure your clients of sound 
protection and assistance anywhere in the free world. 














AMERICAN FOREIGN INSURANCE ASSOCIATION 


161 William Street « 
CHICAGO OFFICE . 


New York 38, New York 


- Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 


fe 2 oe a 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
HOUSTON OFFICE.......... The Century Building, 2120 Travis Street, Houston 2, Texas 


3400 West Sixth Street, Los Angeles 5, California 


SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, California 


WASHINGTON OFFICE.... 


Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


An association of leading American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 





tion is being formed for express purpose 
of either establishing a new insurance 
company or of buying the charter of an 
inactive insurance company. The control 
of the sale of any such ‘ ‘pre-incorpora- 
tion” subscription agreements in a cor- 
poration other than an insurance com- 
pany is not within the jurisdiction of the 
Department of Insurance, Mr. Gerber 
pointed out. 

He said the public is being deluded into 
believing they are purchasing a direct 
interest in an insurance company which 
has compiled with the laws relating to 
the organization when, in fact, they are 
not. 

“When an insurance company is or- 
ganized, certain legal requirements must 
be met by the incorporators and only 
after a thorough examination of all 
documents submitted and the general 
plan of operation of the proposed insur- 
ance company, is a permit issued by the 
Department authorizing the company to 
solicit subscriptions to its capital stock,” 
Mr. Gerber continued. 


1961 Fire Losses Up 12% 

Estimated fire losses in the United 
States during March totaled $109,222,000, 
the National Board of Fire Underwriters 
reports. The March figure was 6.3% 
below the $116,606,000 for February of 
this year, and 6.1% under the $116,365,- 
000 for March, 1960, according to Lewis 
A. Vincent, NBFU’s general manager. 

In the first three months of this year, 
the dollar value of property damaged or 


destroyed by fire was ,080,000, an 
increase of 11.9% over the $306,696,000 
for the like period of 1960. These 


estimated losses include an allowance for 
uninsured and unreported losses. 


Faust and Mallan Made 


Second Vice Presidents 


Underwriters Insurance Co. of Chi- 
cago, announces election of William J. 
Faust and Bruce G. Mallan, CPCU, as 
second vice presidents Mr. Faust began 
his insurance career with Royal-Globe 
Companies in New York in 1931 after 
having attended New York University. 
He subsequently joined National Surety 
Marine as underwriting supervisor and 
later travelled the Southwest as special 
agent. 

He became associated with Lansing B. 
Warner, Inc., attorney-in-fact and agent 
for Canners Exchange Subscribers and 
Warner Reciprocal Insurers, respectively, 
in 1955 as underwriting manager. In 
1957 he was elected second vice presi- 
dent in charge of underwriting. 

Mr. Mallan, a graduate of University 
of Chicago, entered insurance in 1945 
with the Northwestern National of Mil- 
waukee. Before joining Underwriters in 
1957, as agency fire and inland marine 
underwriting manager, he was associated 
for a number of years with American 
Manufacturers Mutual at its Chicago 
office. Mr. Mallan’s responsibilities over 
fire and inland marine underwriting will 
continue and he, in addition, will be in 
charge of the company’s agency opera- 
tions. 


Great American Acquires 
Seattle General Agency 


The Great American has acquired the 
Stuart G. Thompson Co., general agency 
in Seattle, Wash. The general agency 
will become the Pacific Northwest de- 
partment of Great American. Stuart G. 
Thompson, Jr., who has been elected 
secretary of the company, will be the 
manager under the general su ervision 
of Vice President Robert A. Matthew 
of the Pacific department, San Fran- 
cisco. 

All existing personnel of the general 
agency will be continued as Great Ameri- 
can employes. Through the new ar- 
rangement, Great American will bring to 
agencies in Washington, Oregon and 
Idaho service facilities as well as the 
competitive insurance merchandising pro- 
gram featured in its nationwide opera- 
tions. 





XUM 





May 5, 1961 





Page 25 























“Would you have spotted this coverage 
flaw that won me a *1,000,000 account?” 


by a Philadelphia insurance agent 


“For some time, I handled a small part of a large 
manufacturer’s insurance program, and kept my eye 
peeled for bigger things . . . without much success, 
I’m afraid. 


“Then one day I happened to be talking with Tom 
McLaughlin, an Underwriter for The American. As I 
described my client’s program to him, Tom ques- 
tioned the need for the separate Profits and Com- 
missions policy which the manufacturer was carry- 
ing, through another agent, to cover loss of profits on 
his finished stock inventory. 


“Checking further, Tom and I discovered that the 
values being reported by the manufacturer, under a 
Stock Reporting clause policy, included the selling 
price value of his finished stock. By attaching the 
selling price clause to the Reporting Form policy, 
we could completely drop the separate Profits and 
Commissions policy and save my client $500 on 
premiums annually! 


“As a result, I wrapped up the entire fire line... 
$100,000 on buildings and contents, and $900,000 
Stock Reporter. That’s why it’s such a pleasure to 
do business with Tom and The American. It means 
more business for me!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 


BUSINESS FOR YOU. &B 


THE 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES + AUTOMOBILE + BONDS + BURGLARY « FIRE + GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE + MULTIPLE PERIL + ‘WORKMEN’S COMPENSATION 
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New Features of the 1962 NAIA 
Ad Campaign Revealed to Agents 


\V.hen the national board of state di- 
“1 of the Metionn’ Association of 
Agents approved the $1,400,- 





idvertising program at the 
meeting in Philadelphia they also had 
review of the 1951 ad campaign and 
« presentation of the 1952 program by 
joe E. Vincent, CPCU, Bryan, Tex., 
chairman of the NAIA special advertis- 
ge COMmittec 
Jack Schroeder, 


California director, 


oved adoption of the 1962 program as 
presented. Near unan mous approval wz 
voted, with only Washington not saab 
in favor, and Indiana passing 


Speaking of the present 1951 program, 
Mr. Vincent stated that the theme “The 
sig Difference” has made the big differ- 
ence in advertising results and that this 
single theme has been a strong basis for 
a mounting offensive. All state associa- 


tions have initiated their fund raising 
efforts, he reported, and since some 
started later than others the presently 
indicated results were encouraging 
pledged, $844,671: paid, $659,573. The 
1961 program will be “profoundly suc- 
cessful,” he said 
Ads in “Time” and “U. S. News” 


Mr. Vincent emphasized that the pro 


posed 1962 program will reach a new 
audience not only with more dramatic 
impact, but with greater frequency as 
well. As planned in 1961, 50% of all 
money raised in a state will be spent 
entirely within that state. This portion 
will be spent for the type media and in 
the way best suited that particular 
state, as decided solely by that state 


ass¢ ciation. 


‘he 1992 program would again empha- 
size the “Big Difference” theme which 
has proved popular and effective, but 


the theme would b¢ developed in new and 
different ways. Several magazine ad- 
vertisements and TV commercials were 
lisplayed on the screen before the board 
directors 
Schaffer of 
plained the type 
mended. Briefly, he 
audicnee was desired, 
ecople who own 
magazines whose 
eased insertions 
in mind, “Time” 
World Report” were selected. 
Seven full pages and six 2/3 
scheduled for “Time,” and 
advertisements will appear in : 
News and World Report.” The regional 
ad in “Look” magazine under the 1960 
program provided such a successful im 
pact, Mr. Vincent explained, it was also 
included in the ’G1 program. Under the 
‘C2. campaign, this impact would be 
sap led, he said, since both “Life” and 
Saturday Evening Post” will carry 
three-page regional ads listing all Big 
“I” subscribing agents in both national 
consumer magazines 
Coupled with these magazine ads will 


Doremus & Co. ex- 
magazines recom- 
said that a male 
true prospects— 
homes and cars, and 
cost would allow in- 

With these factors 
and “U. S. News and 


pages 


were e ight 
lL. Ss 


be a four-week “near saturation” radio 
compaign over the NBC network of 188 
stations. About one-half of these radio 
commercials will be hard hitting, the 
remainder will incorporate a new ap- 
proach for NATA—a jingle. A recording 


of the jingle—a single male voice to 
guitar music—was played for the benefit 
oi the board members. 

A concentrated four-week advertising 
period will highlight the ‘02 program, 
Mr. Vincent explained, climaxed by what 
will be called “Protection Week.” The 
purpose of this week will be “to make 
people conscious of their insurance pro- 
tection, and it will urge car owners, 
home owners and businessmen to get an 
nsurance check up,” Mr. Vincent said. 
The campaign will be geared and coord- 
inated to this goal. 


Outdoor Posters 

New outdoor multicolor posters were 
then shown on the screen to the direc- 
tors. It was recommended that a large 
portion of the state-wide advertising on 
TV, newspapers and outdoor billboards 
be concentrated during the four-week 
period climaxed by “Protection Week.” 
The new tie-in kit will, of course, help 
local associations and individual mei- 
ber agents take advantage of “Protection 
Week.” 

In addition to playing an_ effective 
part in the NAIA 1902 advertising pro- 
gram, Mr. Vincent expressed the belief 
that “Protection Week” would also have 
the support of the insurance companies. 
He expressed enthusiasm about this 
special feature of the campaign since “it 
may provide a first step in coordination 
between the companies and us agents in 
advertising and promotion.” 

The 1992 program is based on a budget 
of $1,413,500, which is, as previously di- 
rected by the national board of state 
directors, a 10% increase over the 1901 
budget, with half being spent solely 
within each state. 


Coordinate With Companies 

In addition to 
tising committee 
niade reference 
the process of 


presenting the adver- 
report, Mr. Vincent 
to a special project in 
being developed which 
he called “CAPE”—Coordinated Adver- 
tised Planned Endeavor. The goal of 
this comprehensive plan will be to chan- 
nel a portion of the agents’ and com- 
panies’ advertising efforts into a coord- 
inated endeavor. Mr. Vincent explained 
that the CAPE approach would not re- 
sult in loss of individual identity by 
either the companies or the agents. The 
complete, CAPE plan, in detail, would 
be unveiled at the NAIA annual con- 
vention in Dallas in September. 








Cutter President of 
Richmond County Agents 


Roy A. Cutter of Westerleigh, who 
conducts an insurance business in West 
Brighton, Staten Island, was elected 
president of the Richmond County As- 
sociation of Insurance Agents. Thomas 
P. Walsh of Dongan Hills, outgoing pres- 
ident, was named delegate to the Sub- 
urban Association of Insurance Agents. 

Others elected were Howard Bowe, 
vice president; Anthony Romagnolo, 
treasurer, and Josephine Palmer, secre- 
tary. Frank B. Sterner Jr. and Annette 
Cirbus were named directors. 

Barry Muller, assistant manager of 


WEGHORN 
IS AHEAD OF 
THE FIELD 


Put Your Life in Our Hands. Your commissions climb 
when you sell Canada Life through Weghorn. Best for 
your client, and for you! Another way Weghorn builds 
better business for brokers. 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. DI 4-8420 





Fred. S. James & Co. 
Gains Recorded in 1960 





ARTHUR M. 
President 


JENS, JR. 


Arthur M. Jens, Jr., president of Fred. 
S. James & Co., of Chicago, nationwide 
insurance brokerage firm, told stock- 
holders that 1960 premium income of the 
combined James companies increased 
$2,339,779 over 1959. Operating results 
were the best in the history of the 103- 
year old pioneer Chicago firm. 

The company’s operating statements 
are not made public, but Mr. Jens in- 
dicated that net earnings for 1960 had 
improved by $282,021 over 1959. First 
quarter earnings for 1961 continue equally 
favorable. 


E. Walter Geisler, Pittsburgh, 40-year 
veteran of Fred. S. James & Co. wa’ 
elected board chairman. He succeeds 


George W. Blossom, Jr., who died in 

December, 1960. 
Mr. Jens also 

stock interest of 


Blossom, Jr., 


stated that the entire 

the late George W. 
president and principal 
stockholder of Fred. S. James & Co. 
for 31 years, had been purchased by 
present stockholders. His son, George 
W. Blossom, III, and his nephew, 
Reynolds Blossom, both vice presidents, 
continue active in the business in Chi- 
cago. 

Russell Bleakley, chairman of Creth & 
Sullivan, leading Philadelphia insurance 
brokers, was elected chairman of James’ 
executive committee. The ore 
firm merged with Fred. S. James & Co. 
five years ago. 

F. H. Dannley was elected assistant 
vice president. New administrative ap- 
pointments are as follows: James Mc- 
Intosh, controller; Palmer Syrstad and 
Selwyn Jackson, assistant treasurers; 
Raymond Wheeler, assistant controller. 


Hartford Agent Dies 


Carl W. Carlson, 62, owner for 35 years 
of the Carl W. Carlson Insurance Agency 
in Hartford, died recently. A graduate 
of University of Michigan Dr. Carlson 
was a veteran of World War I, a 32nd 
degree Mason, a member of the Sekt 
Temple and Masonic Club, West Hart- 
ford. 





Inter-Regional Insurance Conference, 
discussed multiple peril policies. Several 
members will attend the 79th annual 
convention of the New York State As- 
sociation May 8-10 in Syracuse. 
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Blum Heads New NAIA 


Committee on Automation 


The executive committee of the Na- 
tional Association of Insurance Agents 
has established a spec.al committee on 


automated 
Arthur F, 


agency accounting headed by 
Blum of Rockaway Park, 
Long Island, past president of the New 
York State Association. Additional 
members of the committee are to ap- 
pointed. President Porter Ellis refers to 
automated 
of the important subjects to be 
studied by NAIA, and for several months 
Mr. Blum has been working as head of 
a special subcommittee of the agency 
management committee. 


agency accounting as one 


most 


Ashley Co. Agency Of 


Rochester in Merger 

Egbert F. Ashley Co., 109 year old 
general insurance agency of Rochester, 
‘. Y., announces an expansion of its 
operations. On ‘May 1 the 63 year old 
general insurance agency of Loewenguth 
& Hughes, Inc., also of Rochester, 
merged with Ashley company. 

Both Frederick M. Loewenguth and 
Thomas Hughes, active principals of 
Loewenguth & Hughes, Inc., will become 
vice presidents of the Ashley firm. 

Other Ashley company officers are: 
Arthur L. Griffith, chairman; Herbert 
J. Hoeffel, president; Charles E. Miller, 
and E. Ashley Palmer, vice presidents; 
Frank E, Donnelly II, secretary-treasur- 
er; Ambrose M. Secker, assistant vice 
president, and Ludwig Geckeler, assistant 
secretary. 


AD BOOSTS INDEPENDENT AGENT 

The National Clothing Co. recently ran 
an advertisement in the “Democrat & 
Chronicle” in Rochester, N. Y., boosting 
the local agent under the title of “Your 
Independent Insurance Agent Is Your 
Neighbor.” The advertisement gives 
good support to the independent pro- 
ducer and has received considerable 
praise from agents in that area. 
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Lucylle McDermott Heads 


N. Y. Insurance Women 
Lucylle D. McDermott of Herbert L. 
Jamison & Co., has been elected presi- 
dent of The Insurance Women of 
New York for 1961-1962. Other officers 
clected are: 

Grace Brenner, Despard & Co., vice 
president; Jeanne M. Revielle, Great 
American, treasurer; Helen Winge, Great 
American, corresponding secretary; Ly- 
dia Hofmann, Reliance, historian; Marion 
E. Meyler, Pate & Robb, was re-elected 
recording secretary. 

Also elected as members of the execu- 
tive committee for terms of two years 
each are: June Ferris, Lumbermen’s Mu- 
tual Casualty; Sue McDermott, Charles 
S. Jacobs Associates; Eleanor M. Pauls- 
dorf, Aetna Casualty & Surety. 

Evelyn M. Buehler, Prudential Insur- 
ance Co. of Great Britain, is the retiring 
president. 


Glens Falls Buys 


Arizona General Agency 
The Glens Falls Insurance Co., has 
purchased the B. L. Udell General 
Agency of Phoenix and Tucson, Ariz. 
Effective May 1, the staff of the B. L. 
Udell General Agency, as_ presently 
constituted, will become the Glens Falls 
Arizona branch and service offices with 
no change in location. This staff will 
be headed by Robert L. Udell as branch 
manager, and William H. Stowe as as- 
sistant branch manager. 
Britt L. Udell, president and founder 
of the B. L. Udell General Agency, re- 
tired on May 1. 


N. Y. Brokers Seek Strong, 
Central Organization 


Seymour Terry, chairman of the Bro- 
kers’ Association Joint Council, this week 
moved toward achievement of a goal of 
his administration, namely, creation of a 
“strong central organization” among 
New York City’s 25,000 licensed insur- 
ance brokers. 

With the approval of the council, he 
designated Henry B. Olshen, a former 
president and board chairman of the 
General Insurance Brokers Association, 
to be chairman of a committee to study 
all previous proposals for merger, con- 
solidation or coordination of broker ac- 
tivity. The committee is asked to recom- 
mend a “positive plan” to attain this ob- 
jective. 

In his statement of principle, Mr. 
Terry instructed the committee to report 
a plan “bold but practical, that would 
give our brokers the status, the pres- 
tige and the influence they and the in- 
suring public properly deserve in our 
industry.” 


Freedom of Contract Bill 


Introduced in Connecticut 
Freedom of contract legislation—Sen- 
ate Bill 1144—has been introduced by the 
Connecticut Association of Mutual In- 
surance Agents in its first attempt at in- 
dependent legislative activity. The bill 
calls for freedom of contract in nego- 
tiating insurance commissions and_ is 
similar to the Barrett-Russo Bill which 
has been enacted in New York State. 
The bill would prohibit bureaus acting 
on matters concerning producers’ com- 
missions, except that in rate filings they 
may average commissions paid in past 
years to develop acquisition costs. The 
Connecticut Association of Insurance 
Agents reportedly has taken a neutral 
stand in the legislation. 
WERBEL GUIDE REVISION 
Bernard G. Werbel, president, Werbel 
Publishing Co., Inc., announces that the 
April, 1961 revision of the General In- 
surance Guide has gone to press and 
should be ready for distribution in ap- 
proximately three weeks. This revision 
will consist of 224 pages and will contain 
many changes in coverages and rules. 


Mallalieu With Hodson 
F. Wickham Mallalieu, Jr., 


is now 
associated with G. L. Hodson & Son, 
reinsurance intermediaries, 83 Maiden 


Lane, New York City, to assist Hartman 
Baker in the facultative department. 

Mr. Mallalieu started his insurance 
career in 1928 and has spent the past 22 
years with the Great American in both 
production and underwriting capacities. 
In 1953 he was elected secretary of the 
Great American, and his last assignment 
with that company’s running the home 
office brokerage department. 


Rockefeller Vetoes Bill 
To Permit Service Charges 


Governor Rockefeller of New York has 
disapproved the Speno (R. Nassau) bill 
to amend the insurance law, in relation to 
written contracts for compensation of 
agents. This bill was intended to permit 
insurance agents, who are not licensed as 


brokers, to make service charges in con- 
nection 


with procuring insurance for 
their customers. 
“This would violate cn insurance 


agent’s license which authorizes him to 
solicit, negotiate or 
contracts for an 
‘insured,’ ” 
his veto message. 


insurance 
not for an 
said Governor Rockefeller in 
“Without regard to 
the policy considerations involved, it is 
doubtful that this bill, 
solely to certain procedural safeguards, 


procure 
‘insurer,’ 


which relates 


would suffice to create the substantive 
right which is sought,” the governor 


said. The 
Department 
measure. 


New 


also 


York State Insurance 
disapproved of the 
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Hardware Mutuals Wrote Combined 
Premiums of $104,400,000 in 1960 


Mutuals wrote combined 
insurance premiums of $104,427,688 in the 
1960, an in- 
crease of 7% over 1959 premiums of $97,- 
751,346, James P. Jacobs, 
ported to 


Hardware 


year ended December 31, 


president, re- 
policyholders. The nation’s 


sixth largest mutual property-casualty 


group more than doubled pre- 


1950 and 1960, 


insurance 
miums written between 
Mr. Jacobs said 
Premium writings were 
461,114 in Hardware 
and $10,966,574 in 
Mutual Fire 

The com tributed $1,769,343 
to surplus during 1960—a year in which 
losses reached $58,607,750, approximately 
premium income. Contributing 
to the adverse loss ratio was the con- 
tinuing high level of auto bodily injury, 
property damage and physica il damage 
claims, as well as a 15.3% increase in 
extended coverage claims, due primarily 
) hurricane “Donna” and other storms. 
During 1960 Hardware 
fhliate, Sentry Lif 


divided, $93,- 
Mutual Casualty 
Hardware Dealers 


panies con 


Mo OF 


4 


Mutuals new 
e Insur: ance Co., en- 
tered seven states, ending the year with 
$116,649,160 insurance in force. This 
igure included $48,415,200 group life, 
$14,910,760 ordinary life, and $53,323,200 
reinsurance, Mr. Jacobs said 

Hardware Mutuals 


noves to strengthen 


a number of 
their competitive 


made 





position during the year. These in- 
cluded: shifting a substantial amount of 
private passenger auto business to the 
new sentry Auto” policy and other 
“net rate” plans, extending decentral- 
ization of field operations with the open- 


ing Of seven 


J: addi tional fully staffed 
branch offices, ac 


ively auntie reinsur- 


ance business, acquiring a license to do 
business in Canada, to serve United 
States based companies with Canadian 


perations 


Callahan Production Mgr. 


E. J. Callahan has been transferred as 
production manager to the American In- 
surance Group’s Milwaukee br anch office 
He replaces Thomas M. Irvine who has 
been pr mK oted to superintendent in the 
my yal iy’s head office marketing depart- 
ment 1 New ark, N. J. 
After gradi uating from 
someet multiple line 
1948, Mr. Callah 
co , and 
At las nta 
to pre oduc 


the company’s 
training school 
an served as an under- 
later a special agent in 
and Chicago He was promote: ; 
Mm supervisor at ( leveland i 
1958 and ‘three years later was named 
production manager in Rockford 


Big Bill 
(Continued from Page 21) 
mainder. Norway is the 
importer. 


outstanding 
Norway is now the largest 
customer in the open market, having 
lisplaced Liberia whose postwar expan- 
sion in shipowning has been helped dur- 
ing the past two years by a sensational 
volume of transfers of exi sting ships from 
Liberian to Greek registration in a surge 
* national feeling which is now 
-arried forward in 
tonnage. 
iffected 
{ 


being 
the ordering of new 
This Greek movement has also 
Panama, while Honduras and 
osta Rica have entirely ceased to attract 
new registrations. 

“Other features which complicate the 
problem of excess world capacity and 
may affect the future pattern of the order 

00k, include new shipbuilding centres 
hich are emerging or being planned, 
some being fostered by national pride. 
Only the future can show which of these 
will develop successfully.” 


Installed in 1960 was the largest inte- 
grated Data-Phone data processing net- 
work in the world. The Data-Phone net- 
work, combined with the IBM 7070 com- 
puter and the expended Data Processing 
Center, will enable Hardware Mutuals to 
remain competitive in all forms of com- 
mercial and personal insurance, Mr. 
Jacobs said. 


Honor Peerless Veterans 


Awards for 15, 20 and 25 years of 
service were presented to five Peerless 
Insurance Co. associates at the third 
annual awards luncheon held in the 
company home office in Keene, N. H. 
Those who were presented awards by 
John O. Talbot, president of Peerless, 
are: 

Geraldine E. Higgins, who received a 
check and an inscribed watch for 25 
years of service. Pauline S. Hurt with 
20 years of service who received a check 
and luggage; Joseph B. McKeon, under- 
writer; Alfred F. Neuhoff, supervisor 
of the billing department; and Miriam 


ST. PAUL F. & M. DIVIDEND 

The St. Paul Fire and Marine has de- 
clared a dividend of 36 cents a share, 
payable July 17, to stockholders of 
record July 10. 





L. Travaglini, policy reader, all of whom 
received checks and gift certificates for 
15 years of service. 

George C. Douglas, resident vice presi- 
dent at the Dallas, Tex. office and 
Matthew J. Farley, manager of the 
Newark, N. J. office, will be presented 
their 15 year service awards at the 
agency department field personnel meet- 
ing on May 15. 








ecurity . 
in your future 








may depend on Security today: 
Security-Connecticut, that is. This is 
the most modern of companies—the 
one multiple-line company pledged to 


the American Agency system. Your future looks bright with Security — 
because Security today offers you contingent-commission and profit-sharing 
contracts for qualifying business, policies priced to meet direct writer com- 
petition, shaped to sell with modern features like monthly payments and 
deviated policies. Gazing into the future, your clients and prospects alike 
look to Security-Connecticut for the protection of the fruits of their success, 
and of the people who make striving for success worthwhile .. . 
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casualty * group * automobile * marine * bonds and all other forms of personal 
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Company Solvency True Protection 
Public Wants, Johnson Tells NAIC 


Making sure that each licensed insur- 
ance company owns enough money to 
pay all valid claims against it is the true 
protection the public wants from its 
state insurance regulatory officials, Ne- 
well R. Johnson, Chicago, general man- 
ager of the American Mutual Insurance 
Alliance, told the annual Zone 5 meeting 
of the National Association of Insurance 
Commissioners in Omaha last week. They 
can assure better public protection by 
insisting that all insurance companies 
charge adequate rates, he said, than by 
letting some companies cut rates to 
below-cost levels for competitive rea- 
sons. This basic fact is being forgotten 
in the current agitation to weaken 
existing state insurance laws in ways 
that would cut Insurance Commissioners’ 
power to regulate rates, he declared. 


Protection Against Insolvency 


“Regulation which permits insurance 
companies to charge adequate rates and 
prevents use of inadequate rates is only 
one element in assuring company sol- 
vency,” Mr. Johnson said. “The pro- 
tection the public requires or wants in- 
volves regulation of investments, forms, 
certain phases of operations, and other 
matters. By themselves rating laws, and 
administration of rating laws, cannot 
prevent insurance company insolvency. 

“But improper rating laws and im- 
proper administration of rating laws can 
lead insurance companies down the road 
to insolvency because of actions they 
may induce insurance company manage- 
ment to take. It is my own opinion that 
that part of public protection which 
rating laws are supposed to provide can 
be provided in many states under rating 
laws now in effect. 

“Whether it actually is being provided 
under existing rating laws is another 
question, the answer to which hinges 
on the effectiveness with which state in- 
surance regulators administer the laws 
now in force. It is the opinion of some 
that the public is not getting the degree 
of protection it could get under existing 
rating laws, and that ineffective ad- 
ministration is largely at fault. 

“Ineffective administration may or may 
not be the fault of the individual Insur- 
ance Commissioner. It can be the result 
of a combination of many factors—in- 
sufficient funds available to the Insurance 
Department, inadequate personnel, out- 
side pressures, and the ever-growing 
size and complexity of the institution of 
insurance itself.” 

Mr. Johnson explained that the Amer- 
ican Mutual Insurance Alliance is not 
opposed to changes in state insurance 
rating laws, but that it does not believe 
any single legislative prescription can 
be applied nationwide. Ideal state in- 
surance regulation would provide for 
such things as proper staffing of state 
Insurance Departments, elimination of 
political considerations in passing upon 
rate filings, standardization of forms and 
statistical plans for major insurance 
coverages, and protection of rating bu- 
reaus from conditions which would 
destroy them. The ideal probably can- 
not be achieved, he said, but the Amer- 
ican Mutual Insurance Alliance will be 
realistic in supporting changes which 
seem’ likely to improve situations in 
individual states. 


Inadequate Rates 


“What really seems to be desired by 
some backers of rating law relaxation 
is freedom to cut rates to levels below 
those of the competitors of the moment, 
to levels which state insurance regula- 
tory authorities might well consider 
‘inadequate’ under present laws unless 
the ‘filer is able to present convincing 
evidence:that such rate cuts are justified. 
Marshalling such evidence often is very 
difficult, and may even be impossible,” 
Mr. Johnson stated. 

_ “The American Mutual Insurance Al- 
liance has sefused to come up with any 


general legislative prescription that it 
will support without regard to the 
specific local situation it is designed to 
correct. Those seeking to apply a single 
legislative remedy to the problems en- 
countered in 51 different state jurisdic- 
tions would seem to place themselves in 


ieee 
eel 


the position of a group of physicians 
with 51 patients, each afflicted with his 
own malady, for which they are seeking 
one cure-all nostrum. 

“Essentially the position of the Amer- 
ican Mutual Insurance Alliance has not 
changed since this statement concerning 
rate regulation was adopted. We are in- 
clined to support any suggested changes 
in state rate regulatory laws which sub- 
stantially square with the pertinent sec- 
tions of this statement, provided the 
changes sought seem in our opinion to 


provide the best feasible approach to 
the improving of the situation in that 
particular state. 

“Our organization has been concerned 
with legislative matters for many years, 
and concedes that ideal programs of laws 
are seldom possible of achievement. It 
is our present intention to maintain a 
realistic attitude in actual rate regulatory 
legislative situations, and not to insist 
upon the ideal if what laws can be 
enacted represent improvement. 

“It is our present thinking that there 
can be as many types of rate regulatory 

(Continued on Page 30) 
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American Reciprocal Insurers and 
Subsidiary Have Underwriting Profit 


MA) at 
> Me 
eases 
Nn 2 2 $12,104,788 res] ively 
n s eing 1] }] 4° 
ip 51.8 er 1959. Othe 
ts of the report included an- 


in contingency 
of $3,290,- 





O38, 12.6% 1e hev were for the 
é Ss yea 
In the report Mr. Merritt pointed out 
e increasing importance of reinsurance 
assumed to the operations of Commerce 
and Industry mehr Co. and the 
lvantage of this stock company ‘sub- 


Henry W. Cowles Retires 
As Glens Falls Vice Pres. 


Henry W. Cowles, after 48 years of 
service, retired from active association 
with the Glens Falls Insurance Co. 


May 1, under the company’s pension 
plan. Mr. Cowles, a vice president of the 
Glens Falls since 1939, was honored at 
i luncheon last Fr ng at tl he Queensbury 


Hotel in Glens Falls, N 
a Cowles joined the Glens Falls on 
Fos 1e 15, 1913, the same date their present 


huil iding was first opened. Following his 
training in various departments, he was 
promoted in 1919 to fire underwriter for 


ie New England territory. 

In 1921 Mr. Cowles received his first 
field assignment when he was sent to 
Oklahoma as special agent. After a year 


operation there. he was transferred to 
the company’s New York City office 
as special agent for the suburban ter- 
ritory. He was recalled to the home 
office and made assistant secretary in 
January, 1927. In 1929 he was promoted 


to secretary, and in 1939 was elected 
vice president for the Glens Falls and 
Commerce 

In December, 1950, Mr. Cowles was 


elected Group vice president and assigned 
supervisory responsibilities for the New 
England and Middle Atlantic states 

Since August, 1957, he has been repre- 
senting the Glens Falls on the executive 
and management committees of many of 
its varied reinsurance and underwriting 
pools and associations. At the time of 
his retirement, he was a trustee of the 
American Foreign Insurance soni 
tion and a member of AFIA’s casualty 
advisory committee, as well as a amier 
»f the executive committee of the Excess 
Casualty Reinsurance Association. He 
was also serving as chairman of the 
management committee of the Reinsur- 
ance Exchange and chairman of the 
executive committee of the General Cover 
Underwriters Association. 


Pa. Agents to Meet at 
Bedford Springs May 14-16 


The Pennsylvania Association of In- 
surance Agents will hold its 72nd annual 
convention May 14-16 at the Bedford 
Springs Hotel, Bedford, Pa. There will 
be a cantinn of the board of directors 
open to members only, panel sessions on 
automation in agency management, pre- 
mium financing, Pennsylvania’s anti- 
comingling law and others subjects 

Speakers will include Cooper M. 
Cubbedge, vice president, National As- 
sociation of Insurance Agents; Thomas 
R. Balaban, Deputy Commissioner, Penn- 


sylvania Insurance Department, and 
Morton V. V. White, Allentown, Pa., 
chairman of the NAIA special com- 


mittee on Federal affairs. 


sidiary to American Reciprocal Insurers. 
Mr. Merritt also referred to the re- 


cently announced format ion of Jefferson 











Management Co. to direct the operations 

Jefferson Insurance Co. of New York 
He pointed out that officers of American 
Reciprocal Insurers and Commerce and 
Industry Insurance Co. are also officers 
i this new management company and 
Jefferson's Paine ations could be co rdin- 
ited wit hose of both these organiza- 


wide a broader hase of opera- 


tions and increased capacity for each 


ions to pr 


The consolidated balance sheet reveals 
assets of $20,921,162 at the close of 1960, 
against $19,560,370 at the end of 1959. 
Subscribers’ equity was $9,749,084 against 
$9,809,481, respectively. There was a con- 
solidated underwriting profit of $138,940 
last year compared to $276,469 in 1959 


D. de R. M. Scarritt Dies 

Funeral services were held May 2 at 
Ganesville, Fla. for Daniel de R. M. 
Scarritt, 64, retired president of Asso- 
ciated Aviation Underwriters. Mr. Scar- 
ritt, a resident of Ganesville, died April 
30 at his home following a short illness. 
fe is survived by his widow Kathryn, 
two sons, Daniel and John, a sister and 
two brothers. 

Mr. Scarritt retired from business life 
early in 1959 after over 40 
active participation in 
which were in the 
insurance 
_Holder of Transport Pilot Certificate 
No. 10, Mr. Scarritt began his aviation 
business career in the aeronautics branch 
of the Department of Commerce in 1927, 
He had been a pilot in the Army Air 
Corps 1917-19, having majored in air 
training courses at University of Texas. 


years of 
aviation, 30 of 
business of aviation 


Charles H. Wilson Dies 


Charles H. Wilson, 78, Buffalo, N. Y.. 


iusurance agent and civic leader, died 
April 27. Mr. Wilson, who as a teen- 
ager built a newspaper route into a 


$1,000 concern as his first business ven- 
ture, was chairman of the board of Wil- 
son, Forster & Adams Inc. 
Mr. Wilson's community 
ranged from the Buffalo W 
\ssociation which he 
vice president, to a variety of clubs. 
He was a past director of the Buffalo 
Athletic Club, the Automobile Club of 
suffalo and the Greater Buffalo Adver- 
tising Club. 
In 1904 he joined the Fidelity & 
Casualty for whom he went to Buffalo 
as a special agent nine years later. After 
a brief association with Worthington & 
Sill, insurance agents, he founded his 
own company in 1921. Mr. Wilson is a 


y interests 
World Trade 


served as a former 


former president of the Buffalo Board 
of Fire Underwriters and the South 
Shore Country Club 
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N. J. CPCU Symposium 


On Insurance Regulation 


Government regulation of the insur- 
ance industry is the subject for a sympo- 
sium to be conducted by the New Jersey 
Chapter of the Society of CPCU Thurs- 
day afternoon, May 11, at the Military 
Park Hotel in Newark. The business 
session will be preceded by a luncheon 
at noon. 

Donald L. 


Anderson, CPCU, president 
of the New 


Jersey Chapter, will be 
moderator. Speakers will include Law- 
rence E. Stern, New Jersey Deputy Com- 
missioner of Insurance; Roy Mc Cullough, 
counsel for the Kemper Group; 
Perry Epes, associate counsel, Insurance 
Company of North America; Harold G. 
Evans, president, American Casualty, and 
George S. Hanson, CPCU, general coun- 
sel, National Association of Insurance 
Agents. 

R. G. Anderson, CPCU, Kislak Agency, 
Inc., Jersey City, is general chairman. 
Luncheon tickets, at $3 each, may be 
»btained from L. C. Bostwick, Kemper 
Group, Summit, N. J. For those attend- 
ing following the luncheon cost will be 


$1 each. 


Charles E. Swan Dies 


Charles Elmer Swan, 83, retired treas- 
urer of the America Fore companies of 
the America Fore Loyalty Group, died 
at his home in Brooklyn on April 25, 
following a short illness. A_ life-long 
resident of Brooklyn, Mr. 3 joined 
the old Phenix Insurance Co. of Brook- 
lyn, now the Fidelity-Phenix Company, 
as a clerk in the loss department when 
he was 15 years old. 

In 1910 when the Phenix merged with 
the Fidelity Fire of the America Fore 
Group to become the Fidelity-Phenix 
Fire, Mr. Swan was named cashier and 
in 1921, auditor. He became treasurer 
of the fire companies of the group in 
1924 and treasurer of all companies in 
1932. He retired in 1957 after a record 
service of 62 active years. 

Mr. Swan served as a director of the 
Niagara Fire and the Fidelity and Casu- 
alty of New York. 
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Over Half of Dallas 
Storm Losses Closed 


Books have been closed on more than 
8,580 losses caused by the March 28 
hail storm in the Dallas, Tex., area, 
according to a report issued by W. D. 
Swift, assistant general adjuster, Na- 
tional Board of Fire Underwriters. To- 
date, 15,397 storm caused losses have 
been reported by Dallas property owners 
to insurance agents and companies who 
have turned the reports over to adjusters 
for handling. The adjusters have made 
13,163 inspections leaving only 15% of 
reported damage uninspected. 





Independent Adjusters 
Hold Meeting in Syracuse 


The New York Association of Inde- 
pendent Insurance Adjusters held a re- 
gional meeting in Syracuse, with repre- 
sentatives of 30 adjustment offices 
throughout New York attending. It was 
revealed that the association is working 
on an adjustment kit for handling sign 
losses. The association is also working 
on obtaining for its members a complete 
catalog of standard fire, inland marine 
and homeowners forms as well as all 
new editions of these forms as they are 
issued. 

A discussion also took place concern- 
ing the association’s catastrophe plan 
which is presently being studied by mem- 
bers of the insurance industry. A full 
scale discussion was held concerning the 
licensing of adjusters. Many members 
present questioned the officers of the 
association concerning the value of hav- 
ing an apprenticeship feature added to 
the licensing of adjusters. The officers 
informed those present that there is a 
committee working on this problem and 
consultations with the Insurance Depart- 
ment would take place concerning it. 


ZOHORSKY PEARL SPECIAL 

Companies of the Pearl-Monarch In- 
surance Group, the Pearl Assurance, and 
the Monarch of Ohio, announce appoint- 
ment of Paul J. Zohorsky, Jr. as special 
agent for West Virginia. Mr. Zohorsky 
entered insurance in 1948. 


Johnson Talk 


(Continued from Page 29) 


problems as there are rating jurisdic- 
tions, and that there is no answer which 
applies everywhere. The history of the 
All-Industry rating bills indicates that. 
Here were bills upon which there was 
agreement between all elements in the 
business. The compromises had been 
made before they were submitted to the 
state legislatures, which meant that there 
was not substantial opposition to ‘them 
in most areas. 

“Yet some states rejected the All- 
Industry principle entirely, and adopted 
or retained other systems of regulation. 
Some states retained parts of their previ- 
ous systems, some accepted the All-In- 
dustry principle only in part or made: it 
applicable only to certain lines. of. in- 
surance.” 
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ADJUSTERS HOLD FORUM 


Shuttleton and Hopkins Talk on Loss 
Procedure to N. Y. Assn.; Adams 
on Catastrophe Plan 
The New York Association of Inde- 
pendent Insurance Adjusters held an 
educational forum in New York City at 
which members were addressed by John 
Shuttleton, general adjuster of the Com- 
mercial Union-North British Group, who 
talked on large loss procedure and the 

co-adjuster plan. 

Vincent Hopkins of the New England 
Mutual Fire Insurance Association went 
into the basic handling and procedures 
of handling losses, particularly catas- 
trope losses. Mr. Hopkins congratulated 
the Association on the work they have 
been doing, especially with regard to 
Hurricane Donna. He stated that the 
companies of his group felt that the job 
done by the New York Association was 
excellent. 

George Adams of L. C. Dameron Com- 
pany, and chairman of the association’s 
catastrophe committee, outlined the plan 
developed by his committee and dis- 
cussed same with the membership. This 
plan has been submitted to the Na- 
tional Board of Fire Underwriters, the 
New York Board of Fire Underwriters, 
the Loss Executives Association. the 
Mutual Loss Research Bureau, and the 
New England Fire Insurance 
tion. 

This plan goes into considerable detail 
concerning the handling of catastrophes 
in any one area. The main feature is 
volume control by the company acting in 
concert in the assignment of 
independent adjusters, General 
ment Bureau, and staff adjusters. 

The meeting, attended by approxi- 
mately 75 adjusters, was under direction 
of George Alexander, chairman of the 
education committee. 





Associz A- 


losses to 


Adjust- 


General Re Promotes 
Clement and Schmidt 


General Reinsurance Corp. announces 
promotion of Michael A. Clement to 
secretary and John L. Schmidt to as- 
sistant secretary. Both officers are mem- 
bers of the company’s facultative de- 
partment. 

Joining the company three years ago, 
Mr. Clement was advanced to assistant 
secretary a year ago. He specializes in 
the underwriting of direct excess busi- 
ness. Mr. Schmidt is a specialist in 
inland marine risks. 


Parker on New Policy 


(Continued from Page 1) 


for recommendation in 
short field trial period,” 
is being filed by the fire, 
inland marine bureaus under Inter-line 
filing procedure, with the fire bureau 
handling actual filing details. 

“In the commercial field, you are fam- 
iliar with the transition of the early 
‘Block’ policy covering various dealers 
stocks against ‘all-risks’ of physical loss, 
into the current form of ‘all-risk’ cov- 
erage available to mercantile stocks on 
either reporting or non-reporting basis. 
This is now filed individually by some 
companies or is more generally available 
to all companies under the bureau filings 
of the commercial property coverage 
package program, The latest revision of 
this program is now approved in 43 
states. 

“Other fairly recent developments have 
been for individual classes or groups of 
related risks such as motels, apartment 
houses, office buildings or retail mer- 
chants. Initial development by individual 
companies has customarily followed a 
pattern of special multiple line policies 
built to the basic fire policy and con- 
stituting an entirely separate policy for 
each class of risk.” 

Mr. Parker said that after its re- 
organization this past year, Inter-Re- 
gional and its committees gave study to 
the best means of implementing develop- 
ment of multiple line coverage forms. 
Inter-Regional early reached the con- 
clusion that the best mechanism to util- 


all states after a 
he said. “It 
casualty and 


ize would be a basic multiple line pol- 
icy to which could be attached the de- 
sired forms of coverage. 


Special Multiple-Peril Policy Provisions 


“The special multiple- peril Policy pro- 
gram is the re sult,” he said. “The policy 
itself is a basic multiple line policy in- 
corporating the 165 line fire policy and 
providing in addition the standard pro- 
visions and conditions for property and 
casualty coverages. To this policy are 
then attached the forms for either Sec- 
tion I property coverages or Section II 
liability. Some of the forms can be 
identical for two or more of the many 
classes that will ultimately be considered 


pore 





for inclusion under the SMP program. 
“Thus we have for the first time an 
integrated plan for a multiple line pol- 
icy and various coverages that can be 
attached. It is a bureau program de- 
signed by and for the great number of 
companies that are members or subscrib- 
ers of the rating bureaus and who have 
every proper interest to meet the chal- 
lenges of this present day. In doing so, 
however, they also wish to retain the 
economies and benefits of bureau filing 
proce dures and centralized form distribu- 
tion.’ 

Mr. Parker added that motel forms 
were the first to be recommended under 
this SMP program and that this coverage 





is now approved in 31 states. The 
apartment house coverage was recom- 
mended early this month and filings are 
now in progress in most states. The next 
recommended coverage will be for office 
and bank buildings, with recommenda- 
tions on additional coverages to come 
shortly. 

Use of the basic policy program will 
add greatly to the efficiency of both 
company and agency operations it is 
believed, by removing a tremendous 
amount of work associated with use of 
separate policies instead of now, or 
presently, using one basic coverage to 
which may be attached specific forms 
for motels or other types of risks 


Through continued national advertising, this symbol 


has become a helpful selling tool for Hartford Agents 
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) waive the strict financial requirements 
yon a showing that the volume of busi 
ness being transacted by the company 1s 
t such as to require these standards 
‘A second salient feature of our law 
that every cover note and_ policy 
nust be filed with the Department for 
review to determine whether it complies 
with the requirements of the law, par 
ticularly as to ier it is properly a 
subject for surplus handling 


Rights of Licensed Companies 


‘A third feature of our law involve 
d companies to con 


permitting license 


inlicensed comp 
under certain 
ovides in 


anies tor sur 
circumstan 
effect that 


us business 


es. The law 








en the Commissioner holds a hearing 
nd t mines that cert ris t 
asses of urance cannot be obtained 
the admitted market, a list of such 
tems may be promulgated by him and 


censed companies may compete for this 


usiness regardle ; of other provisions 
the surplus lines sa r our rating 
W 
“1 should note that in New Jersey we 
lo not have at the present time ti 
provision in the New York law whic! 
permits a special rate to be charged 
where the written consent of the assured 
; obtained and such rate is filed with and 
ipproved by the Insurance Department, 
although this bill will probably be intro 
duced shortly in New Jersey 
“Naturally, the subject also has aroused 
good deal of interest in the National 


Association of Insur 
vho supervise and 


Commissioners 
regulate insurance in 


ance 


ne Vawri 


t us states throughout the coun- 
ry At the June, 1990, convention, a 
roposed draft of a ‘model’ surplus lines 


iw was submitted to the membership 
or further study and consideration. This 
lraft was reviewed at the December, 
1960 convention of the NAIC in New 
York, at which time a revised draft was 
submitted for further study by the Com 
missioners and other interested parties 


Commissioner Magnusson of Minnesota, 
chairman of the Unauthorized Insurance 
Committee, appointed an insurance in- 
dustry committee to cooperate in a study 
oi the entire subject. 

“A good deal of interest in the pro- 
posed NAIC model bill was also ex- 
pressed by a consumers’ committee com- 
i large and responsible insurance 
buyers, including a number of the largest 
corporations in this country. This com- 
mittee emphasized that the surplus lines 
market serves a most necessary and valu- 
able Set and that any proposed leg- 
islation should not hamper the proper 
flow of bastnens into this market. They 
requested sufficient time for their mem 
and other interested insurance pur 
study any proposed enact- 


posed 


bers 


chasers to 


ments so that they might contribute the 
benefit of their knowledge and views 
to the Commissioners. The Commission- 
ers agreed to this reasonable request, 
and a good deal of work was done sinec« 
that foes Mr. Stern said 
Guiding Principles 
“Both committees gave the entire sub- 
ject considerable study, and, at the re 
cent meeting of the Unauthorized In- 
surance Committee of the NAIC in Chi 
cago, presented to the Commissioners 


separate 
garding 
lines 


suggested guiding principles re 
urplus lines insurance and sur 
licensing laws. These 


guiding 
principles were submitted as an updatng oif 


plus 


the guiding principles which had_ been 
adopted by the NAIC at their Decem 
ber, 1957, meeting. 

“It should be noted that wh'le there 
were some differences in a few of the 


the industry 
consumers’ commit 
principles submitted by 
were substantially the 
personally, this indicated 
gn of progress in that groups 


principles submitted by 
committee and the 
tee, many of the 
these two 
Same To ie 
a healthy si; 


groups 


with somewhat different interests were 
able to cooperate and come to at least 
some common resolution on views and 


submergence of differences 


Some of the Commissioners present, 


including myself, raised a number of ques- 
tions. While the Commissioners were 
most appreciative of the work that had 
been done, there was some serious ques- 
tion raised as to whether the submis- 
sion of guiding principles necessarily 
represented the best and ultimate solu- 
tion of this problem. More than on 
Commissioner expressed the view that 
a list of guiding principles would not be 


to effectively assist an 
Commissioner in drafting leg- 
his state As 


sufficient in itself 
Insurance 


islation for one Commis 
sioner put it, he might not want to use 
but part, if any, of a ‘model’ law, but he 
would like to at least be able to have 
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some specific language before him when 
studying the problem. 
N. J. Experience 

‘As I indicated, tightened supervision 
over surplus lines placements commenced 
in New Jersey a few years ago. We have 
found that reported premium writings 
increased rather substantially as a result 
of this tightened supervision. For ex- 
ample, net reported writings in 1960 in 
New Jersey were over $3,000,000, repre- 
senting an increase of over $800,000 over 
1959 reported net earnings. The major 
portion of these writings has been in the 
casualty field, largely, O.L.T., although 
the fire coverages have been generally 
on larger risks than the casualty place- 
ments. 

“Our analysis of the unlicensed car- 
riers who have sought to be placed 
upon the eligible list under our New 
Jersey law has proven to be most inter- 
esting. 

3efore November 1, 19600, the oper- 
ational date of our new surplus lines 
law, the prior law required that a sur- 
plus lines placement be made in a com- 
cash assets of at least 


pany having net 
$300,000. Even under this law it was 
found necessary to black-list 22 foreign 


and alien companies which did not even 
meet the requirements of this statute. 
The locations of these companies 
stretched from the Philippine Islands to 
Ireland and from Newfoundland to the 
Bahamas, the last of these locations ap- 
parently being an especially cozy haven 
for shoestring operations 


“Under the new law, 56 unlicensed in 
surance companies have applied for eli- 
gibility. Of this number, 26 have been 


approved, 13 have been rejected outright, 
and 17 pending for consideration 
The companies found eligible are a mat- 


are 


ter ot public record and encompass 11 
English companies (including Lloyd's) 
and 10 United States companies. The 
rejected companies, which are not a 
matter of public record, include two 
English companies and 10 American. 

‘The financial analysis undertaken by 


our Surplus Lines Examining Office is 
quite searching. American insurers are 
required to submit certified copies of the 
latest convention form annual statements 
and of the last report on official exam- 
ination, They must also submit digests 
of their ceding reinsurance facilities and 
the net retentions required thereunder, 
certificates as to statutory deposits with 


various supervisory authorities for the 
protection of policyholders, and a quar- 
terly balance sheet with related under- 


Writing and investment exhibits most re 
cent to the date of application for gilei- 
bility 


Alien Insurers 
“The alien insurers are requested to 
provide certified copies of their last 
statement of accounts and directors’ re- 
port as lodged with the British Board 


Trade, which statement must show the 
operating results of current and two 
prior years summarized according to 


major classes of business. Also required 


is a certified copy of the agreement 
governing maintenance and administra- 
tion of the insurer’s trust fund estab- 
lished in this country for the benefit of 


\merican policyholders, as well as a cer- 


tificate from the chartered accountant 
examining the company’s activities at- 
testing to compliance with the British 


Companies Act of 1948 

“Under the strict requirements of our 
statute, a company applying for eligibility 
is required to have at least the same 
capital and surplus as would be required 
for a licensed insurer. However, the 
law permits the Commissioner to relax 
these Pager upon a showing that 
the volume of business being transacted 
by the ceded does not require surplus 
policyholders in the statutory 
Aciually, at least half of the 
British companies approved for eligi- 
bility did not meet the strict require- 
ments of the law. The reason for this is 
readily apparent when it is realized that 


as lo 
amounts. 


to write full multiple lines, excluding 
life, in New Jersey requires a_policy- 
holders’ surplus of almost $2, £0,000, 


while much lesser requirements obtained 
in England.” 
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Editors call him the backbone of America. Politicians call him the Majority Vote. 
Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents know him well. They 
provide much of the auto insurance he buys. And at the same time they are 
giving him opportunities, never before so readily at his disposal, to protect 
himself and his family more adequately with the home and life insurance he needs. 


For him, for millions like him, the State Farm agent is the Family Insurance Man. 


_ THEMAN IN OUR P 


STATE FARM 


Ga STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies, State Farm 
INSURANCE Life Insurance Company and State Farm Fire and Casualty Co. Home Offices: Bloomington, Illinois 
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J. S. Wikler Sees Surplus Line Ins. as 
Achilles’ Heel of State Regulation 


Features of the Insurance Commis- 
sioners’ proposed uniform non-admitted 
insurers act, designed as a corrective for 
the surplus line problem, were put be- 
fore NAIC’s Zone 2 meeting April 26 in 
Wilmington, Del. by Julius S. Wikler, 
former New York Superintendent of In- 
surance who is now counsel to NAIC’s 
committee on preservation of state regu- 
lation. 


determined mood Mr. Wikler 
declared that “our time for talk on this 
subject has run out. It is time for the 
all of them, to act and act prompt- 
and in a substantially uniform 
dealing with this problem. 
Equally as important, it is time for every 
element of our industry to join in a 
frank, concerted, coordinated and deter- 
mined manner to supplement state action 
with effective national self-regulation.” 

Mr. Wikler felt justified in describing 
the surplus line problem as “an Achilles’ 
heel of state regulation of the insurance 
industry.” Furthermore, he said, “it, is 
a point of maximum vulnerability in our 
continuing fight to preserve state regula- 
tion.” He reminded his NAIC listeners 
that since December, 1957, “we have had 
as a guide for all the states a list of ten 
principles to be embodied in their surplus 
line laws... . J And now we have virtually 
achieved agreement on the most desirable 
specific statutory form of the proposed 
uniform act.” 


Surplus Line Examining Office Would 
Be Established 


The speaker then summarized the 
proposed uniform legislation by compar- 
ing its major provisions with the dangers 
to the public interest it is intended to 
avert. He noted that one of these 
dangers is lack of financial soundness 
which may lead to insolvency of non- 
admitted insurers. Continuing he said: 

“The state through a surplus line 
examining office would establish and 
administer standards of eligibility for 
all non-admitted insurers. Eligibility 
would depend on the submission of 
adequate financial statements and operat- 
ing histories, and the maintenance of a 
surplus to policyholders not less than 
that required of admitted insurers. Alien 
insurers would have to establish and 
maintain irrevocable trust funds in the 
United States adequate to protect all 
American policyholders and creditors. 

“Financial or management inadequacy 
would lead to loss of eligibility, followed 
by swift notice to all surplus line agents 
who could no longer write insurance for 
a company declared ineligible. 

“Poor claims practice and failure of 
non-admitted insurers to remit return 
premiums when due and owing would 
similarly lead to the loss of eligibility 
status. Non-admitted insurers would be 
held liable to insureds for payments of 
unearned premiums even though the 
insured had paid premium only to the 
surplus line agent who had not remitted 
it to the insured—provided the insurer 
had accepted the risk. 

“To guard against efforts to evade 
American regulatory and judicial control, 
the proposed uniform act goes beyond 
merely requiring non-admitted insurers 
to designate a state —— for serv- 
ice of process. It makes the non-admitted 
insurer automatically subject to the terms 
and provisions of the act, in any cause 
of action in the state arising out of sur- 
plus line insurance. And the insured 
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JULIUS S. WIKLER 


must be told all of this, along with who 
is to be served in legal actions right 
in the policy or certificate of insurance.” 


Written Examinations Are Required 


Mr. Wikler went on to say: “Surplus 
line agents would have to earn licenses 
by establishing their competence in 
written examinations, and have proven 
records of trustworthiness. Their com- 
pliance with the act would have to be 
secured by a bond in a specified amount, 
and asseries of further operating require- 
ments would be imposed. 

“The searchlight of a public filing 
would be turned on all policies or con- 
tract forms, and the insured would be 
guaranteed proper and sufficient evidence 
of coverage. Minimum disclosure provi- 
sions for the contents of the policies or 
contract forms are spelled out in the 
act. 

“Protection against misuse of the non- 
admitted market is firm. To be eligible 
for export, it must first be demonstrated 


that coverage is not available from 
authorized insurers. If it is in certain 
amounts, only excess amounts can be 
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Premo Clears Security’s 


Offer to New Amsterdam 


A ruling by Alfred N. Premo, Con- 
necticut Insurance Commissioner, cleared 
the way for Security Insurance Co. of 
New Haven to make an exchange offer 
to acquire the stock of New Amsterdam 
Casualty. Plans for the offer had been 
announced previously. 

Mr. Premo granted Security’s applica- 
tion to issue up to 625,000 shares of its 
stock and to offer 14% shares of this 
stock in exchange for each New Amster- 


dam share. Security set June 2 as the 
expiration date for the offer, with the 
right to extend it to June 23, to papers 


filed with the application. 
E. Clayton Gengras, president of Sec- 
urity, became chairman of New Amster- 
dam last January, after he and associates 
acquired enough stock to vote down a 
New Amsterdam management proposal 
to merge that concern with Home In- 
surance Co. 


oe and in that case the rate can- 
not lower than the lowest filed rate. 
insted insurers are permitted to write 
coverage eligible for export wit] 1out being 
limited to the filed rate. . . 

It was Mr. Wikler’s firm “belief that 
this uniform act reflects adequately and 
thoroughly the years of deliberation and 
study which have been spent by the 
NAIC on the surplus line problem. 
“When all of the states of the Union 
have adopted it,” he said, “We shall 
have taken a giant step forward towards 
protecting the insurance-buying public 
and the elements of the insurance _in- 
dustry entitled to protection.” 


Deficiencies Must Be Remedied 


Further along Mr. Wikler expressed 
his honest appraisal of the conclusions 
reached by members of the U. S. Senate’s 
subcommittee on Antitrust and Monopoly 
after six days of examination last year 
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F. B. Reilly of NBCU Gen’! 
Liability Division Dies 
Fred B. Reilly, 58, of the general liabil- 
ity division National Bureau of Casualty 


Underwriters, died suddenly April 26 at 
his home in Brooklyn, N. Y. 


Mr. Reilly, who was in charge of the 
preparation of the various rate and rule 
manuals of general liability insurance, 
was with NBCU for 32 years. Mr. Reilly 
was graduated from and took post grad- 
uate work at Fordham University. Later 
he studied at Brooklyn Law School and 
was admitted to the bar in 1942. For 
mamy years he taught liability insurance 
at the Werbel School of Insurance in 
Brooklyn and edited the school’s books 
on liability coverages. 

He is survived by his wife. 


into “Operations of Foreign Companies.” 
He said: “I came away persuaded that 
serious deficiencies in the regulation and 
functioning of surplus line business 
among non-admitted insurers were dis- 
closed. I also was convinced that unless 

those deficiencies were forthrightly and 
fully remedied in a reasonable period 
of time, this problem would bring the 
camel’s nose of Federal regulation into 
the insurance industry tent faster than 
any other.” 

The speaker warned the insurance in- 
dustry not to be lulled into complacency. 
The right attitude to take, he felt, was to 
respond to the warnings expressed in 
these Senate subcommittee hearings by 
heeding them “as a challenge to the 
leadership of the insurance industry and 
those who regulate it. We are on notice 
about an area in which state regulation 
and self regulation are not working well 
enough. The only proper response is to 
make them work better, to eliminate the 
cause of the threatened Federal regula- 
tion, 


Among his strongest points, made to- 
ward the close of his talk were that 
“our objective in remedying this situa- 
tion is to apply to non-admitted insurers 
the best regulatory and disclosure stand- 
ards developed by the states in many 
years, to minimize the chances of loss. 
But until we can Say, if a loss occurs, 
that it occurs in spite of everything we 

could properly anticipate or do, state 
regulation is not in a defensible position. 

“IT am convinced that we 
serve State regulation in this area as 
part of our continuing, vigilant effort 
to preserve state regulation for the in- 
surance industry generally. Three things 
are needed: (1) The swift adoption by 
every state in the Union of the uniform 
law, fruit of so many years of work of 
the NAIC. (2) The supervisory agencies 
must bend every effort to improve the 
speed and effectiveness of their regula- 
tory cooperation. Finally, we need a rec- 
oe by every segment of the in- 
surance industry that it has an interest 
ina cooperative national effort to protect 
this Achilles’ heel of State regulation.” 


must pre- 
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Lemmon Tells NAIC How ‘Good Rate 
Regulatory System’ Can Be Improved 


The National Association of Insurance 
Commissioners’ zone 5 meeting last week 
in Omaha heard Vestal Lemmon, gen- 
eral manager for the National Associa- 
tion of Independent Insurers, report on 
“Are State Rating Laws Protecting the 
Public ?” 

Mr. Lemmon declared that his asso- 
ciation favors a streamlined procedure 
under which rating filings and deviations 
become operative automatically without 
prior department review, but with full 
authority in the Commissioner to sub- 
sequently revoke any filing found not 
to meet the ratemaking standards. 

This feature is also found in the 
so-called Kefauver bill and in the model 
bill proposed by the organizations repre- 
sented by Clay Johnson, As Mr. Lemmon 
explained: 


Cannot Justify Administration’s Delays 


“Our association’s position in advocat- 
ing this procedure is based upon the 
conclusion, after careful study, that the 
administrative burdens and delays in- 
volved under a procedure of prior review 
of rate filings cannot be justified in 
terms of the public interest, and they are 
therefore unwarranted. Nor can reten- 
tion of this procedure be bottomed any 
longer on the argument that rating laws 
must provide for prior review to consti- 
tute ‘regulation’ under the McCarran 
Act. That argument has been laid to 
rest by the U. S. Supreme Court, (in 
the National Casualty and American 
Hospital cases) as well as by the word 
and deed of members of the Senate 
Antitrust and Monopoly Subcommittee.” 

Mr. Lemmon said further that “it 
has been suggested by some that a 
procedure for prior review of rate filings 
is necessary to maintain ‘stability’ in 
our business, and that if we allow rate 
filings to take effect automatically it will 
bring on ‘chaos,’ ‘ruinous rate wars’ and 
‘wide-spread insolvencies.’ While these 
predictions have been given wide circula- 
tion in the publication of certain seg- 
ments of the insurance industry, I have 
yet to find any accompanying documen- 
tation whatsoever for these charges. 

“In fact, some of the self-same oracles 
defeat their own case by asserting, almost 
in the same breath, that we are already 
witnessing chaotic conditions and pre- 
datory rate wars under the All-Industry 
Laws—which, of course, call for prior 
review! 

“The members of this panel might 
debate all day on whether today’s rate 
structures for various lines are or are not 
adequate, or whether there is or isn’t 
enough ‘stability’ to satisfy each of us. 
But one thing is clear. There has been 
and continues to be every bit as much 
general rate ‘stability’ and adequacy in 
those nine states which do not have the 
prior review requirement (including Cali- 
fornia, Missouri and Idaho where the 
laws don’t even call for filings) as in the 
states which do have that requirement.” 


Discusses Insolvencies 


Viewing the matter from the stand- 
point of insolvencies, Mr. Lemmon 
pointed out that, “the nine states which 
do not require prior approval have had 
at least as good a record as the other 
states, if not better. 

“T have never heard of an instance 
where a company’s demise was attribu- 
table to the mere fact that the rating 
law had no prior review requirement,’ 
he said. “On the other hand, I do know 
of instances where some companies have 
gone to the wall and others have been 
forced to the brink because a prior re- 
view type law prevented or delayed up- 
ward rate relief. 

“The spectre of insolvencies is not 
something to be treated lightly. Our 
association gave this subject the most 
careful consideration in its deliberation 





VESTAL LEMMON 


“If we concern ourselves only with the 


status quo, we will become one more 
industry stitching its own straightjacket.” 





accompanying the preparation of our 
bill. Briefly, our views on the matter 
can be summed up as follows: 


“First, we can find nothing to substantiate a 
conclusion that presence of a prior review 
procedure in _ itself any significant 
deterrent against insolvencies which is not also 
provided by the procedure of automatically 
operative filings subject to subsequent disapproval. 

We have seen tangible evidence, on the other 
hand, that presence of a prior review require- 
ment can and does on occasion operate to delay 
upward rate relief and thus lead to insolvencies 

“Second, it is a well-known fact that by far 
the most insolvencies have resulted from factors 
completely unrelated to the mechanics of rate 
filings, such as: Inexperienced or dishonest man- 
agement, unsound practices, im- 
proper investments, inadequate reserves, and so 
on. These conditions be uncovered and 
corrected only by timely and painstaking exami- 
nations. To the extent that a streamlined rate 
filing procedure such as we propose frees up 
some departmental staff time now devoted to 
unnecessary preoccupation with each minute 
detail in the rating picture, and thereby makes 
more time available for keeping an eye on 
solvency, the public interest and the cause of 
state regulations will be served. The Senate 
Antitrust and Monopoly Subcommittee Report 
(pp. 242-243) has underscored this very same 
proposition, 

“Third, we have given careful attention to 
the sometimes expressed fears of predatory rate 
wars resulting in One important 
deterrent to such an eventuality is of course the 
strong natural motivation by 
utives, as business men, to seek to operate 
profitably. Our proposed bill has provided another 
powerful safeguard against any attempts at below- 
cost rate-cuting. We have so defined 
rates as to prohibit rates which 
reasonable assumptions of future 
pense experience produce an underwriting loss. 

“This is a concrete definition of inadequacy 
which gives the specific tools to 
stop any deliberate attempts at selling below cost. 
It is a definition which effectively guards against 
the possibility of powerful companies or groups 

using their superior financial 
wide dispersion of operations to 
a smaller competitor out of busi- 


provides 


underwriting 


can 


insolvencies. 


insurance exec- 


‘inadequate’ 
would upon 
loss and ex- 


Commissioner 


of companies 
stamina and 
unfairly price 
ness.” 


Close to Stock Bureau's Bill 


Mr. Lemmon stressed that “Our defini- 
tion has been incorporated verbatim into 
the Kefauver bill. The model bill pre- 
pared by the stock bureau group which 
Clay Johnson represents contains a defi- 
nition of ‘inadequate’ rates which, while 
constructed differently, is quite close in 
basic theory to ours. 

“For these and other reasons, we be- 
lieve that our bill will increase the over- 
all effectiveness of state regulation in 
protecting and serving the public interest, 


Savage Praises Safe 
Driver Auto Programs 


CITES ENCOURAGING TRENDS 


NBCU Pacific Coast Manager Tells Gen- 
eral Agents at Phoenix “Early Criti- 
cisms Proved Groumndless” 


“Our companies are more confident 


than ever that safe driver auto plans 
have not only performed as expected 
but have also signaled the way to a 


successful participation in underwriting 
the mass personal market.” 

This was the opinion of John J. Savage, 
manager of the Pacific Coast branch of 
the National Bureau of Casualty Under- 
writers, in a talk before the National 
Convention of Managing General Agents 
last week in Phoenix. 

Mr. Savage first gave a background 
of the plans then discussed how they 
were working out thus far. “Although 
it gs still too early to draw final con- 
clusions,” he said, “all evidence to date 
clearly indicates the following trends :, 

Discouraging Deterioration Halted 

“1. The discouraging deterioration of 
the organized companies’ collective posi- 
tion in the mass automobile market has 
been halted. Indeed, our companies and 
their agents are acquiring new business 
of good quality in direct ratio to their 
merchandising efforts. 

“In California, for example, a recent 
study showed a 12% increase in the 
number of private passenger automobiles 
insured during the first three months 
of 1960 as contrasted with the same 
period in 1959 when the plan was not in 
effect. Some companies reported in- 
creases ranging from 20% to 25%, sub- 
stantially greater than the average 12% 
increase. While results reported thus far 
from other states vary somewhat, there 
is every reason to believe that the Safe 
Driver Plan and the Special Automobile 
Policy are attracting new business and 
allowing our companies to hold their own. 

“It is significant that the great pre- 
ponderance of new business gained by 
bureau members was previously insured 
in the deviating market. One company 
recently repoterd writing almost 700 new 
risks in March in two western states— 
an astonishing increase in business in 
an area dominated by cut-rate companies. 

“2. There is ‘every evidence that safe 
driver plans have not adversely affected 
loss ratios and may well have lead to 
an improvement in loss ratios in spite of 
discounts granted to those insured with 
clear records. This bears out repeated 
statements made on behalf of our com- 
panies that safe driver plans are not 
rate-cutting devices but are intended to 
produce a better balanced book of busi- 
ness affording our companies an even 





the cause of state regulation and the 
legitimate interests of the insurance in- 
dustry.” 

Mr. Lemmon opined that “it is not my 
purpose to try to do a ‘selling job’ on 
our rating bill. However, I felt that the 
most meaningful way I could outline my 
views on whether the existing rating laws 
are properly serving the public interest 
was to point out some of the important 
features of our bill which we believe 
would rr gogo an improvement. 

“All of us here know there is ample 
evidence that state regulation can work 
well in the public interest. It works best 
where healthy competition is assured. 
At the same time, we are all aware that 
there are some states and some industry 
practices which have given rise to Con- 
gressional inquiry into the effectiveness 
of our present system. 

“Too often, the banner of ‘protection’ 
for the public has been used to cloak 
practices and procedures which are, in 
reality, designed to ‘protect’ certain 
elements of the industry from the prob- 
ing finger of healthy competition. 

“If the public is properly served,” he 
concluded, “it will be properly protected. 
In a healthy competitive industry, the 
companies and the regulators can best 
serve and protect the public.” 


chance of a reasonable profit. 

“3. The Safe Driver Plan and the 
Special Automobile Policy Programs, 
through the use of driving record in- 
formation and signed applications, have 
produced the two-fold result of telling 
Bureau-NAUA companies more about 
their book of business and contributing 
to greater accuracy in classifying private 
passenger risks. This compound result 
is necessary and proper in the handling 
of a mass volume of individual risk 
business. 

“While the road ahead is long and the 
job but partially completed, all available 
evidence supports the fundamental theory 


underlying safe driver plans and the 
Special Automobile Program,” he de- 
clared. 


Early Criticisms Proved Groundless 


Turning next to what the “critics and 
prophets of doom publicity stated when 
the National Bureau-NAUA Programs 
were announced on a state by state 
basis,” Mr. Savage asserted that the 
“critical charges of our competitors are 
well documented. Let us take a look at 
the scoreboard results to date: 


“1, We were told that previous merit 
rating plans were unsound and that the 
Safe Driver Plan would be no exception 
and there would be an administrative 
breakdown both on the part of the 
companies and their producers. 


“This has not proved to be the case! 
Safe driver plans, while resulting in some 
administrative commotion initially, have 
nevertheless worked out satisfactorily 
for both companies and their producers. 
On the basis of the record, there is no 
evidence which would lead one to believe 
that these plans will fall of their own 
weight because of administrative prob- 
lems. All signs point the other way: 
a practical approach to writing and 
rating drivers according to their own 
driving records. 

“2. We were told 
would be too costly. 

“This has not proved to be the case! 
The additional money that has been 
spent for driving record information and 
signed applications has been a sound 
investment because it has produced a 
lower flat cancellation rate, a more 
favorable book of business and better 
underwriting information. 

“A recent cost survey in California 
involving the principal writers of private 
passengers car business leads us to be- 
lieve that safe driver plans may well 
result in more efficient procedures and 
better dollars spent for value received. 

“3. Our critics gazed in their crystal 
ball and claimed that safe driver plans 
would jam the traffic courts and even- 
tually lead to a breakdown of traffic law 
enforcement. 

“This has not proved to be the case 
either in California or in other states— 
there are some isolated exceptions, but 
we can recognize them for that they’re 
worth. In California, for example, where 
all moving traffic violations are counted, 
there is not a single shred of tangible 
evidence which would lead a reasonable 
person to believe that the Safe Driver 
Plan has contributed to a traffic court 
problem. The State of California has 
vigorously enforced its driver improve- 
ment and driver point systems, both of 
which are certainly in the public inter- 
est. This program, plus an exploding 
population, probably accounts for the 
slight increase in traffic court activity in 
California. 

“4. We were repeatedly warned, in 
state after state, that we would face 
a public rebellion because accidents and 
traffic violation convictions were used to 
establish automobile insurance rates. This 
is a myth which has been blasted by the 
driving public’s enthusiastic reception of 
safe driver plans. The great majority 
of safe drivers have had every reason 
to be thankful for lower insurance pre- 
miums. The speeders, the drunk drivers, 
the stop sign violators, the inveterate 
accident prone drivers have received 
little public sympathy because they have 
had to pay higher rates than careful 
drivers. The public records stands clear: 

(Continued on Page 39) 


that these plans 
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Des Moines CPAs Hear 


Program From Laing 
TO CURB EMPLOYE DISHONESTY 
Aetna Casualty Fr. & S. Department 
Official Emphasizes Urgency of 
Fidelity Bond Coverage 


\ practical program to reduce losses 
caused by employe dishonesty was stressed 
during a recent dinner meeting at the 
Savery Hotel Des Moines attended 


by banking, accounting and insurance 
epresentatives 

] suggestion of E. F 
president, Central National 


Buckley, 
Bank & 





Trust (¢ Des Moines, the dinner ar 
rangements were made by Glenn B 
Mort oe len manager of the Des 
Moines e, Aetna & Surety, 
vho invited the certified public account- 


ants of Des Moines to a discussion of 
methods of curbing the upward trend 
embezzlement 

Mr. Buckley’s suggestion was based on 
his own practice of requiring CPA state 








the financial structure of large 
borrowing substantial funds 
bank, as a “eC rgpencavetig meas 
L at the bank’s expen As a 
result of these investigations, dis! ionesty 


n the part of employes of several suc] 





firms was revealed, and if fidelity insur 
ance was in existence for these firms it 
was in very nominal and inadequate 


amounts. It was Mr. Buckley’s concern 
ver the possible widespread prevalence 

rcumstances that prompted his 
suggestion that the Des Moines CPA’s 
the urgency of adequate 


} = ¢ 
yond coverage 





of such ci 
be briefed on 


Sains Names Three nerien 


iefi1 ng was 
by Philip 

‘tary, fidelity and 
Aetna Casualty & Sur 
American business 
he increasing 
honesty losses. He named three 


T Ss 
principal safeguards which can generally 
| 





sect 








ve adopted to help min mize such losses; 
effective internal control, fide lity poet 
and independent audits by certifie . publ 
accountants. “None f : aw safeguat 
t I s, hea Med. 
even minor 


o a business 
apital, were 
ho said that 





on sales, 
handise wit! 

pr en 
All types of employes,” said Mr 
Laing become embezzlers—salesmen, 
okkeepers, deliverymen, tellers, cash 
iers, pay clerks, ship cz ware 

















muisemen, branch mana s 1es 
\ id and even office boys 
f embezzlements is such 
it were 1 10 1 e fac iat claim 
ecords of surety ymmpanies recite the 
letails they might be considered the fig 
nents of mystery writer’s fertile 
imaginatior 
Pre ion inst embezzlement re- 
quires a good system of internal control, 
Mr. Laing stated, suppler nented by an 
independent audit, plus fidelity insurance 
Neither me can take the place of the 
ther. Controls make fraud difficult, but 
not impossible. Tl ore, insurance is 
needed to provide sufficient protection 
against-the frauds which may not be 
detected in time to prevent loss. Insur- 


on the ver hand, can never re 
adequate control ‘ithout adequate 

<a. losses may go undiscovered until 

they exceed the amount of insurance.” 





Outlines Surety Assn.’s Formula 


Mr. Laing 


cited case histories of em 


plove embezzlements, stressed the de 
fenses against such occurrences, and 
discussed the various types of fidelity 


bonds available to 
agement and to 
Answering the 


c ommercial firm man 
financial institutions 
ft-repeated question as 


to the amount of fidelity insurance a 
business firm should purchase, Mr. Laing 
outlined the formula developed by the 
Surety Association of America which 


is based upon two principal elements of 
exposure to large dishonesty losses; 


G. S. BRADSHAW RE-ELECTED 


Heads Assn. of Florida Insurance Cos. 
For Another Year; 32 Years With 
American F.&C.; His Prominence 





\DSHAW 


GEORGE S. BR 


George S. Brads haw, first vice 
dent | treasurer of the American Fire 
& Casualty of Orlando Fla., who is in 
his 32nd year with that company, was 


presi 


recently re-elected presid nt of the As- 
sociation of Florida Insurance Com 
panies. About 25 domestic fire, casualty 
and life companies are members of this 


as well as some out-of-state 
which maintains a_ regional 


association 
companies 


office in Florida 

At the meeting in Tallahassee where 
Mr. Bradshaw was re-elected, a luncheon 
was held which was attended by State 


Insurance Commissioner J. Edwin Lar 
son, Assistant Commissioner E. A. Fair 
cloth, Administrative Assistant Broward 
Williams and Walter E. Rountree, gen 


eral counsel, Florida Insurance Depart 
ment 

Mr. Bradshaw, native of Lebanon 
Tenn., is one of Orlando’s most active 
business executives. He is first vice 
president-treasurer and director of 
American Federal Savings & Loan Asso- 
ciation; director, Acceptance Corp. of 
Florida and of the Commercial Bank 
at Winter Park, Fla. A Mason, Kaight 
Templar and Shriner, he is past presi 
dent of Orlando Lions Club, member of 
the local Chamber of Commerce, Uni 
versity Club of Orlando and of two 
country clubs 


American Home Assurance 


Promotes Morris In H.O. 


American Home Assurance Group has 
appointed Stanley Morris as manager, 
casualty division, of the home office 
claim department of its companies. His 
appointment was announced in New 


York by Creighton P. Cunningham, 

sident of American Home Assurance 
and Insurance Co. of the State of Penn- 
sylvania 

Mr. Morris has had 15 years’ ex- 
perience in insurance claims work. He 
to his new position after several 

superintendent of 
another leading com- 





comes 
years as assistant 
‘asualty claims for 
pany 

Mr. Morris entered the 

a loss clerk, after being 
New York University 
f Science degree in 


insurance field 
graduated by 
with a Bachelor 
economics. He 


advanced to home office supervisory 
positions after service as investigator, 
adjuster and branch office claims man- 
ager 

current assets, and gross sales or in- 


fidelity 
is based 
applica- 


minimum amount of 
firm should carry 
exposure index. The 


come. The 
insurance the 
upon its 


tion of this formula reveals alarming 
mditions of under insurance. 

‘The grave peril of under insurance 
rr insufficient fidelity bond coverage is 


obvious,” said Mr. Laing, “and it is 
stressed by the size and frequency of 
arge scale embezzlements. The amount 
of the fidelity bond should be sufficient 
to protect the firm against disastrous 
losses, and all employes should be 
bonded employe dishonesty is 
not limited to those who hold trusted 
positions or have direct contact with the 
firm’s funds. Every employe presents 
a possible hazard.” 


because 





NBCU Rating Plan Innovations Help 
Cos. Get and Keep Business: Twaits 


Discussing the rating bureau approach 
to “Custom Miade Insurance” at the re- 


cent Northeast District CPCU Institute 
‘“;—_* ir in Point Pleasant, N. J., Elmer 
Twaits, secretary of the NBOU, said 


ie rating organization “has taken long 
strides to keep abreast of today’s com- 
petitive conditions and to provide its 
members and subscribers with the tools 
necessary to build an appreciable vol- 
ume of rated business.” 

The bureau executive discussed the 
advantages of various individual risk 
rating plans and explained the ways by 
which new rules of procedure can be 
utilized to meet competition for risks. 
“Tailored to meet the needs of the in- 
dividual insured,” he said, “these pro- 
grams afford our companies excellent 
opportunity effectively to rate qualifying 
risks.” 

Most widely used are the experience 
and schedule rating plans applicable for 
automobile, general liability, burglary and 
glass insurance in approximately 46 states 
and territories, he pointed out. 

Mr. Twaits announced that an import- 
ant change in bureau administration of 
these plans became effective January 15, 
1961. “Whereas for years the previous 
carrying member or subscriber was the 
sole company authorized to establish re- 
newal modification, any bureau member 
or subcriber may now develop expe- 
rience and schedule rates for all renewal 
risks exceeding $10,000 in size,” he ex- 
plained. “Moreover, no rating applica- 
tion need be submitted to the bureau 
for review until the company has a firm 
order for the business.” 


Hoping for Elements of Flexibility 

Referring to the current mandatory 
automobile experience rating plan in New 
York which involves some 32 manual 
size printed pages and the general lia 
bility experience rating plan some 34 
pages, Mr. Twaits stated: “It is heart- 


ening to report that a high level com 
mittee of the National Bureau is now 
actively engaged in studying ways to 


simplify these plans 

“We hope that certain elements of 
flexibility may be introduced to make the 
plans easier to apply and better to meet 
competitive needs. The extent to which 
this can be accomplished will rest largely 
with the state supervisory authorities to 
whom amendments will be presented.” 

Mr. Twaits explained that under retro 
spective rating plan D, which is avail 
able for risks developing $5,000 or more 
basic limits automobile, general liability 
and workmen’s compensation premium, 
the insured’s record of effect 
adjusts the final premium for the cur 
rent one or three year policy period, 
subject to prescribed minimum and maxi- 
mum premiums. 


losses in 


“Of interest is the fact that proposals 
are now being considered whereby burg 
lary, glass and fidelity insurance may be 
included under retrospective plan D along 
with the traditional workmen’s compen 
sation, automobile liability and physical 
damage and gener al liability coverages,” 
he reported. “Also, the same bureau 
comittee working on simplification of 
the mandatory experience rating plan 
is actively developing proposals to 
streamline plan D rules and procedures.” 

Mr. Twaits reported that the loss rat- 
ing procedure, rule 9, of the current 
composite rating plan is finding increas 
ing favor among underwriters of large 
risks. This rule avoids requiring the car 
rier to go through the tedious detail and 
expense of developing manual premiums 
for comparison with losses in order to 
determine experience rates and _ subse- 
quently convert rated premiums to a spe 
cial underwriting basis. 

Of even greater interest to the 
risk underwriter than the loss rating 
rule, he said, should be the special “rule 
for rating large risks” which the Bureau 
recently announced to be effective March 


large 





Matar 


ELMER A. TWAITS 

“With innovations in individual risk 
rating plan procedures, which the Na- 
tional Bureau of Casualty Underwrtiers 
has instituted on behalf of its companies, 
there is no longer any need for much 
desirable casualty business to find its 
way across the ocean or on to the books 


of direct writers and independent com- 
petitors.” 


, 1961 in 40 states and territories, with 
more States expected to lop it shortly. 


‘This rule recognizes that manual 
rates and basic rating = are appro- 
priate for small and average size risks,” 
Mr. Twaits stated. “However, truly 


jumbo risks present sO many special un- 
derwriting considerations that attempts 
strictly to adhere to manual procedures 
in wating them merely become laborious 
exercises porer h don't help the insured’s 
figure. Accordingly, under this rule 

applicable only to risks developing $100,- 
000 basic limits manual premium for 
automobile, general liability, burglary and 
glass insurance—we do away with need- 
less red tape and merely request com- 
panies to record with us the total pre- 
mium to be charged the insured.” 


Mr. Twaits pointed out that the Bu- 
reau alse provides special rating pro- 
grams applicable to insurance buyers 
whose business is well within reach of 


the average underwriter. 
“hazards covered—special endorsements,’ 
rates in excess of standards,” “in- 
creased limits coverage,” “extended cov- 
erage” and “unique and unusual condi- 
tions,” go beyond the well known gen- 
eral liability (a) rating rules which pro- 
vide guides or ranges for general lia- 
bility exposures arising too infrequently 
to warrant including rates for them in 
the manual, he said, pointing out that 
the special rules supplement manual and 
(a) rate procedures. 

The “hazards covered—special endorse- 
ments” rule recognizes that individual 
risks may have hazards that are not com- 
mon to all risks within the class and 
permits elimination by endorsement of 
such exposures without increase in the 
insured’s basic premium, he _ stated. 
Without such a rule, Mr. Twaits empha- 
sized, many insureds would be denied 
coverage in the voluntary market. 

“he “rates in excess of standard” pro- 
cedure, he reported, is being used with 
great frequency. “By obtaining an in- 
sured’s written consent to rate above 
standard much automobile business is 
thus being written in the voluntary mar- 
ket rather than in assig ned risk plans,’ 
the bureau officer said. ‘Also, many 
companies are using this means to afford 


Such rules as 
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insurance domestically rather than have 

dis deed sack tuvesens ee tar once a — eee ~psieaape crcu UNIVERSAL Ave® NAMES MILLS SECURITY MUTUAL NAMES TWO 
surplus lines market. As insurance <0 sbedede electec of git gob of the San An- Richard L. Mills has joined the home Security Mutual Insurance Co. of 
virtually all risks should be available tonio, Texas, CPCU Chapter are: John office staff of Universal Aut bile New York has announced the promotion 
a proper price, this rule provides means CC. Santikos, CPCU, United States Auto- — ‘sige eee si ie agai Alexander C. Stewart to manager of 
for accomplishing it.” mobile Assn., president; Robert Bryson, ae te Ce OF Ie ieee its Miami Beach office. This office proc 


writing department. Mr. Mills before 
joining Universal Auto was casualty man- 
ager for Statesman Insurance Co., an 
affiliate of the State Auto Insurance 
Association. A member of Indianapolis 


Under the provisions for “rating of = ¢pcryy ; gen : 
extended aan risks for a nee Cr CU, Royal Globe special ag = 
erage is to be written which is broader president; Mrs. Lola Ladd, CPCU, Piper- 
than that provided by manual defini- Stiles and Ladd Agency, secretary. New 
tions of coverage may be ae, fo directors are: Don Evans, CPCU, Fitch 
the bureau for the establishment of addi- ee ApS SE asi ie eae 
neal tas, Sle: Tusa Geet ont. eee. Agency; Clem Spalding, 
He reported that this procedure may be -PCU, 
used to provide at additional premium 
the broader coverage occasionally needed 
by individual risks. 


Wider Use of Supplementary Rule 


esses all business for the southeastern 
area. 

Gerard Nolan has been promoted to 
the position of casualty underwriting 
United States Automobile Assn. Ley vemirnriers Association, be is siiates te is enaedaeteiann = a 
Al Eckhardt, CPCU, Bexar County Na- presently serving on the casualty com- uate and Pgh vies of tac Watiae T So. 
tional Bank; and Paul Schooler, CPCU, mittee of the Hoosierland Rating Bu- ciety of Chartered Property and C Sdialey 
United States Automobile Assn. reau. Underwriters. 





Increasingly wider use is being made 
by bureau companies of the “supple- . m 
mentary rule applicable to increased lim- Now—more str | th : Y- 
its for automobile and general liability ongly all ever— eVala s rea irms : S$ ait ill t e 
insurance,” he pointed out. This permits 
ready recognition to be given to the 


deren screens ores independent agent with unusual full-color page advertisements like 


limits, he said. 


“An increasing number of requests 

come to our attention where large risks this j ill The Saturda Fvenin Post, Time and lJ. S. N & W 
want layers of excess protection afforded EWS | 
over primary insurance or over self- aioe 
insured’s retention,” Mr. Twaits stated. 
“Typical example is the affording of $5 ow— more S rongly t all 
million automobile and general liability 

coverage for a manufacturing risk over 


$15 million, the $15 million being: made 
up of ‘several layers’ offered by foreign agen 
or other domestic companies and the in- 
sured’s retention. In most states such 
rating, involving no coverage changes 
but an educated ‘guesstimate’ as to ap- 
propriate premium charge, will be proc- 
essed through the special rule for rating 
increased limits. We are pleased that an 
increasing number of companies will 
write such insurance rather than let it 
drift to Europe, as had been the case for 
many years.” 
Perhaps the most extensively used spe 
cial rating rule of all, Mr. Twaits said, 
is that designed for rating “unique and 
unusual conditions.” 
“Here special rate treatment may be 
given if it can be shown that a risk de- 
scribed by a specific manual classifica- 
tion presents unique or unusual condi- 
tions of exposure, hazard, or inspection 
and loss prevention service, such that the 
application of the normal rating proce- 
dure does not produce a reasonable and 
equitable rate for the risk,” he stated. 
“Applications for treatment under this 
rule are accompanied by full supporting 
factual data and evidence specifically 
setting forth the reasons for the re- j 
quest.” j 
\s an example of special treatment 
under this rule, he pointed out that a 
public utility’s use and occupancy rates 
were reduced substantially to recognize } 
that the capacity of its generators far } 
exceeded the peak load at which they 
were operated. | 


east { 
Surety Association Issues } 


License Bond Booklet 


The purpose and functions of license 
bonds and the protection they afford the } 
public and government bodies are dis- : 
cussed generally in a 24-page booklet i 
recently released by Surety Association 
of America. f PLANNING INSURANCE ? 


Under the title “License Bonds—An j Without the heip of an agent, the scheo! administrator can be overwhelmed with the d 
Aid to the Administration of License i a tee Sesh ’ ee ee 
Laws,” the booklet stresses the expan- i fetuis of planning an adequate insurance program. And ao can you, for that matter oO Whoever 
sion of modern business to accomodate 4 you's 
the needs of an ever broadening society, } 66a ahh sca. ceniete: Beebctian pregnant gain aebeens PRO ints LC NG Oe 
and the two underlying requirements : 


which many business enterprises must | 

meet in order to secure authority to THE 
operate: A license or permit to conduct > 
a business or to exercise a_ special “f. 


privilege, and a corporate surety bond 
to support the license or permit. j . “1 te : : CASUALTY FORE MARING INSURANCE © SIDRUTY SURETY somBS 
The general categories in which license f 

bonds are grouped, their application to 

specific types of business and their scope 

of coverage are featured in the booklet. sie 

Appendices illustrate typical license i ea 
bonds and present a lengthy list of bonds 

exemplifying the vast complex of busi- 


nesses that require licenses and suret 
eae a9 q my United States Fidelity & Guaranty Co., Baltimore 3, Md. 


the professional assistance of the independent insurance agent who represents USF&G 
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NAII’s First PR 
Workshop Agenda Set 


FOR MAY 16-18 IN ATLANTA, GA. 


Morrill, Selvage Will be Luncheon 
Speakers at Public Relations Meeting; 
Lombaer, Kytle to Head Panels 


t National As- 
Insurers re- 
relations work- 
iced by Bob Oelberg, NAII 
relations director. 

attendance of «8 ut 200 is expected 
for the meeting at the Hilton Inn in 
Atlanta, May 16—18, Mr. Oelberg said 
heon speakers will be Thomas C 
vice president—public relations, 
Farm Insurance Cos., and James 
P. Selvage, c f the board, Sel- 


rman of 
and Lee, Inc., public relations 


The agenda for the firs 
sociation of In Sheed rg 
gional personnel—public 
shop is announ 
public 









The first day and one-half will be 
devoted to problems of personnel ad- 
ministration. Forest Lombaer, vice pres- 
idend--peen mnel, Nationwide Insurance, 


will serve as chairman for panel discus- 
sions on employment and selection tech- 
niques and procedures including testing; 
employ e attitude surveys and their uses; 

alary administration, merit-rating and 
hee aspects of performance appraisal ; 


and training and development of em- 
ployes. 

The remainder of the meeting, begin- 
ning at noon, Wednesday, May 17, will 


be devoted to public relations problems 
in the fire and casualty industry. 

Mr. Morrill will discuss “The Here, 
Now and Tomorrow of Industry Co- 
operative Public Relations Programs” at 
a Wednesday luncheon. Mr. Selvage’s 
for a0 Thursday luncheon session 
wil be “ Challenge Public Relations 
Presents = Sesanence Executives.” 

Calvin Kytle, vice president—public 
relations, Nationwide Insurance will serve 
as chairman of the public relations panel 








discussions. Topics will include estab- 
lishing status for the public relations 
function; budgeting for public relations 
programs; measuring public relations 
effectiveness; developing company public 
relations programs for employes and 


agents, the press, and for policyholders. 
On Thursday afternoon, James A. 
Mackay, Atlanta attorney and member 


of the Georgia legislature, will give “The 


Public’s Point of View.” The meeting 
will end with a group discussion and 
problem clinic. Panelists will be Harry 





] vice president—marketing, Edu- 
cator and Executive Insurers, Inc.; David 
J. Phillips, public relations director, State 


Farm Insurance eae Mr. Ocl- 
berg; and Mr. Kytl 


Safe Driver Plan, Special 
Policy Now Effective In Ga. 


Most Georgia motorists are now eligible 
for ings on their automobile insur- 
ance beginning May 1 under a plan ap- 
proved on March 10 by Insurance Com- 
missioner Zack D. Cravey 

Proposed by the National Bureau of 
Casualty U epee rs and the National 
Automobile Underw riters Association on 
behalf of their member companies in 
Georgia, the plan offers discounts to 
safe drivers and to those who purchase 
the newly approved Special Automobile 
policy 








The “safe driver” feature grants dis- 
counts of 15% on liability and collision 


insurance to applicants with three-year 





clean driving records. Further savings 
are offered to purchasers of the new 
special automobile policy. This new con- 
tract combines various types of auto 


coverages into a single package 
Commissioner Cravey said 

Georgia Department of 

spot check of 


that the 
Public Safety 
accident and traffic records 


indicates that approximately 84% of 
Geor gia’s drivers will become eligible 
f “safe driver” discounts. 

TT 1e Insurance Information Institute 


State 
It is 


reports that Georgia was the 34th 
to adopt this type of rating plan. 
approved for use in 40 states now. 


Sweitzer Urges Employers 
To Hire the Handicapped 


“Employers who discriminate 
handicapped workers are actually ‘handi- 
capped employers,’” J. M. Sweitzer, pres- 
ident of Employers Mutuals of Wausau, 
Wis., told representatives from through- 
cut the country attending the annual 

eeting last week of the President's 
Committee on Employment of the Phys- 
ically Handicapped. “Handicapped work- 
ers are not merely employable—they 
are worth seeking out for employment,’ 
he asserted. 


against 


firm is observing its 
this year. The Wau- 
founded in 1911, the 
Wisconsin workmen's 
law—the first to become 


Mr Sweitzer’s 
50th anniversary 
sau company was 
same year the 
compensation 


effective and to be declared constitution- 
ally valid—was passed. Mr. Sweitzer’s 
talk preceded his presentation of a new 


Employers Mutuals film to the Presi- 
dent’s Committee on the subject of hiring 
the handicapped entitled “Proud and 
Tall.” 

Pointing out that major 
compensation insurance 
been instrumental in th 


workmen’s 
companies have 
e advances made 


in rehabilitating injured workers and 
placing them in productive jobs, Mr 
Sweitzer said it is “wholly untrue” that 


hiring hi andicapped workers 
expect to have its insurance rates 
increased, and “totally unfair” to the 
insurance industry, “which subscribes so 
completely to the ideals and work of the 
President’s Committe on E -mployment 
of the Physically Handicapped.” 


a company 
can 


Real Argument “Purely Economic” 


Calling the resistance of some employ- 
ers to the hiring of handicapped workers 
a form of “class discrimination,” the 
Employers Mutuals president said that 
the real argument against such discrim- 
ination is not social, legal or even moral, 
but “purely economic.” 

“Any selection that over- 
looks or fails to fully explore every 
source of competent help deprives the 
employer of potentially valuable assets,” 
Mr. Sweitzer declared. “Refusal to hire 
workers in any given area or class hurts 
the businessman as directly and unqual- 
ifiedly as would a refusal to sell his 
merchandise in that area or class.” He 
added that countless authoritative rec- 
ords and statistics have proved that the 
handicapped worker can be safely and 
productively employed 


e mploye 


“Having sustained a major amputation 
r permanently paralyzing injury, or loss 
of sight and hearing, the man who has 
learned to overcome his condition and 
offers himself for a job has already dem- 





American Home Appoints 
Coyle, Holm and Cunningham 


The appointment of John J. Coyle, M. 
Richard Holm, and Earl O. Cunningham, 
Jr. as claim managers has been an- 
nounced by the American Home Assur- 
ance Group. 

Mr. Coyle transfers to Jacksonville as 
manager of the Florida claim office, 
having held supervisory responsibilities 
in the home office claim department. He 
attended Villanova University and Tem- 
ple University. 

Mr. Holm who has been designated 
manager of the New Jersey claim office 
in Newark, formerly served as an ad- 
juster in that office. He has had many 
years of claim experience in the New 
Jersey area. 

Mr. Cunningham, claim manager of 
the Philadelphia branch office, joined 
American Home recently. He was for- 
merly general claims supervisor for a 
utility company. Prior to that, Mr. Cun- 
ningham served as a multiple-line claims 
adjuster and supervisor for years. 
He studied pre-law courses at Temple 
University. 


he) 


SWEITZER 





J. M 


onstrated persistence, patience, intelli- 
gence and guts—all qualities immensely 
valuable to any employer. The normally 
healthy employe must prove himself on 
the job—the handicapped employe brings 
his proof with him,” he said. 

“Unless the employer is a handi- 
capped employer—one who is narrowing 
his own potential—he usually can read- 
ily recognize that the worker who has 
climbed back into contention after a 
crippling illness or accident has already 
proved his mastery of himself,” the <? 
ployers Mutuals president concluded. ‘ 
logically follows that the man most 
able of solving his employer's problems 
is the man who has demonstrated he has 
solved his own.” 


Thompson Elected Assistant 
Secretary by INA Board 


The board of directors, Insurance Co. 
of North America, has elected Laurence 
Thompson assistant secretary, it was 
announced by John A. Diemand, chair- 
man and chief executive officer. 

Mr. Thompson, formerly casualty man- 
ager of INA’s Long Island service office, 
will occupy an important administrative 
and underwriting position in the com- 
pany’s automobile department at the head 
office in Philadelphia. 

In March, Mr. Thompson was pre- 
sented with the Diemand Trophy, the 
most prized honor conferred annually 
by INA to the casualty service office 
achieving “the best record in profit, pro- 
duction, and expense control.” 

Mr. Thompson joined the casualty un- 
derwriting arm of INA in 1925. Subse- 
quently, he served as a special agent for 
the company in Virginia and North Caro- 
lina. In 1939, he became an underwriter 
and special agent at INA’s Harrisburg 
service office. In 1950, Mr. Thompson 
was appointed assistant manager of IN- 
A’s Long Island service office, becoming 
manager in 1953. 

During World War II, he served in 
the China-Burma theatre of operations 
for three years as an officer with the 
10th Air Force. 


ELEVATE STEPHENS AND ENO 


Allstate Insurance Companies announce 
six executive appointments including two 
in the Hartford regional office. They 
are James Stephens, regional sales super- 
visor—life, accident and sickness, and 
John Eno, district sales manager. 

Others are: Walter F. Leonard, assistant 
underwriting manager, Kansas City re- 


gional office, Robert J. Shields, services 
manager, Valley Forge regional office, 
Stewart F. Mitchell, zone controller, 


eastern zone, and G. G. W right, district 
sales manager, Dallas regional office. 


Company Has Been a Pioneer 


In Workmen’s Compensation 

Employers Mutual Casualty last week 
celebrated its 50th anniversary with spe- 
cial ceremonies in its home office in Des 
Moines and at branch offices in 24 cities 
throughout the nation. 

In Des Moines, about 400 home office 
cake 
talk by 
president and treasurer. 

Similar observances were held simul- 
taneously in each of the company’s 
branch offices, 18 states. At 
branch offices, employes heard recorded 
messages from ‘President Gunn; John 
*. Hynes, chairman of the board; M. J. 
Wilkinson, executive vice-president, and 
W. J. Hynes, claims counsel, all of Des 
Moines. 


Wore Clothes of Early 1900s 


Throughout the company, employes 
celebrated the occasion by coming to 
work wearing costumes in the fashions 
of 50 years ago. Prizes were given to 
the women and men wearing costumes 
judged best. Winners at the home and 
branch offices were photographed for 
judging in a nationwide contest to select 
winners for the entire company. 

In Des Moines and most of the branch 
offices, large birthday cakes were 
displayed for the day. The display cakes 
were not cut, but given intact to local 
deserving charities. 

Employers Mutual was founded in 1911 
in Des Moines, primarily to write work- 
men’s compensation coverage. Through 
the years, the company has expanded to 
a complete multiple line company offer- 
ing casualty, liability, fire and inland 
marine insurance, and bonds. 


and _ coffee 


John W. 


employes were served 
and heard a 
Gunn, 


short 


located in 


is licensed in 38 states, 
the District of Columbia, and the Can- 
adian province of British Columbia. It 
has over 4,000 independent local agents 
and over 400,000 policyholders. Assets 


The company 


have increased a thousandfold in_ the 
past 45 years—from $55,079 in 1915 to 


$55,470,000 in 1960. 


Surety Ass’n of America 
Sets Annual Meeting May 11 


The Surety Association of America 
will hold its annual meeting Thursday, 
May 11 at the Astor Hotel in New York, 
Warren N. Gaffney, general manager, 
announced. 

Association officers and members of 
the executive committee will be elected 
at the session and reports ‘will be pres- 
ented by Mr. Gaffney and the advisory 
committees. The newly elected exec- 
utive committee will hold its organiza- 
tion meeting after the annual meeting. 

The Surety Association of America, 
established in 1908, is an insurance or- 
ganization of 83 member companies en- 
gaged in nation-wide fidelity, surety and 
forgery bond underwriting. 


CARROLL MARKS 40TH YEAR 

Guerrin Carroll, manager of the Seat- 
tle branch office, Fidelity & Deposit Co., 
celebrated the 40th anniversary of 
his association with the company on 
May 1 

Mr. Carroll began his F. & D. career 
in the company’s Portland, Ore. branch 
office. In 1924 he moved to San Fran- 
cisco where he served in several capa- 
cities until 1943 when he was made man- 
ager of that office. He was transferred 
to Seattle as manager in 

A native of Portland, Ore., Mr. Carroll 
studied law at Golden Gate College, in 
San Francisco. He is a past president 
of the Seattle Surety Underwriters As- 
sociation. 
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Guarantee of NA Had 
Year of ‘Transition’ 


UNDERWRITING PROFIT $69,660 





New President Doheny Satisfied With 
Results, Notes Surplus Increased to 
$2,763,458; Safeguards Increased 


The year 1960 was a year of “transition, 
retrenchment and_ rehabilitation” for 
Guarantee Co. of North America and 
resulted in a substantially reduced un- 
derwriting loss and an operating profit 
of $69,660 compared with an operating 


loss of $1,267,051 for the year 1959. 
Guarantee, with its home office in Mon- 
treal, operates in both the U. S. and 
Canada. 


Daniel O’C. Doheny, Q. C., who suc- 
ceeded H. Millar Rawlings as company 
president during the year reported in 
the company’s Annual Statement satis- 
faction with the operating profit for the 
year ended December 31, 1960, but men- 
tioned that such profit was only made 
possible as a result of income from rents, 
interest, and dividends from investments 
and capital gains on the sale of invest- 
ments. 

Mr. Doheny noted that the surplus 
available for policyholde rs’ protection had 
been increased from the $2,367,697 as of 
December 31, 1959 to $2,763,458 as of 
December 31, 1960. The reduced under- 
writing loss of $044,509 for the year un- 
der review compared with losses of 
$1,794,035 and $1,614,272 in the years 1959 
and 1958 respectively, resulted in part 
from the company discontinuing the 
writing of all classes of insurance except 
fidelity and surety bonds and the can- 
cellation of practically all the company’s 
reinsurance business; these steps resulted 
in a reduction of net premiums written, 
from $5,366,246 in 1959 to $1,834,155 dur- 
ing the year under review. 

Mr. Doheny mentioned that the poli- 
tical and economical situation in Vene- 
zuela, in which country practically all 
the company’s Latin American Reinsur- 
ance Treaties originated, remained un- 
certain but every effort had been made 
to provide adequate reserves in respect 
of such business. 

In concluding, Mr. Doheny remarked 
that it was difficult to forecast the re- 
sults of the year 1961 but the company 
was concentrating on its long established 
lines of fidelity and surety bonds and 
had taken steps to make this business 
as profitable as possible by increasing 
its underwriting safeguards and decreas- 
ing the company’s net retention through 
enlarged reinsurance facilities in an ef- 
fort to bring into balance the com- 
pany’s underwriting account. As re- 
gards the resumption of dividends, the 
president remarked that this question 
was under continuous review. 


Geo. F. Brown & Sons Name 
Rago Asst. Claims Manager 


Emile J. Rago has been named as- 
sistant claims manager of Geo. F. Brown 
& Sons, special risk insurance under- 
writers. Before joining Brown, Mr. Rago 
was assistant general superintendent of 
claims for U. S. Fidelity & Guarantee. 

He will supervise liability claims for 
the Brown organization and for Inter- 
state Fire & Casualty and its subsidiary, 
Chicago Insurance Co., both managed 
by Brown. 

Mr. Rago is a graduate of DePaul 
University and a member of the Chicago 
Bar Association, Trial Lawyers Club of 
Chicago and Justinian Society of Ad- 
vocates, 


F. & D. MOVES HOUSTON BRANCH 

The Houston branch of Fidelity & 
Deposit Co. of Maryland has moved to 
the First City National Bank Building. 


The local claim department was in- 
cluded in this move to larger modern 
offices, designed for more efficient 
operations. 


Bernstein Joins Staff of 
Mutual Ins. Rating Bureau 


An addition to the top staff of the 
Mutual Insurance Advisory Association 
and the Mutual Insurance Rating Bu- 
reau is announced by J. M. Muir, general 
manager. George K. Bernstein, former 
State Law Official of New York, joined 
the mutual organizations May 1 as at- 
torney. 

Mr. Bernstein received his education 
at the Horace Mann School at Fieldston, 
New York, Cornell University and 
Cornell Law School from which he re- 
ceived his LL.B degree in 1957. At the 
Law School where he was a member 
of Phi Delta Phi, International Legal 
Fraternity, Mr. Bernstein was the re- 
cipient of the Moot Court Cup awarded 
for the outstanding appellate presenta- 
tion, and subsequently, served as presi- 
dent of the Moot Court Board. 

Upon his graduation, Mr. Bernstein 
entered the New York State Attorney 
General’s Office, where, as an Assistant 
Attorney General, he specialized in liti- 
gation and appellate matters, represent- 
ing various New York State Agencies. 
He recently handled the action and ap- 
peal by Connecticut General Life against 
the Superintendent of Insurance, in which 
the latter’s refusal to permit the acquisi- 
tion of a fire or casualty subsidiary by 
a life insurance company, was sustained. 

Together with his many appearances 
in the Appellate Courts of New York 
State, Mr. Bernstein has argued more 
than 30 appeals in the United States 
Court of Appeals for the Second Circuit, 
many of which involved landmark deci- 
sions in the area of Federal-state rela- 
tionship, and criminal constitutional law. 


W. Caudill, Former Asst. V.P. 
Of Reliance Ins. Co., Dead 


Watson H. Caudill, age 72, died April 
30 at his home in Maitland, Fla. Mr. 
Caudill had retired in 1954 as assistant 
vice president in charge of fidelity and 
surety for Reliance Insurance Co. 

He was educated at University of 
Kentucky and received his law degree 
from University of Michigan. He spent 
his entire business career in insurance, 
commencing as claim manager of fidelity 
and surety operations, and rising to 
executive posts with several large in- 
surance firms. Prior to his position with 
Reliance, he was vice president of Man- 
ufacturers Casualty, handling their bond- 
ing business. 

Mr. Caudill is survived by his wife. 


N. Y. Comp. Rating Board 
Considering Rate Revision 


The New York Compensation Insur- 
ance Rating Board is contemplating a 
general rate revision to become effective 
July 1, subject to the approval of the 
New York State Insurance Department. 
The rate revision program is now in 
the process of development by the ap- 
propriate committees of the board. 

A filing of such general rate revision 
will be made with the department as 
soon as practicable. Upon approval 
thereof, a schedule of the revised will 
be published promptly. 


DORSETT REMINDS MEMBERS 
J. Dewey Dorsett, secretary-treasurer, 
National Association of Casualty and 
Surety Executives, has reminded mem- 
bers that the 1961 Joint Annual ‘oe 


between NACS executives and NACS 
agents will be held Oct. 8-11 at the 
Greenbrier, White Sulphur Springs, 
West Va 


ALLSTATE NAMES CHRISTENSEN 

W. B. Christensen has been promoted 
to corporate planning director for All- 
state Insurance Companies, President 
Judson B. Branch has announced. Mr. 
Christensen’s new responsibilities include 
the planning of programs for the con- 
tinued growth of the rapidly expanding 
companies. 
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RUSSELL STATES SOME GOALS 





Meridian Mutual President Stresses Role 
Of Loss Prevention Mgr. in Insur- 
ance, Social Problems 


Accident and loss prevention in its 
broader and more intense phases is the 
direct or indirect answer to more of the 
multiple problems of the insurance busi- 
ness than almost any other activity en- 
gaged in by insurance companies, Carl 
M. Russell, Meridian Mutual president, 
declared. 

Speaking before the recent eighth an- 
nual meeting in Indianapolis of the Loss 
Prevention Managers’ Conference, spon- 
sored by National Association of Mutual 
Insurance Companies, Mr. Russell 
pointed out: “As an example of both the 
depth of the problem and the kind of 
loss prevention activity I refer to, let’s 
take the assigned risk problem and a 
few of its ramifications. The great threat 
that has been generated by over-popu- 
lation of assigned risk plans and the 
attendant unfavorable atttiude toward 
the insurance industry is largely the re- 
sult of rates that are too low to cover 
the loss potential of certain groups of 
drivers, many of whom 
licensed to drive. 


not be 
but this 
is not problem for the insurance com- 
panies to solve. This is a problem for 
all of society. 

“If our industry’s future depends upon 
solving the problem or containing it 
within reasonable bounds, then the insur- 
ance business—and that means insurance 
people—must assume greater leadership 
in sparking the movement in every con- 
ceivable way to bring about the improve- 
ment. I believe it indicates the growing 
dimensions and stature of the loss pre- 
vention manager, by whatever title he 
may be known in the future.” 

Mr. Russell suggested that the 
prevention manager become involved in 
the problems of local government and 
politics, even to the point of being con- 
cerned about employe motivation and the 
apprehension of arsonists. 

“To the extent,” he added, “that the 
vast amount of technical and managerial 
‘know how’ of this great private industry 
can be an important factors in reducing 
the terrible fire loss which reached well 
over a hundred million dollars a month 
the past few months. 

“Our survival depends on the free 
enterprise system. Must we not, then, 
assert ourselves and assume aggressive 
leadership in all ways that will make 
possible and prove our right to survive 
as America’s prime example of successful 
free enterprise and as a public service 
institution?” he asked. 


MIRB Revises Auto B.I., and 
P.D. Rates in Washington 


Revised Automobile B.I. and P.D. lia- 
bility rates for commercial cars and di- 
vision 1 garage risks in the state of 
Washington by the ‘Mutual Insurance 
Rating Bureau went into effect April 26, 
1961 for members and subscribers. For 
commercial cars, the revised rates re- 
sult in a statewide rate level decrease 
of 6.4% while for division 1 garage risks 
the revision produces a statewide rate 
level decrease of 8.6%. 


should 
We may Say, 


loss 





This sword is the symbol of the 
American Cancer Society. It is 
called the “Sword of Hope.” 

Grab hold! Every dollar you give 
brings new hope to cancer research. 
Fight cancer with a checkup and a 
check to CANCER, c/o your post office. 


AMERICAN CANCER SOCIETY 





ASIM to Hear McHugh 


Donald P. McHugh, counsel, antitrust 
and monopoly subcommittee of the 
United States Senate Judiciary Com- 
mittee will discuss “Effective Regulation 
of Insurance” at the Semi-Annual Meet- 
ing May 8 of the American Society of 
Insurance Management, Inc. Hotel 
Roosevelt, New York. 


Navage Praises Auto Plans 


(Continued from Page 35) 


become ‘point conscious’ 
recognizing the justice of the Safe Driver 
Plans. 


drivers have 


5. We were told that we were playing 
into the hands of our competitors who 
would ignore safe driver plans establish- 
ing further deviations at their conven- 
rence. 

“Actually the opposite result has taken 
place. Our competitors and the selective 
underwriters have been forced to adopt 
their own version of our Safe Driver 
Plan whether in the form of a more re- 
fined classification system or in the 
establishment of substandard risk com- 
panies.” 

Concluded Mr. Savage: “We know 
that safe driver plans and the Special 
Automobile policy have put National 
Bureau and NAUA companies back in 
the ball game.” 
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Liberals Huddle for 
Second Aged Care Push 


SEN. ANDERSON EXPLAINS PLAN 





Would Consider a Graft of Modified Ver- 
sion of Kennedy Program to House- 
passed Social Security Bill 


Wilbur Cohen, Assistant 
Health, Education 
Democratic Senators 
son New 
Humphrey 
week in Washin 
groundwork to 
medi c al 
rough Ci 
The 


Secretary of 
and Welfare and 
Clinton P. Ander- 
Mexico and Hubert H. 
Mint 1esota huddled last 

discuss necessary 
"Py resident Kennedy's 
aged program 


get 
care ror the 
gress 

outcome: An announcement 
from Sen. Anderson that 

were being considered to graft 
fied version of the ram to 
passed Social Security bill. 

Sen. Anderson told a 
International reporter “it 


this 
plans 
a modi- 


a House- 


week 
prog 


United Press 
was a p 


SS1- 


bility, but that it was still in the planning 
stage.” He said the House bill was the 
logical place to attach the Kennedy pro- 
gram. 

The vehicle for this maneuver would 


be a bill passed by the House making a 
: eer the Sorial Secerity 
number of changes in the Social Security 
Law, among them a provision permitting 
men to elect to retire at age 62 at re- 
duced retirement benefits 
McNamara pe Passage 

Meantime, Sen. Pat McNamara (Dem., 

Mich.), predicted yt Congress would 





approve the 
rhe 


shat & 
that it 


program this year or next. 
President told a news conference 
was “very there would 
be a vote in the Senate on the program 
i r sibly as an amendment to 


p‘ yssible” 





measure 
acknowledged that 
a different problem 


“House is 
because of the 


the 


known opposition in the Ways & Means 
Committee, which must clear it before 
the House can vote on it. 


Anderson Sponsor of Program 
Sen. Anderson is the 
Senate of the 


sponsor in the 
Administration’s $1.1 bil- 





lion-a-year program to finance medical 
benefits for 14.2 million persons 65 and 
over through higher Social Security pay- 
roll taxes 

Sen. Anderson explained that the next 
step on the road to getting a Senate vote 
on the issue would be to gather support 





in the Senate Finance Committee, which 
must act next on the House Social Se- 
urity Bill 

He warned, however, that Senate back 
ers may be forced to settle for only part 
of the program this year if they hope 
» get any acceptable c mmpromise 
through a hostile House of Representa- 
tives 

Said a spokesman for > Health In- 
surance Institute in Washington: “De- 
spite Sen. Anderson’s plan it’s a good 
bet that no such amendment will be 
passed in Congress, at least not this 
year.” 


To Build teomning Center 


State Farm Mutual 


will begin con- 
struction in June of a two-story 48,000 
square foot electronic data processing 
center. The building will be connected 


to State F om s midwest office in Bloom- 


ington, Ill. Carl A. Marquardt, vice 
president-planning and research, said the 
addition will cont 4in a new IBM 1401 


ape-Ramac-High-Speed-Printer system 

-the first of many to be used by State 
Farm across the nation. Eventually 250 
employes will work in the new build- 
ing. 


More States Are Moving to 
Implement Kerr-Mills Bill 


Recent data reveal more mov- 
ing to implement the medical care to the 
the 1960 Kerr- Mills 


social 


States 
aged provisions of 
amendments to the security act 
(New York State’s implementation—the 


Metcalf-McCloskey act—became effec- 
tive April 1.) As of April 10: 

1. Enabling legislation had been en- 
acted in ten states (Georgia, Idaho, In- 
diana, Kentucky, Massachusetts, Michi- 
gan, New York, North Dakota, Tennes- 
see and West Virginia). 


2. Enabling legislation is 
in an additional six states 
Maryland, Mississippi, New Mexico, 
Oklahoma and Rhode Island). These 
states had programs in existence which 
now qualify for Federal subsidies under 
the Kerr-Mills act 

3. Enabling legislation is pending in 
an additional 16 states (Alaska, Cali- 
fornia, Connecticut, Hawaii, _ Illinois, 
lowa, Kansas, Maine, Minnesota, Ne- 
braska, North Carolina, Oregon, Ohio, 
Utah, Vermont and Wisconsin) and a 
proposed constitutional amendment on 
the subject is pending before the Texas 
Legislature. 


unnecessary 


(Arkansas, 


Change Date, Place of Forum 


The 1961 Individual Insurance Forum 
will be held in Philadelphia at the 
Sheraton Hotel, rather than in New York 
as originally scheduled. Dates have also 
been changed to November 13-15. An- 
nouncement has been made by Individual 
Insurance Committee, Harry L. Graham, 


secretary, A. & S. Bankers Life, chair- 
man. Carl A. Ernst, director S. & A. 
department, North American Life and 


Casualty, is chairman of the 
committee. 


forum sub- 


HIAA Symposium May 9 to 
Air Health Ins. Problems 


The problems of the health insurance 
business, and the progress made toward 
solving them, will be discussed by a 
public relations symposium May 9 at the 
annual meeting of the Health Insurance 
Association of America. The symposium, 

“Toward Better ‘Public Understanding,” 
will close out the opening general ses- 
sion of the meeting which is to be held 
May 8-10 at New York’s Biltmore Hotel. 

Joseph W. Scherr, Jr., chairman of 
the board, Inter-Ocean Insurance Co., 
and chairman of the HIAA’s public rela- 
tions committee, will serve as moderator 
of the symposium, and will deliver a 
speech entitled, “Performance—A Ne- 
cessity.” 

Raymond F. Killion, second vice presi- 
dent Metropolitan Life, and chairman 
of the Health Insurance Council, will dis- 
cuss relations with the health care 


cuss pro- 
fessions, and Betty S. Martin, director 
of the women’s division of the Institute 


of Life Insurance, will talk about public 
unde rstanding of health insurance from 
the women’s point of view. 

James R. Williams, vice president and 
general manager of the Health Insurance 
Institute, will deliver a report on insti- 
tute activities to close the morning ses- 
sion. The luncheon speaker May 9 is 
scheduled to be Dr. Austin Smith, pres- 
ident of the Pharmaceutical Manufac- 
turers Association. His talk will be on 
“Changing Events in the Health Field.” 


Combined Plans Hot Topics 
With a Positive Approach 


Combined of America Cos. will hold 
their annual conference of the Insurance 
Company Education Directors Society 
May 16-19 at Wagon Wheel Lodge, 
Rockton, Ill. 

The program will consist of 
that are currently very “hot” in com- 
pany, collegiate and teaching circles. 
There will be lectures and work shop 
discussions throughout the entire period. 
The entire conference is planned on a 
positive approach to all subjects covered. 


topics 


There will be a section of the program 
set aside for discussion of the nature, 
capacities and limitations of automated 


teaching devices—teaching machines. 
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Expansion program provides openings for qualified General Agents in selected areas. 


LoYAL Protective Lire INSURANCE COMPANY 


15; MASSACHUSETTS 


U. S. Chamber of Commerce 


Stages Health Care Luncheon 
Washington, D. C., May 2—Mortimer 
E. Sprague, vice president and secretary, 
Home Insurance Co. and Home Indem- 
nity Co., presided at a Health Care 
Luncheon of the United States Chamber 
of Commerce in Hotel Statler here today. 
Principal speaker was Congressman 
Thomas B. Curtis of St. Louis, Ranking 
House Republican in the Joint ‘Economic 
Committee. Theme of his talk was op- 
position to any kind of health care bene- 
fits ‘being initiated by Administration 
forces in Social Security, or in any 
payroll tax arrangement. 
Moderator was John W. Joanis vice 
president and general counsel Hardware 
—— Casualty Co. and a director of 

A. 

Three Washington newspaper men 
were on a panel interrogating Congress- 
man Curtis. They were Lee M. Cohn, 
Washington Evening Star; Sterling 
Green, a Business News Editor, and 
Ralph De Teledano, a King feature 
syndicated columnist. Many Insurance 
men were present. 


Rockefeller Kills Health 
Corp. Surplus Fund Bill 


Gov. Rockefeller of New York has 
disapproved a bill which was introduced 
by the Assembly Rules Committee to 
amend the insurance law, in relation to 
the use of contingent surplus funds of 
medical expense indemnity, dental ex- 
pense indemnity and hospital expense 
service corporations for extraordinary 
purposes. 

This bill would permit non-profit health 
insurance corporations, pursuant to a 
finding by the Superintendent of Insur- 
ance, to use contingent surplus funds to 
remedy a lack of availability if hospital 
facilities to members of a medical group 
practice unit under contract with such a 
corporation to provide care for its in- 
sureds. 


Republic National L Life 
Names Daniels Gen’| Agent 


C. Earl Daniels of New Iberia, La., 
has been named general agent by Re- 
public National Life of Dallas, according 
to H. R. Hunke, vice president and 
agency director. 

In making the appointment Mr. Hunke 
noted that in (Mr. Daniel’s.20 years of 
experience in life and accident and sick- 
ness insurance selling, he has been a con- 
sistent production leader. In addition 
to his personal record, Mr. ‘Daniels has 
served as an agency supervisor and 
agency manager. 


Standard Security to Stage 
Disability Ins. Seminar 


Standard Security Life of New York 
will hold a disability insurance seminar 
next Wednesday, May 10, at The War- 
wick Hotel, New York, for its general 
agents, and agency and brokerage super- 
visors. It will be under direction of 
Loyal Atkinson and William Harmelin, 
well known figures in New York health 
insurance circles, who are respectively 
general agent of Massachusetts Indem- 
nity & Life and associate general agent, 
Continental Assurance. 

Mr. Atkinson will lead portion of the 
seminar devoted to individual disability 
insurance while Mr. Harmelin will direct 
discussion on disability i insurance in busi- 
ness Operations. The seminar gets un- 
derway at 10 am. and continues until 
4:30 p.m. 

In announcing the seminar Michael H. 
Levy, Standard Security’s president, said 
its object is to teach all who attend the 
essential aspects of disability insurance 
which will enable them to train and 
motivate agents and brokers to sell non- 
can disability insurance. Future semi- 
nars, he stated, will be planned and di- 
rected by Ralph K. Lindop, New York, 
a director of the company, who is an 
authority on all phases of disability in- 
surance, 
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Astronaut Ins. Offered 
By Mutual of Omaha 


ON SUGGESTION B BY DOOLITTLE 





U. S. Spacemen Will be Offered Air 
Travel Ins. of $5,000 to $25,000 for 
Each Flight 





Voluntary air travel insurance for the 
U. S. astronauts is announced by Mutual 
of Omaha. Chairman V, J. Skutt told a 
recent meeting in Omaha that the astro- 
nauts would be offered air travel insur- 
ance in units of $5,000 up to $25,000 
maximum for each flight. Mr. Skutt told 
the board meeting that there was a high 
probability of safe, manned space flight 
by a U. S. astronaut in the near future. 


The first research on such insurance 
was started at the suggestion of Retired 
General Jimmy Doolittle, chairman of the 
Space Technology Laboratories, in Feb- 
ruary when he was elected a member of 
Mutual’s board of directors. Gen. Doo- 
little was present for the announcement 
and said he approved of this step toward 
providing financial security for families 
of the astronauts. A spokesman for the 
company said that this was a vote of 
confidence for our space program. 

Mr. Skutt also told the board meeting 
that Mutual’s volume of business for the 
first quarter of 1961 exceeded $59,000,000, 
a new company record. This figure is up 
45% over the most recent record first 
quarter and is more than the entire 
premium income for the year 1946. Mr. 
Skutt revealed that the increase was 
“nearly universal in all 50 States, Canada 
and in our overseas operations we have 
noted a significant upturn. We feel this 
proves that the so-called recession has 
not affected the desire of the individual 
to insure security for his family,” said 
Mr. Skutt. 


NEW AETNA LIFE PROGRAM 
Flexible Travel Plan Provides Blanket 
Coverage for Employes Against All 
Kinds of Hazards 





A flexible new travel accident program 
providing businesses with blanket cover- 
age for employes against virtually every 
kind of business travel hazard has been 
announced by Aetna Life. 


The program offers a wide variety of 
plans which enable business firms to 
select coverage tailored to their special 
needs. Coverage may be issued for as 
few as ten employes and in varying 
amounts for different groups within a 
firm. 

The plans range from those covering 
specific transportation hazards to those 
covering all hazards encountered while 
on a business trip, both enroute and 
after arrival. 

Under the program, all an organiza- 
tion’s employes are eligible and are not 
excluded because of special occupational 
hazards. Unusual risks or extraordinary 
hazards generally can be insured because 
of the flexibility of the coverage and 
underwriting. 


GM’s McFarland to Address 
IAHU Annual Convention 


The International Association of Health 
Underwriters has announced that Dr. 
Kenneth McFarland, consultant to Gen- 
eral Motors, will be the speaker at the 
banquet on Wednesday evening, June 14, 
during their convention June 11-14 at 
the Waldorf-Astoria Hotel in New York. 
Dr. McFarland is reputedly one of the 
most highly regarded sales speakers in 
America today. 

Among others who will address the 
convention are W. Sheffield Owen, Vice 
President, Life Insurance Co. of Georgia; 
Charles T. Kingston, general agent, 
Hartford, Union Mutual Life and Louis 
C. Morrell, vice president, Continental 
Casualty. 


VETO METCALF HEALTH BILLS 





Gov. Rockefeller Disapproves Proposed 
Amendments on Continuance of 
Group Policy Benefits 
Gov. Rockefeller of New York has 
disapproved three bills, two of which 
amend the insurance law in relation to 
the continuance of benefits under a 
group policy, and two of which amend 
the tax law, in relation to the premium 

tax on insurance corporations. 

These four bills are comprised of two 
pairs of interrelated amendments to the 
Insurance Law and the Tax Law, each 
pair of bills representing an alternative 


to the other pair. Each alternative is put 
forward by the sponsors as a means for 
increasing the continuation of health in- 
surance coverage under group policies for 
retired employes. The sponsors would 
hope to achieve this objective through 
premium tax exemptions and an empha- 
sis on pre-funding the continued cover- 
age of elderly persons. Governor Rocke- 
feller issued the following veto message: 

“Legislation enacted last year (chapter 
820 of the Laws of 1960) requires that 
group health insurance policies and con- 
tracts be convertible to individual po!- 
icies at the time of an employe’s termin- 
ation of employment. These bills would 


this man’s confident 


Confidence is the most important 
selling factor, in our book. In 
fact, Combined agents who are 
continually turning in spectac- 
ular gains, tell us that confidence 
is their best friend. 

Years ago we pointed our 
efforts toward developing the 
elements that give an agent 
confidence... quality A&H cover- 
age with high sales appeal to 
Individuals, Franchise, and Asso- 
ciation Groups . . . helpful mer- 
chandising aids . . . motivational 





she Diss” RATER Da hm 


he'll close the sale 


selling techniques . . . complete 
company support... effective 
customer relation procedures. 
And we have something to 
show for our efforts. RESULTS! 
If you have an established 
agency, and want success in 
A&H, find out how you can get 
there faster with the confidence 
we can give you. Drop a line 
today, on your letterhead, to: 
Disability Division, Combined 
Insurance Company of America, 
5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 





Hearthstone Insurance C 


y of M husetts, Boston 


First National Casualty Company, Wisconsin 


drastically curtail this privilege by sus- 
pending conversion in the event of con- 
tinuation of benefits under a group plan 
but without the protection in regard to 
benefit provisions afforded under the 
1960 legislation and by making the ex- 
ercise of the postponed conversion priv- 
ilage contingent upon the group policy 
still being in force. 

“Although the premium tax exemptions 
would be of significant and recurring 
cost to the state,” continued the Gover- 
no1, “these bills do not guarantee that 
such tax savings would be passed on to 
the policyholders either by way of in- 
creased benefits or through lower pre- 
mium costs.” 

The Insurance Department, The De- 
partment of Taxation and Finance and 
the Division of the Budget also disap- 
proved of these bills. Two of the meas- 
urers were introduced by Senator George 
R. Metcalf, Republican representing Cay- 
uga, Tompkins and Tioga Counties and 
the other two were sponsored by Sen- 
ator Daniel G. Albert, Republican of 
Nassau County. 


Dental Insurance Plan Inc. 


Names Small Head of Board 
The election of Philip H. Small, D.D.S., 


as chairman of the board of directors and 
of five new directors is announced by 
Dental Insurance Plan, Inc. Dr. Small, 
a graduate of John Hopkins and Univer- 
sity of Pennsylvania Dental College, con- 
tinues as president. 

Irwin Weiner, executive vice president 
and director of sales, has been elected to 
the board of directors. Mr. Weiner is a 
director of the National Conference of 
Christians and Jews and has been active 
in organizing boys clubs througho ut the 
3ronx. Other new directors are 

Francis J. McCaffrey, commissioner 
of records of Bronx County, formerly 
assistant district attorney of Bronx 
County and State Senator for three 
terms; Thomas J. Hughes, secretary to 
Supreme Court Judge Jack Flynn, secretary 
of the Van Cortlandt Democratic Club and 
former assistant district attorney of 
Bronx County; Raymond MacDonnell, 
vice president and attorney of Record, 
Empire Mutual. Henry B. Pincus, C.P.A., 
in private practice for more than twe ne 
years, has been elected to the board and 
named comptroller. 

Dental Insurance Plan, Inc., with 
offices at 125 Maiden Lane, is believed to 
be the largest non-profit group dental 
care program in the United States and 
is licensed by the New York State In- 
surance Department to provide group 
dental insurance plans throughout the 
state. 


White Joins C. V. Starr as 


A. & H. Department Manager 
Robert L. White has joined C. V. Starr 


& Co., Inc., New York, senior corpora- 
tion of the worldwide American Iaterna- 
tional Insurance Groups, as manager of 
the newly-established personal accident 
department. 

Until recently, Mr. White was execu- 
tive supervisor of the A. & H. depart- 
ment of Massachusetts Bonding. He had 
been with Continental Casualty for a 
number of years and was prominently 
identified with its accident and health 
insurance business in several areas. 

A native New Yorker, Mr. White at- 
tended the New York State Merchant 
Marine Academy and was graduated by 
Syracuse University in 1949, with a BS. 
degree in business administration. He 
entered the insurance business with Con- 
tinental in New York. 


G. O. BROWN NAMED PRESIDENT 


G. O. Brown has been named president 
of Health Plan Consultants Service of 
Los Angeles, a national firm specializing 
in the analysis and supplementation of 
health insurance programs to halt rising 
costs and premiums while improving 
benefits. 
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Purdue-LAHU Health Underwriting 


Clinic Hears Informative Speakers 


After a welcoming address from Bruce 
Gifford, managing director of the Inter- 
national Association of Health Under- 


Purdue-IAHU Ad- 


Underwriting 


writers, the recent 
Health 


spent the 


vanced Insurance 


Clinic, remainder of the ses- 


sions on package selling, programming, 


and business uses of health in- 


talk 


taxation, 


surance with a closing devoted to 


sales ideas usable in any type of selling 
Hal Nutt, Life Insurance Marketing 
Institute director, served as chairman of 


the clinic. Speakers and session moder- 
ators of the three-day clinic included: 
M. Herman Adelman, Fidelity Interstate 


Life of Philadelphia; John B 
rield-Monarch in 
Ernst, director of A. & H., 
can Life & Casualty, Mieunenolis’ 
liam Harmelin, Harmelin Agency, 
York; Ralph K. Lindop, insurance con- 
sultant, New York City; Robert W. Os- 
ler, president, Underwriters National 
Assurance, Indianapolis, and Elwin B. 
Thurman, Jr., director of advanced un- 
derwriting, € ‘ontine ntal Assurance 

Four hours of the first day were de- 
voted to programming under the direc- 
tion of Mr. Lindop. A man who wi ill sell 
health insurance will increase his life 
insurance income by 18% and get a like 
in total income from health in- 
surance commissions, he said. “If when 
a life policy, you fail to point 
out the dis ability need, you are like a 
physician who doesn’t tell you, you have 
cancer of the tongue because you asked 
atment for a sore throat only,” he 

“When you sell health insur- 
well as life, you lock up your 
inst competition; and unless 
service they want 
ey'll turn to the 
concluded 


English, 
Chicago; Carl 

North Ameri4 
Wil- 
New 


Spring 


ance as 
prospect aga 
we give tl people the 
in the health held, th 
government for it,” he 


Life and Health Ins., One and the Same 


Mr. Osler devoted 
velopment of the concept of 





two hours to a de- 
integrated 


programming of life and health insurance 
under which any given need is con 
sidered, not in the light of health insur- 
ance or life insurance alone, or even sep- 
arately, but as one and the same thing 
“The problem the prospect faces is pos- 
sible loss of income,” he declared. “What 


peril causes the loss makes no difference 


in the economic disaster that will ensue. 
Will the family of the man who is alive 
but cannot work need any less income 


than if he is dead, under the groun 1, and 
no longer a mouth to feed? 

The session moderator took basic life 
insurance needs and showed how 
equally a need for health insurance. “The 
mistake thousands of agents make is 
selling life insurance and health insur- 
ance as two different things. That is a 
a ality of the business with which 

he prospect should not be bothered. His 
mcs ao is loss of income; and the only 
thing in which he is interested is what 
to do about it—not whether it is done 
with a life policy or a health policy.” 

The second hour of the session under 
Mr. Osler was devoted to a programming 
demonstr ation, working from a set of as- 
sumed facts about a fictitious family, 
illustrating the procedure of handling 
“income insurance” needs in contrast to 
a process handling life insurance needs 
and health insurance needs 

The evening session, under Mr. 
man, Was devoted to a 
Federal income taxes and health insur- 
ance, with the moderator surveying the 
laws and regulations in the areas 
of personal insurance and business insur- 
ance and discussing their application to 
specific problems brought up by those 
in attendance 

Four hours on J hursday 
to a discussion of business insurance 
under Mr. Harmelin. The prolonged 
disability of a key man can be a greater 


each i is 


Thur- 
discussion of 


basic 


were devoted 


source of financial loss to a business 
than his death, he charged. “Further, 
it can be a greater loss to the key man 
himself than most of them realize,” Mr. 
Harmelin reported. “A survey in 1954 
revealed that most corporations pay peo- 
ple who have been with them as long as 
20 years, for not over six months during 
disability, and rarely for as much as 
full salary during that limited time.’ 

The sole proprietorship, he said, is no 
more than an individual sale. “I have 
never met anyone who has actually sold 
a sole proprietorship buy-out,” he said, 
“although I am currently working on 
one.” 

Ninety percent of U. S. businesses em- 
ploy fewer than 20 people, he pointed 
out. “This is my market. Leave the big 
corporations, which is a target risk, for 
someone else. These small businesses 
are ripe prospects for the health insur- 
ance approach. Usually they have never 
heard of it. Through it, you can open up 
business insurance cases you could never 
reach with a life insurance approach— 
and when you do, you'll usuz ally wind up 
selling not only business health i insurance 
but also more business life insurance.’ 

The speaker recommended putting 
health insurance in the deferred compen- 
sation plan. “Life agents writing such 
plans often put in waiver of premium— 
which is an admission that disability is 


a peril. How, then, do they reconcile fail- 
ure to include disability insurance? 
Selling the Need 


Using as his subject, “How to Sell 
Health Insurance—Philosophy and Tech- 
nique,” Mr. English declared that you 
cannot sell health insurance unless you 
sell the need. The procedure for selling 
the need, he said, is as follows: 


1. Who you are in 
(“Friend of a friend.”’) 
2. Sumary of what you can do for the 
gag | have put $35,000 in your friend’s 
drawer. Let me tell you how. Will you 


relation to the prospect. 


pros 
pect. 
desk 
listen ?”’) 

3. Why he Because he is human, 
human beings die; b. Before death, all 
c. Therefore, the prospect 
enormous bills—or 
butchers; e. 


needs it: a. 
and all 
human beings are ill; 
will be ill; d. He 
else they'll turm you 
The prospect’s average cost for medical bills will 
be 6% of his lifetime “but the trouble 
is, that the bulk of that cost may 
late years when there is too little time to re 
’ and the savings that would have retired 
him go for bills; f. The prospect will suffer an 
additional loss of 7% of lifetime earnings by 
reason of loss of time. g. He must 
tection; h, It must be the type of protection he 
can depend upon. 

“There are four ways to convince peo- 
ple,” Mr. English said. 1. Make claims. 
2. Argue. 3. Use evidence. 4. Use proof. 
In his presentation, Mr. English re- 
ported, he evidence the way wit- 
nesses are produced at a trial. He uses 
only actual clippings and makes any 
claims only by presenting a clipping quot- 
ing someone else as having stated it. 
“My training was in law,” he declared. 
“The device use is known as over- 
whelming with massive evidence.” 

During the evening session, Mr. Quarto 
used colored slides to demonstate a full 
business insurance presentation. “At the 
start of the presentation,” he declared, 
“it makes no difference what type of 
business structure is involved. Open 
thus: ‘When you went into business for 
yourself, Mr. (Prospect, you took on a lot 
of problems. Let me tell you about them.’ 

“Once you have gone through these 
problems, you are in a position to say, 
‘What would happen if you or a key 
associate should die or become disabled. 
Let’s look at the specific problems that 
apply to your business. What type of 
business structure are you using?” 


Reporting Ad Lib 
Mr. Adelman spent two hours on Fri- 


day, sitting on a desk or walking around 
the class room reporting, ad lib, how he 


will have 


over to the 


earnings; 
come in the 


cover; 


have pro 


uses 


HIAA Assistant Named As 
“Miss Secretary Of 1961” 


Carol J. Mabry, administrative assistant 
in the Washington office of the Health 
Insurance Association of America, has 
won the title of “Miss Secretary of 1961” 
in a national competition. The contest 
was conducted by the National Associa- 
tion and Council of Business Schools. 

Miss Mabry, a graduate of Western 
High School in Washington, earned an 
Associate in Arts degree at George 
Washington University. She was grad- 
uated with distinction from Strayer 
School of Business in Washington, which 
selected her as its entry in the recent 
competition. 

Miss Mabry joined the HIAA in Sep- 
tember, 1956. In addition to performing 
secretarial duties she is in charge of the 
office operation for the association in 
Washington. 

The selection of finalists in the secre- 
tarial competition was based on a letter 
from the secretary evaluating her job 
and her reasons for seeking it, a letter 
from her employer, correspondence and 
a record of grades from the sponsoring 
business school together with photo- 
graphs of the contestant. 

Some of the rewards for winning the 
national title were a trophy and an 
expenses-paid trip to Philadelphia and 
New York. Miss Mabry, whose prin- 
cipal hobby is traveling, is to appear next 
fall at the business school organization 
meeting in Colorado Springs. 





sells a premium volume that is one of the 
largest if not the largest in the business. 

Starting with the story of how he got 
into the business from trade as an elec- 
trician, he reported on the development 
of his’ sales techniques in a narrative 
full of natural humor that brought re- 
peated laughter from the audience. Be- 
ginning by knocking on doors and asking 
if people wanted hospital insurance, he 
developed the “survey” technique, moved 
on to the “executive compensation” ap- 
proach and a host of other techniques in- 
cluding direct mail, the telephone ,and all 
devices for developing sales. 

Clésing speaker, Carl Ernst, pouring 
out a continuous stream of sales ideas, 
threw bottles of pills guaranteed to in- 
crease an agent’s income to the audience, 
broke saucers on the floor to demonstrate 
the way disability shatters a family’s 
plans, displayed shrunken dollar. bills 
to demonstrate the dollars a man has 
after taxes, etc. “Eliminate the word, 
‘insurance,’ from your vocabulary,” he 
urged. “What you are really selling is 
money. Talk about it that way. 

“Beware,” he warned, “of getting so 
technical that you neglect the basic, 
$100-a-month sale. Program on a 
‘bought’ basis; that is, start with $100 
a month and add to it, in amount and 
so as to cover other needs such as hos- 
pitalization and all the rest. That's real 


programming. Remember,” he _ con- 
cluded, “when you hear the siren of an 
ambulance, someone has passed the 
threshold of uninsurability — he has 
waited a day too long to buy.” 

The clinic is the second sponsored 


jointly by the International and Purdue 
as pilot explorations of the field of ad- 
vanced training, beginning last year un- 
ior a special committee of IAHU headed 
by Robert W. Osler. Serving as co- 
chairmen of the clinic for IAHU were 
Charles Ray, executive vice president, 
Associates Life, and Pasquale Quarto, 
R.&R., both of Indianapolis. 

The intention is to develop at Purdue, 
a pattern that can be used in other uni- 


versities throughout the country to 
further instruction in advanced under- 
writing. It is probable that once the spe- 


cial committee develops a satisfactory 
pattern, it will be turned over to the 
Disability Insurance Training Council, 
which, last year, announced its with- 
drawal from the basic training field in 
which it was the pioneer in local-level, 
association-sponsored 12 and 13-week 
health insurance schools. Mr. Nutt an- 
nounced to the enrollees that the Purdue 
clinic will be repeated next September 
or October. 








CAROL J. MABRY 





APRIL HEALTH AGENTS MEETING 


N. Y. General Aewnae’ Membership In- 
creasing; Board Chairman Schweitzer, 
President Medill 


New York State General Agents 
Health Insurance Association held its 
April meeting recently at Columbian 


Financial Development Corp. offices in 
New York. During the meeting Asso- 
ciation President Louis Medill observed 
that “membership has increased nicely 
with representation in our association of 
general agents throughout the state of 
New York.” 

Abraham M. Block of the Block Agen- 
cy, Jamaica, New York, 
secretary-treasurer by 
The association has qualified member- 


ship requirements to health insurance 
general agents who maintain their offices 
independent of the companies they rep- 


elected 
unanimous vote. 


was 


resent; who service their own brokers 
and agents and wherein the business 
is secured independent of their own 


production, 

A report was given by Vice President 
James E. Bedford on prevailing com- 
pany-agency conditions. 

Chairman of the board, Henry J. 
Schweitzer, emphasized a concerted ef- 
fort by the industry as a whole to work 
together and not to work at cross-cur- 
rents in selling health insurance as pri- 


mary insurance under the agency sys- 
tem. Many companies are going direct 
with a few paying a minimum commis- 


sion for the acquisition of the business. 

“The assured in need of service will 
continuously request counsel, advice and 
service from his independent insurance 
man, who has to render all of the serv- 
ices necessary—without any compensa- 
tion plus the danger of losing his other 
business for this same assured if he 
denies the required services. Some car- 
riers are entering into large-scale com- 
petition with their present representative 
general agents, forgetting that this was 
the method of building our 10 billion 
dollar growth, second only to life insur- 
ance, in our industhy,” Mr. Schweitzer 
brought out. 

Mr. Medill stressed that the public’s 
education of the needs and requirements 
of health insurance is at an all-time 
high. The producers and their organ- 
izations have exerted every effort pos- 
sible in getting the story of volunteer 
insurance to the American people ver- 
sus Forand-type socialized insurance 
in concert with their companies. The 
trend and sales of major medical are 
steadily increasing. Senior age coverages 
due to direct sales plus independent pro- 
ducer production is steadily improving. 

“This is the most urgent area for new 
production, but an area where the inde- 
pendent producer i is a second class agent 
in many instances, where the public is 
solicited directly by the agency insur- 
ance carrier,” he declared. 





Combined Declares Dividend 


The board of directors of Combined 
of America have declared the regular 
second quarter dividend of 10 cents per 
share on its common stock, payable 
June 6, to shareholders of record at the 
close of business, May 18. This is the 
38th consecutive quarterly cash dividend. 
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Through Street for Insuremen! 
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MERITmatic® Automobile insurance is a one-way street Z-A does the work. You sell. Make more calls. More sales 


to sales and profit for practitioners of the fine art of per call. That’s Insuremanship. 


Insuremanship*. Get on the MERITmatic Parkway with Z-A. For road 


Competitive costs. No red tape. No bookkeeping. [ map, ask us! 
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Write the policy with a ballpoint pen. Deliver on MERIT matic not yet available in all states. Details on request. 
AMERICAN GUARANTEE & LIABILITY INSURANCE COMPANY 
a O i. ll P " Zurich insurance Company 

spot. Own all renewals. Get monthly commission rT 

eae 135 South LaSalle Street, Chicago 3, Illinois 

*~hecks > > > — . q mh : - OFFICES IN: New York, Boston, Providence, New Haven, Buffalo, 
C hee ks and statements, copies of all cl ent notices. 7 . son pst Orange, Philadelphia, Pittsburgh, Baltimore, cane 
boro, Charleston, Savannah, Atlanta, Birmingham, Canton, Cleve- 
tand, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 
Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas City, 
Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 
Los Angeles, Phoenix, Richmond. 
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RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 


GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance «+ All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 
Home Office: GENERAL REINSURANCE BLDG. Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
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400 PARK AVENUE, NEW YORK 22. N. Y. / pi SO. HARVARD BOULEVARD, LOS GELES 5, CALIFO 
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